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PUBLISHED EVERY OTHER THURSDAY 


Androck introduces the 1000 Line — the 
Onder line of bright Chrome Plate. 


¢ Chrome Plate over nickel. 
¢ Mirror finish — easy to clean. 


* Hardwood handle with colored tip — the 
most inviting designs in the low price field. 


¢ Large, beveled, hang-up hole in handle. 
Every tool carefully balanced. 


No. 1513 
ISPLAY ASSORTMENT 


e 12 most popular Kitchen Tools 
ot the Chrome Plate No. 1000 Line. 


mTHE WASHBURN COMPANY 
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MAKE THIS TEST IN YOUR OWN STOKE AND WATCH CUSTOMERS PICK THE WOOSTER OVER ANY COMPETING BRAND 


They outsell ordinary nylons plenty to one 


AN EXPERT EXAMINES FILAMENTS—Tom Kirchner, vice president of 
Cleveland Paint & Color Company, gives preferred rating to Wooster 
Taper-Tipped Nylons because of their full stock and the flagettes or 
extra working tips produced by Wooster processing. 


TWO GREAT BRUSH SALESMEN—That's what Charles Hromodka, 
Cleveland Paint & Color’s purchasing agent, calls the vender assort- 
ments of Wooster Taper-Tipped Nylons. One features wall brushes, 
one varnish brushes. Available at Wooster distributors. 


Public acceptance of nylon brushes mounts as latest 
development of Wooster taper-tipping wins consumef 
confidence and ever-increasing sales for dealers 


All of us trust a tried and true friend before a stranger. 
That’s why so many folks keep reaching for Wooster 
Brushes on the paint counters whenever they’re ready to 
do some painting around the house. 

It’s been that way for years. And now, you’|l find them 
still partial when it comes to nylon paintbrushes. They 
seem to sense that Wooster, with more than one hundred 
years of experience behind the name, is the one brand to 
buy over all others. 

Wooster has done marvels with nylon. Thousands of 
dollars have been invested in special research. As a result, 
Wooster Taper-Tipped Nylon Brushes for your consumer 
trade are better. All nylon filaments have been carefully 
treated, blended to make full-stock quality brushes at 
reasonable prices. Every brush has been specially taper- 
tipped to help the amateur do the professional job. 

Keep a display of Wooster Taper-Tipped Nylon Brushes 
on your counter. See how the good reputation of good brushes 
can help you to make more profits. The Wooster Brush 
Company, Wooster, Ohio. 


Ww. OOS TE RP Taper-Tipped 
NYLON BRUSHES 
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a simple device now makes it possible to move 
the opening which receives the latchbolt 1/8” 
without cutting new mortise. 
Loosen the screws slightly and the pressure ofa 
fingertip compensates for door warping, 
added layers of paint and other causes of faulty alignment. 
See the latest kwikset time and money saver— 


your jobber has it now. 


sales and service company, anaheim, california 


*K OPTIONAL AT NO EXTRA COST 

















Leone 

ED 
Willie 
Kennet 
Rudolp 
i. 
George 
George 
Karl R 
Ray M 

| 

cil ema ree Alber 

"Wh 

e Paul 

and triple the sale = 
BU: 

ee. 

Consider the average householder—a pro- Regi 
lific prospect for file sales. All he needs is —- 
waking up. His usual habit is buying one file Teleph« 
at a time. He ought to have at least three ae 

. . . ew ‘ 

. . . the combination shown here. It consti- E.R. S$ 

tutes one of the most inviting file offers im- 100 Ea: 

° ee ‘ Telephe 
aginable, as the descriptives below will prove. 

Good way to display them (counter or — 
window) is unit-bundled and intriguingly Teleph« 
price-tagged. And because they’re Nicholson 

. Chicag 
or Black Diamond—everywhere known as wm. C 
“best in the world’’— making sales is just a = 
° 9 "ae elephc 
matter of “‘wrapping ’em up and ringing the : 
cash register.”’ Call your wholesaler. San Fr 
R. J. E 
300 Mc 
Teleph« 
Los An 
L. H. . 
Telephc 
MILL FILE (left)—Bastard cut; 6’ to 10” lengths. For or 
sharpening large-tooth saws, knife and other . 
cutting edges; home workshop lathe and hand Addres 
finish filing. 100 E. 
New Y 
TAPER FILE (middle) —Regular, Slim, Extra Slim; 4’’ to aid 
8” popular lengths. For sharpening hand and 
other 60° tooth-angle saws; and for angular 
corner filing in general. 
4-IN-HAND (right)— Four files in one! Has four different 
cutting surfaces: Flat (double-cut) file and Flat 
rasp on one side; Half Round file and Half Round 
rasp on other side. Hundreds of uses—on metal, 
wood, plastics, leather, etc. A sales leader when a 
sold singly; a sales booster in any combination! ger yer 
e 
wong NICHOLSON FILE COMPANY ,nge... HARI 
See, 25 Acorn St., Providence 1, R. I. > oon 
U.S.A. (in Canada, Port Hope, Ont.) “segue” Louis; | 
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AMERICAN CHAIN DIVISION = 9-YORK 


AMERICAN Favorites 


@ These popular AMERICAN chains are bread and 
butter items. There is a demand for them every day 
—particularly now. 

Chain is ‘easy to sell if you show it—get it out 
where customers can handle it. The acco Chain 
Sales-Maker and ACCO-PAKS are dandy display pieces 
that will definitely increase your chain sales. 

Order these "American favorites’’ now from your 
AMERICAN CHAIN wholesaler. 


niece (American 
: AMERICAN CHAIN DIVISION Chain 


AMERICAN CHAIN & CABLE 


York, Pa., Atlanta, Chicago, Denver, Detroit, Los Angeles, New York, 
Philadelphia, Pittsburgh, Portland, San Francisco, Bridgeport, Conn. 
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Just Among Ourselves 


Informal Editorial Comments 


Promotions Need 
Better Timing 


In these days when greater emphasis is being 
placed on aggressive selling, many new and im- 
proved types of merchandise are being introduced 
with great frequency. 

Many of these new products are introduced to 
the public with heavy consumer promotion in news- 
papers, radio and in general magazines. 

The large department stores and some of the 
chains have adopted the technique of moving very 
fast on these new items and are able to put them 
on sale while public interest is at its peak. They 
are usually able to obtain the co-operation of man- 
ufacturers in this effort. 

On the other hand, too often hardware stores 
are unabie to obtain supplies by the time the pro- 
motion breaks and are forced to watch the large 
department stores capitalize on having the item. 
Often, by the time the hardware store is supplied, 
the edge is off the promotion and the large stores 
have skimmed the cream off the market. In the 
meantime, the manufacturer is wondering why he 
doesn’t get greater co-operation from the hard- 
ware trade. 

I hear a great many comments these days from 
dealers that many manufacturers’ consumer pro- 
motions are being badly timed; not enough time is 
being allowed to fill the supply lines from the 
manufacturer to the wholesaler to the retailer be- 
fore the consumer promotion breaks. 

Hardware stores are getting more and more 
promotion minded and are more interested than 
ever in tying into national promotions of brand 
name products. They would like to participate in 
these big promotions to a still greater extent. But 
they are finding themselves without the merchan- 
dise when the promotion breaks, because of bad 
timing by the manufacturer. 

The importance of participating in these na- 
tional promotions goes beyond the actual sales 
volume of the item involved. There is also a 
prestige element involved for the store. Most 
stores like to be known as having new merchan- 
dise on hand whenever public interest is focused 
on a certain item by a special promotion effort. 

This problem of setting up a timetable for all 
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By W. A. Phair, editor 


phases of ~ promotion is not a simple one. But if 
a manufacturer wants the widest possible distri- 
bution, it will pay to give careful study to the 
timing of a promotion. 

To ignore the interest of the smaller retailer in 
favor of the large department store is a short- 
sighted policy. Department stores usually want 
footballs, and once a ball has been kicked around, 
they lose interest and start looking for another 
ball. But the hardware store will keep producing 
sales year in and year out, if the product has been 
introduced in a manner that demonstrates the 
manufacturer’s sincere interest in the particular 
problems of the hardware store. 


Beware of Cash 
With Order Deals 


Perhaps we should all print some signs with 
lettexys about 2-ft. tall for dealers to put in their 
stores where they can see the message every time 
they sit down to write an order. 

The message on the sign would be, “Don’t Pay 
in Advance.” 

Despite the many warnings against this prac- 
tice, expressed on these pages and elsewhere, 
hardware dealers are still being regularly de- 
frauded by ordering from firms who demand cash 
with the order, then do not deliver the goods. 

Regular as clockwork we receive:letters from 
dealers telling us of their experience in ordering 
merchandise, with cash accompanying the order, 
and receiving nothing but silence from the other 
end. Usually these deals involve “special offer- 
ings” by mail by unknown firms. 

Sometimes we are able to help out, but most of 
the time the seller has disappeared by the time we 
get word about it and look into it. 

Nobody is giving anything away these days, so 
beware the special offers by mail. 

If it’s a new item, check with your regular 
wholesale supplier. If the product has merit, he 
can get it for you, and you won’t have to worry 
about paying in advance. Your wholesaler will in- 
vestigate the firm before buying and if it isn’t a 
stable organization they will avoid it, thus saving 
its money and your time and money. 

Another pitfall that seems to trap unwary 
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dealers occasionally is the practice of returning 
defective merchandise to small, unknown firms, 
without written authorization to do so. 

Sometimes when a dealer can’t get prompt 
action on a request for repairs or adjustment for 
a defective item, he feels that returning the mer- 
chandise to the manufacturer will spur corrective 
action. Sometimes it doesn’t work out that way 
and the dealer ends up without the merchandise 
and without the adjustment. 

We have a case at hand where a dealer bought 
a small mechanized display unit which didn’t work 
properly. After trying to use it on and off for a 
year, he endeavored to get the firm to repair it. 
His letters brought not even an acknowledgment. 
So he packed up the display and shipped it back. 
He received no acknowledgment for that. So now 
he stands without the merchandise, as well as 
without his cash. 

The company that made the display seems to 
have gone out of business and has left no records 
nor addresses. 

In a case like this, a company’s refusal to 
answer its mail should certainly be a warning that 
it isn’t going to go to the trouble to repair defec- 
tive merchandise. 

The moral to both these cases seems to be very 
strongly one of ... know your supplier. If you 
don’t know him and can’t get a reference, don’t 
do business with him. 





A Training Film 
That Really Trains 


Over the course of the year, an editor sits in 
on previews of many so-called sales training films. 
While some of these films are worthwhile, too 
many seem to be produced by men who haven’t 
the remotest idea of the problems of selling; the 
films are too often loaded with copy book cliches, 
bad photography and unending and uninteresting 
product blurbs. Such films fail to pass along 
ideas; they merely put the watchers to sleep. 

A really tremendous amount of money is wasted 
each year in worthless training films. 

Every once in a while, however, a really worth- 
while film comes along that demonstrates what 
really can be done in sales training via films. 
Such a film is the recently completed sound-slide 
film producted under the joint sponsorship of the 
National Industrial Distributors’ Assn. and the 
Southern Industrial Distributors’ Assn. 

I had a chance to see parts of this new film at 
the recent Industrial Supply Convention and I was 
tremendously impressed by the practical approach 
of the film, its understanding of the problems of 
selling today and the sensible suggestions it makes 
for better selling. 

This series of films, a part of the associations’ 
Plus Selling Program, is professionally done, 
moves rapidly from point to point, and gets the 
messages over forcibly, and in an honest, prac- 
tical fashion without resort to bombast or fancy 
lace. These films should prove extremely valuable 
in creating a new interest in salesmanship. The 
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joint committee that worked on this project de- 
serves the highest commendation for the films. 

I was especially interested in the film entitled 
“Take Pride in Price.” I didn’t have a chance to 
see this film itself, but the subject is a vital one 
and the title alone is a lesson in itself. 

We all need to be reminded these days that a 
salesman should take just as much pride in a 
price as in product characteristics. A good sales- 
man sells the product first, then discusses price 
on the basis of what the buyer is going to get for 
the money. Too many salesmen still seem to think 
that selling is entirely a matter of price; that’s 
all they talk, then wonder why prices are beaten 
down. 

Distribution of these films is understandably 
limited to members of the two associations that 
have underwritten them, but we would suggest to 
anyone contemplating making a training film, that 
he try to see these films before he goes ahead. 

A description of how these films were developed 
appeared in HARDWARE AGE for May 29, page 40. 





A Heritage 


Pride in one’s heritage is a normal, healthy 
emotion. Tomorrow is built on yesterday’s experi- 
ence, but sometimes, in the rush of our daily 
activities, we forget the depth and the richness of 
the heritage of today’s hardware trade. 

The march of science is fast wiping out the 
items that were staples in the stores that laid the 
groundwork for today’s multi-billion dollar indus- 
try. And each week we hear reports of private col- 
lections of old hardware being lost in storms, in 
floods, or being discarded in cleaning up. The 
supply of these old hardware items is fast 
diminishing. 

Unfortunately we have no centralized source or 
collection of old hardware. There are a number 
of individual collections along specialized lines, 
but the lack of a single source for cataloging and 
preserving these examples of early American 
hardware is unfortunate. 

In the interest of providing a history of old 
hardware, HARDWARE AGE will publish a series of 
articles that will, through the medium of the 
camera and the printing press, provide this cen- 
tral source for preserving the memory of these 
old hardware items. The first of this series appears 
on page 56 of this issue. 

We are grateful for the co-operation of Mr. 
Knight of Minneapolis in making available the 
photographs and descriptions shown in the article. 
Future articles in this series will include individ- 
ual collections of various dealers, collections of 
manufacturers, as well as single items. 

When the series is completed, HARDWARE AGE 
readers will have a valuable record of the hard- 
ware trade’s heritage. 

If you have a collection of old hardware, write 
us about it. 

In the meantime, turn to page 56. It will re- 
mind you oldtimers of the rugged yesterdays; 
it will remind you younger hardwaremen that our 
ancestors were pretty clever and ingenious in the 
old days. 
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STANDARD DUTY KEY 'N KNOB SET 
For exterior doors in homes, apartments 
althy and other types of light construction. 


BOR-A-LIGN LOCKSET 
Designed for quick, low-cost installation. 
Functions for passage, bath and bedroom 
doors. Steel aligning units guarantee free 
working assembly of knobs, trim and 
lock on door. Packs plenty of sales 


appeal! 


cperi- 
daily Equalized knob projection on doors 134” 


ss of or 1344” thick . . . quick installation .. . 


ie made of proven materials only. A fast 
d the seller! 
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504 Lockwood Standard Duty Key ’n Knob and Bor-a-lign locksets build repeat sales 
Mr. and bigger profits! They answer the demand for easy installation in homes, apart- 
= ments, stores . . . meet every requirement for fine performance and low cost. 

Quality materials and fool-proof construction assure long, trouble-free service. 
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of Order NOW . . . and don’t forget to include merchandising samples for display 
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NEWS and VIEWS 


By Washington Bureau of 
HARDWARE AGE 


New Controls May Give Regular 
Markups for All Distributors 


As far as the price control aspects of the new con- 
troi law are concerned, Congress is finally beginning 
to show that it is aware to some degree of the heavy 
burdens imposed upon the retailing trades during the 
past year. 

Although it appears to be fairly certain that price 
controls will be maintained until March 1, 1953, at 
the earliest, a sufficient number of keyholders in both 
Senate and the House are now determined to fight any 
proposals which would further complicate the role of 
the individual retailer under price control regulations. 

Of particular interest to retailers is the Senate 
Banking Committee’s decision to strike the word 
“hereafter” from the so-called Herlong Amendment 
to the control law. 

This move, if carried through to final approval at 
the Capitol, will have the effect of making pre-Korean 
markups available to all OPS retail regulations. OPS 
wants the Herlong provisions abolished, but if aboli- 
tion is not possible, OPS states, the provisions of the 
Herlong Amendment should be made applicable only 
to the retailing regulations issued since the control 
law was passed. 


OUTLOOK—While the final form of the 
new law must await House Banking Commit- 
tee action before its provisions are made 
clear, it is considered likely that the Senate 

e Committee view will prevail throughout the 
legislative course of the bill. This means 
that all retailers will be able to take their 
customary markups, whether their price ceil- 
ing were fixed before or after July 1, 1951. 


Justice Department Provides 
Arguments for Fair Trade 


In urging a Senate Committee to reject the Mc- 
Guire Fair Trade Bill, a Justice Department witness 
early this month presented one of the arguments used 
by those in favor of the measure when the bill was 
being considered on the House side of Capitol Hill. 

“Where the chain stores and large stores choose to 
compete price-wise,” he said, “they can develop their 
own brands. This method of competition is scarcely 
available to the small retailer.” 


10 


This very inability to bring out private brands of 
their own creation has worked to the detriment of the 
merchant who handles well-established items at fairly 
standardized markups, it was pointed out in House 
sessions. On the one hand, he sees the giant re- 
tailer carrying on “loss leader” sales of ‘brand-name 
items, while on the other hand he finds a retailing 
colussus outselling him by pushing articles which he 
alone has at his disposal. 

It was not the intention of the Justice Department 
to give any impetus to possible Senate action on 
the McGuire Bill (H.R. 5767.) The Department 
opposes Fair Trade Legislation. 

Nevertheless, this testimony took note of the Fair 
Trade proponents’ view that passage of H.R. 5767 
would enhance competition and that “minimum re- 
sale price fixing” would help the small, independent 
dealer. 

OUTLOOK—Best chance for getting favor- 
able Senate committee action probably will lie 
in forceful backing of the two-part view 

# named above. Proponents of the bill must 

convince an unenthusiastic committee, though 
success is questionable at present. 


Easing Material Supplies Seen 
As Swelling Dealer Inventories 


Government experts now admit they were caught 
off base. They concede that from the viewpoint of 
retailers of most consumer durables, the No. 1 prob- 
lem is not where they are going to get them but how 
they are going to sell them. 

Instead of terrific shortages which were freely pre- 
dicted by control officials for the first half of 1952, 
NPA’s latest survey shows “a supply situation com- 
parable to that which existed prior to Korea.” 

Specifically, it shows that in most areas, retail stock- 
rooms are loaded with major appliances, most small 
fans and the post-war prodigy, TV. Adequate sup- 
plies at the manufacturing, wholesale, and retail levels 
are generally reported for such items as lawnmowers, 
power and hand tools, and wheel goods. 

A slowdown in the production rate of the more 
plentiful items makes raw materials available for 
allocation to so-called less essential goods such as 
venetian blinds, athletic and sporting goods and 
equipment, metal fixtures, furniture, toys, games, etc. 

(Continued on page 130) 
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1715 Liverpool St., Pittsburgh 33, Pa. 
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LATEST INFORMATION ON NEW PRODUCTS AND SERVICES 





Plastic Electrical Tape 


Designed for heavy duty work, 
winding heavy cables, electrical 
harnesses and for use with power 
driven taping machine, this .010- 
in. thick plastic tape has strength 
and flexibility. It is resistant to 
weather, oils, acid, alkalies and 
corrosive chemicals. Dielectric 
strength averages 10,000 volts, 
1000 volts per mil of thickness, 
and it conforms well to irregular 





surfaces because it stretches. Van 
Cleef Bros., Inc., Division of Johns- 
Manville Corp., 7800 Woodlawn 
Ave., Chicago 19, IIl. 


Tumbler Brush 


Tumblers, bottles and dishes can 
be washed with ease and thorough- 
ness with this tumbler brush, addi- 
tion to the Prettyware line. The 
bristles are mounted to insure their 
reaching narrow, hard-to-clean cor- 
ners of glassware. The 3'4-in. rub- 
ber vacuum cup base, with match- 
ing bristles, fits firmly to the 
bottom of the sink or dishpan. The 
brush is not affected by greases, 
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soaps, detergents or hot water. It 
comes in red, blue, green and yel- 
low and is 8%4 in. high. Retail price 
is $1.98. Pretty Products, Inc., 
Coshockton, Ohio. 


Cake Cover Set 


This extra large cake cover set, 
made of polystyrene, keeps food 
content fresh and provides a handy 
storage, carrying and serving tray 
as well. The transparent cover fits 
snugly into the tray recess and a 
twist engages them to form an air- 
tight unit. The tray has a 13 in. 
diameter and cover is 1134x6 in. It 
can be used for cake, pies, sand- 





wiches, meats, etc. The base comes 
in several colors. Suggested retail 
price is $2.98. Columbus Plastic 
Products, Inc., 1625 W. Mound St., 
Columbus, Ohio. 


Fish Stringer 


Multi-use fish stringer, Super 61, 
is also a combination handy tool. 
In addition to stringing fish, it is 
a ruler, screw driver, disgorger, 
scaler, saw and bottle opener. The 
metal unit is hardened and plated, 
and the 6-ft. cord is braided cotton. 
They are packaged in colorful dis- 





play boxes with die-cut cover that 
folds back, illustrations and selling 
copy. Mill Run Products Co., 1360 
W. 9th St., Cleveland, Ohio. 


Water System Unit 


Completely packaged tank-mount- 
ed deep-well water system, called 
Figure 3681, is designed for wells 
in which the pumping level of the 
water is not more than 50 ft. be- 
low the pumping unit. The syster 
33x14x29 in., including the 17-gal. 
galvanized tank, has a capacity 
rating up to 450 gal. per hour. 
Rubber mountings and connections 
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minimize the operating sound. Cast 
iron parts coming in contact with 
water are protected and resistant 
to rust and corrosion. Goulds 
Pumps, Inc., Seneca Falls, N. Y. 


Plastic Scraper 


Polystyrene scraper is pliable 
enough to get into corners of pans 
and evenly scrape bowls and curved 
surfaces, yet firm enough to scrape 
burned food particles from all 
cooking utensils. Called the No. 
635 Scrape-Away, its handle per- 
mits firm grip and is molded into 
the scraping blade for greater 
strength. It comes in red, yellow 
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FOR THE HARDWARE DEALER 


and green and retails for 10¢. Fed- 
eral Tool Corp., 3600 W. Pratt 
Blvd., Chicago 45, IIl. 


Picnic Grill 


Fire bow! of picnic grill is fully 
enclosed and has a six-way adjust- 
able draft door which allows draft 
eontrol, gives desired temperature 
and distributes heat evenly to all 
parts of the grill. The grill revolves 
on a steel pipe support and may be 
turned in any direction. Two 
wafile-type top grids, a one-piece 





oven, and a one-piece removable 
grate make it a small but complete 
cooking range. It burns wood, coal 
or charcoal. American Playground 
Device Co., Anderson, Ind. 


Juvenile Bikes 


A 14 in. and 16 in. model with 
or without stabilizer wheels have 
been added to the Featherweight 
Sidewalk Bike series of juvenile 
wheel goods. They are light weight 
but sturdy and have a complete ball 
bearing construction. They have a 
specially designed seat post which 
allows for four height adjustments 
for children from three to eight 

(Continued on page 102) 





in hardware merchandise... 


TO HELP YOU 


SELL 


NEW DIisSPiLags 
AND OTHER DEALER 
SALES 28S BS 


Point-of-Sale Displays 
Seven point-of-sale display pieces 
to boost summer 22 caliber rifle and 
ammunition sales features Win- 
chester rifles and Western and 
Winchester ammunition. Available 
free, the full-color displays plug the 
father-and-son theme. Each dis- 
play is adaptable to window, coun- 
ter, wall or display case use. Also 
offered are a 40x14 in. window or 
wall streamer for both Western and 















WIVEHESTAR 223 


Here 








Winchester products, a rifle counter 
card, and a window ammunition 
card. Olin Industries, Inc., Arms 
& Ammunition Div., East Alton, 
Ill. 


Fanette Display 
Die-cut counter and window dis- 
play features the slogan “Safest 
Fan Ever Built” and shows a small 
girl with her hand resting against 
(Continued on page 116) 
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$300 
RADIO and 
. “APPLIANCE 
or. 
1951 ~ $260 SALES 
: - $240 —— 
Feb. am = 
1952 amen $220 (in millions) 
- $200 
Mar. 
1952 = 
$180 


Source: U. S. Dept. of Commerce 











Retail Trade Shows 
Little Improvement; 
Output of Goods Cut 


Even though defense spending 
has increased, there has been no 
comparable improvement in retail 
business, which has failed to reach 
the ievels that had been antici- 
pated. 

There have been pronounced 
slowdowns in the production of 
major appliances during April 
and May, and this condition will 
probably continue well into the 
summer. 

However, the Dept. of Com- 
merce reports that consumer pur- 
chases of durable goods, except 
automobiles, held steady during 
the first quarter. This affected the 
stock-to-sales ratio, which, how- 
ever, remains high in the major 
appliance industry. 

There are no indications of any 
major improvement in the retail 
sales picture until the Fall when 
it is expected that demand will 
be somewhat stronger than at 
present. 

Retail business, generally, has 
‘been fairly close to last year’s 
levels, although non-durable goods 
trades have fared better than dur- 
able goods in a comparison with 
last year. 

There have been some indica- 
tions of an easing in retail prices, 
as a consequence of stiffer con- 
sumer sales resistance. 


As yet there has been no marked . 
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> Wholesale Trade Picks Up 


> April Retail Trade Steady 


> Increase in Home Building 


increase in retail trade as a re- 
sult of the revocation of Regula- 
tion W, although improvement in 
some places has been attributed 
to this. 


Steel Strike Hurt 
Civilian Plants Most 


The rate of steel production in 
the week ending May 17 was back 
at levels prevailing before the re- 
cent strike. Rate for the week 
was 100.5 pet of capacity. This 
was 18.5 points above the revised 
rate of 82 in the previous week. 

Almost 3 million tons of steel 
were lost during the controversy 
over seizure of the plants. This 
has resulted ,in unbalanced in- 
ventories. While those holding 
defense contracts appear to have 
adequate stocks of steel, civilian 
manufacturers are believed to 
have the most unbalanced sup- 
plies. 





April Wholesale 


Hardware Sales Up 


The April sales of 162 whole- 
sale hardware firms that re- 
port regularly to the Dept. of 
Commerce were 6 pct higher 
than in March. April sales 
were 6 pct lower than last 
April’s. Inventories at the 
end of April were 3 pct lower 
than last April, and 3 pct 
lower than in March. 











10% More Houses 
Started in April 


Housing starts in April amounted 
to 108,000 new non-farm dwelling 
units, a 10 pet increase over March, 
the Bureau of Labor Statistics re- 
ported. The rise was entirely in 
privately-owned new housing. The 
April estimate of total new housing 
starts represented a gain of 11,800 
units, or 12 pet over April, 1951. 
For the first four months of this 
year, housing starts totaled 347,900 
units, a slight drop from a year 
ago. 


April Retail Trade 
Showed Little Change 


Retail trade was generally firm 
during April, when sales of retail 
stores were 6 pct above the same 
month a year ago, according to 
the Dept. of Commerce. 

When account is taken of the 
extra trading day and the later 
date of Easter this year, the April 
level was about 3 pct above the 
figure for the same month a year 
ago. 

On a seasonally adjusted basis 
the total in April was nearly 2 pct 
from March, recovering most of 
the decline indicated in the pre- 
vious month. 

Among the durables the auto- 
motive group registered the sharp- 
est advance from March to April. 


(Continued on page 160) 


HARDWARE AGE, JUNE 12, 1952 








HARDW 





seS 


il amounted 
m dwelling 
over March, 
atistics re- 
entirely in 
using. The 
ew housing 
n of 11,800 
pril, 1951. 
hs of this 
led 347,900 
™m a year 


le 
ange 
rally firm 
3 of retail 


the same 
ording to 


2n of the 
the later 
the April 
ibove the 
th a year 


ted basis 
rly 2 pet 
most of 
the pre- 


he auto- 
1e sharp- 
to April. 
160) 


12, 1952 





/ 


/ 


his around 
._/.for bigger business! 










Here’s a profitable idea to turn around 
in your mind. 

Many of the smaller items you deal in 
can build your business in bigger ones. 

For example, the stove bolt shown. Stock 
the finest made ... RB&W .. . as well as 
other RB&W bolts, nuts, rivets and screws. 
These “bread-and-butter” items make sat- 
isfied customers that keep coming back to 
your store .. . build traffic for everything 
you sell. 

RB&W fasteners are top sellers in their 
own right, as hardware sales figures prove. 
And they’re one of the few profitable, fast- 
turnover items that you can stock in quan- 
tity without worrying about style changes 
or damage. Thus, you keep time-consum- 
ing re-ordering to a minimum. 

You keep handling to a minimum, too... 
thanks to RB&W’s unique “upside-down” 
package that prevents spilling. This attrac- 
tive red and green package stands out on 
your shelves . . . clearly labelled to show 
in a jiffy the type and size you want. 

For fasteners that move fast, order the 
complete RE&W quality line today. 





106 Years Making Strong 
the Things That Make America Strong 


RUSSELL, BURDSALL & WARD BOLT AND NUT COMPANY 


Plants at: Port Chester, N.Y., Coraopolis, Pa., Rock Falls, Ili., Los Angeles, Calif. Additional sales 
offices at: Philadephia, Detroit, Chicago, Dallas, Oakland. Sales agents at: Portland, Seattle. 


Available at leading Wholesale Hardware Distributors from Coast to Coast 
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MARINE HOME AND FARM INDUSTRIAL 


Hodell produces a full line of high-quality welded 
and weldless chain—for farm, home, marine and 
industrial use. 

Hodell makes many hardware specialties, and 
offers a variety of chain assortments for better 
chain merchandising. 

Hodell Chains are available through leading 
hardware distributors. Write for your Hodell 
catalog today .. . and get ready to sell HODELL, 
the chain that serves the best. 





TYPES OF CHAINS: Jack, woven sash, safety, pump, 
Bulldog, Samson, register, stamped sash, Liberty 
machine, proof coil, Liberty coil, passing link. 





HARDWARE SPECIALTIES: Dog and halter chains, cow 
ties, log chains, porch swing chain sets, tie-outs, kennel 
and exerciser chains, anti-cow kickers, wagon and utility 
chains, chainvenders, household chain assortments. 


ATTACHMENTS: Swivels, snaps, eyebolts, S-hooks, 
toggles, ceiling hooks, grab hooks and slip hooks. 


HODELL CHAIN COMPANY 
Cleveland 3, Ohio 
Division of The National Screw & Mfg. Co. 
—_— 
| ational 


> a! 
- } FASTENERS Sf HODELL CHAINS CHESTER HOISTS 


HARDWARE AGE, JUNE 12, 1952 








Crescent is « 


CRE 


HARDY 


OW...CEETEECO PLIERS 
IN BRIGHT PLATE FINISH 


With the easing of certain government 


restrictions on plating, these famous 


Pliers are again available in a bright D> 


plate finish. Order from your jobber. C RESCENT TOOLS suas) 


Give Ulvage Te lore mm? 


Crescent is our trade-mark, registered in the United States and abroad, for wrenches and other tools: Sold by leading distributors and retailers everywhere and made only by 


CRESCENT TOOL COMPANY, JAMESTOWN, NEW YORK 
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MAKE KILGORE YOUR SOURCE 
for LY 


TLL HOUSEWARES! 


<q 3 New Stars 


in the 
Kilgore Line 



































* Wat-r-Jug in Char- 
treuse, Ceral, Dove 
Grey and Turquoise. 
Holds 44 oz. Wide 
neck takes ice-cubes. 
Retails about $1.00.* 


WAT-R-JUG 





* Six grill plates, 
six 10 oz. tum- 
blers and six hot- 
beverage cups in 
carton that looks 
like travel case. 
Same colors 
above. Retails 
about $4.75.* 



















No. 344 
PARTY and 
PICNIC KIT 


<@ *No. 103 WAT-R-JUG & TUMBLER SET 


¥ 
* Va 
¥ J 
. 
; 4 
% 


Includes one Wat-r-Jug and six 10 oz. tumblers 
in mailable corrugated carton. All four colors 
each set. Retails about $2.00.* 


* Prices slightly higher west of Rockies. 


aN; 





oe ° ra \ ‘ A te Z : 
CHECK THESE SALES-PRODUCING FACTOR 
1. A complete line from one source. 4. Top quality backed by a reliable manufacturer. 
2. Items designed to meet market demand. 5. New items continually to build greater retail volume, 
3. Priced to sell in established retail brackets, 6. Price margins that mean full profit. 


WRITE NOW FOR COLORED CATALOG PAGES & PRICE LIST 


ie FACTORY OFFICES 
y ss Suite 1050 Room 14-102 


11 W. 42-St Mdse. Mart 





———— WESTERVILLE > OHIO + USA new Ma hohe 
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New 100-WATT SIZE for one and two socket fixtures. 





Ro nn cnnnnnenncnarnn nasi 


50-WATT SIZE for multiple socket ceiling fixtures. 


Special General Electric “GA” lamp bulb 
for bare-bulb ceiling fixtures... 


Now in two sizes for bigger sales! 


HIS new 100-watt G-E lamp will make a big hit 

with your customers. It’s a bigger, brighter version 
of one of your fastest selling G-E lamps... the 50-GA. 
Designed for overhead fixtures now using one or two 
bare bulbs, the new 100-GA lamp opens up a profitable 
market of millions of sockets in homes, apartments, 
hotels, restaurants and clubs. It gives plenty of light 
... yet has all the advantages of the smaller 50-GA, 
gives the same indirect lighting effect, softens the light 
to flatter home furnishings and complexions. 


The 100-GA is a sure-fire sales booster. Get set now 
to cash in on it! 





SUMMER SALES TIP: Include regular 
G-E yellow lamps in displays of anti- 
insect products. G-E yellow lamps 
don’t attract bothersome bugs. 
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Hundreds of thousands of homes have multiple sock- 
et ceiling fixtures that use 3 or more bare bulbs. They 
total more than 100,000,000 sockets . . . every one a 
potential sale of a 50-GA lamp. Plenty of these are right 
in your area. This market is wide-open for you... 
means fast sales, big volume. And you're backed by 
General Electric’s magazine, radio and TV advertising 
of the 50-GA and the new 100-GA lamps. 


The 50-GA and the 100-GA will pay off for you, so 
give them good display. Make sure you get your share 
of the extra sales possible with these two General 
Electric lamps. 


You can put your con fidence in— 


GENERAL @@ ELECTRIC 
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1103 Size: 16% 23" 
1104 Size: 16x 17" 
1106 Size: 16 x 14 
Colors: Red, white, 
marbleized plack. blue, 


yellow, ereen 


1302 Size: 114 = 18" 
1370 Size: 16 x 20" 
Colors: Red. marble- 
ized black. blue, 
yellow, green 


Ma 


1221 Size: 
Ize : 1014 x 14" 


» whit 
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13% 16 x 4} 2 
6022 Size: 
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1406 Size: 18 x 32" 
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Y 
Wall Cabinet Kushion 
1611 Size: 11% x 24" 
1614 Size: 1134 x 30" 
1617 Size: 11% * 36" 
Base Cabinet Kushion 
1627 Size: 22" x 36" 
Colors: Red, marble- 
ized black, blue, 
yellow, green 


6072 Size: 

17% * 142% 6" 
Colors: Red, white, 
blue, yellow, green 


1170 Size: 1544 x 1544" 
(for short drainboards: 
1171 Size: 20x 15" 
(standard drainboards) 
1173 Size: 21 x 24" 
(extra large for stan 
drainboards) 

Colors: Red, white, 
black, blue, yellow. 
green 


1702 (heavy, large) 
olor: Red, back, 
; » green 
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7010 Size: 14 x 26" 
7011 Size: pe al 
7022 Size: 18 5 


Colo 
au re: White, its He Peach, 







2270—Deluxe Revers- 
ible Soap Dish 
Colors: Red, white 
\ marbleized black, / 
S , blue, yellow, green / 











1901—Plain Handi. 
1903—Colored e 
Handle ored Plastic 









2001—All Rubber 
Colors: Red, black, 
blue, yellow, green 
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~ Women need Rubbermaid . . . It’s easy to sell in All you have to do is: 





ee popular matching sets for profit-building multiple sales. ' 
Rubbermaid is the only complete line of quality ® Stock this complete basic Rubbermaid assortment. 
rubber housewares for kitchen and bath . . . far and © Display it in the front part of your store where folks 
: away the outstanding leader in its field! will see it and put plenty of it in your windows. 
Women want Rubbermaid . . . And to presell more eee ee : 
women for you, Rubbermaid is running over 67,000,000 © Advertise it in your local newspapers. Tie-in with 
colorful, large-space, sales-producing advertisements in the national ads by using the free material available. 
the nation’s leading women’s magazines. © Reorder often to keep this basic stock complete. 
Rubbermaid means PLUS VOLUME sales . . . It 


replaces no other line you carry because there’s 
nothing else like Rubbermaid. 


Get on the winner { 


Women need Rubbermaid . . . women want Rubber- 
maid . . . and they’ll come to your store to get it 
if you let them know you have it. 


You can set upa Ww a ii 
Rubbermaid Department in your store... 


with this attractive, compact, sales-test r. 
Rubbermaid Display Fixture. 
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Grouseware 


. nationally-advertised line of rubber housewares 


R COMPANY, WOOSTER, OHIO 
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@ Summer vacations are just starting for many—but 
it’s time for you to get ready for school. 


Order your Thermos brand vacuum bottles and lunch 
kits well in advance—be sure you have a big supply on 
hand. Plan your promotion now, for August and Sep- 
tember. You can count on “Thermos” for display and 
promotional material, and for consistent, friendly ad- 
vertising that builds interest and goodwill. 


“Thermos” is the trade-mark your customers look 
for and ask for. Thermos, again this year, will be your 


leading brand. 


THERMDs 


TRADE MARK REG. U. S. PAT OFFICE 


he vacuum belle werybotly ashi fot 


22 





Window Streamer Promoting 
School Lunch Kits by “Thermos” 


No. 4484, illustrated—Flat School Lunch Kit, all-metal. Blue or 
green with grey trim. Holds “Thermos” brand half-pint aluminum 
case vacuum bottle (No. 2184). Retails at $2.95, each. 
Retail price, 10 kits, complete 
Your cost 
Your profit 
No. 4480—Same except with No. 2180 bottle, aluminum case and 
cup with handle. Retails at $2.85, each. 
Retail price, 10 kits, complete 
Your cost 
Your profit 
No. 4434A—Same except with No. 342A bottle, banded-buff case, 
Atherlite cup. Retails at $2.85, each. 
Retail price, 10 kits, complete 
Your cost 
Your profit 
No. 4407—Same except with No. 7% bottle, banded-black case, 
aluminum cup with handle. Retails at $2.75, each. 
Retail price, 10 kits, complete 
Your cost 


Also available—Round Top School Lunch Kit containing any half- 
pint “Thermos” brand vacuum bottle and Workman’s Lunch Kit 
containing any pint-size “Thermos” brand vacuum bottle. 


Standard Package, 10 Complete Kits e Stated capacities approximate 


THE AMERICAN THERMOS BOTTLE COMPANY» NORWICH, CONNECTICUT 
Thermos Bottle Co., Ltd., Toront Thern Limited, London 
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Shown above are just a few items in the 
highly diversified Cream City line. G. P. &F. 
quality is evident in every piece—from 
hand-dipping in molten zinc—to attractive 
spangling—to final attractive design. You'll 
have buyers for every Cream City item. 
Stock Cream City, display Cream City—and 
you'll se// Cream City! 








































Here are three of the many Get full details on the COMPLETE 
populor items in the Creom City Cream City line. Write for bulletin 
tinplate line of dairy wore. —or ask your jobber. 
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Do it with 


TUFWEB 


and you'll make money 


Push Martin TUFWEB 
Use Martin TUFWEB 


Sell Martin TUFWEB 





It’s the new-as-’52 furniture fabric 








Won't fray Won't fade 
Unharmed by water, sun, chemicals 
Cleans with soap and water 
Stays strong—stays good-looking 
Never wears out 


OLD CHAIRS 
MADE NEW 


NEW CHAIRS 
MADE MODERN 
















Get 


TUFWEB 


counter cabinet with 
fast-selling introduc- 
tory selection of 12 
popular colors 
(TUFWEB made in 
27 colors!) 











TAKE ADVANTAGE OF THE 


TUFWEB 
PROMOTION PROGRAM: 





TUFWEB counter cabinet with 
bin for TUFWEB clips 


© Free direction leaflets for your customers 

*Free display posters 

*Free newspaper mats to use locally 

*Free dramatic “before” and “after’’ demonstration 
suggestions 


GET IN! TIE IN! CASH IN! 


Ask for the whole story today 





Martin Fabrics Corporation 
48 West 38th Street, New York 18, N. Y. 





LO 4-2020 
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For Every Kitchen } 


WESTCO 
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QUALITY 
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PRODUCT 





SS 
QLKS 
| no other can opener like it! 'G VV 
Westco’s rotating cutting blade opens cans ga 
with silky smoothness — and with never a 
rough or jagged edge. No wonder its sales increase 
amazingly every year. And now a special steel operating 
lever makes the Westco 66 even smoother cutting, 
easier to operate and more durable than ever before. 
Here is the can opener you can sell to your 
customers with confidence. 








The BLUE WHIRL — A smooth, fast 
ball bearing beater —the bhouse- 
wife’s favorite for a quarter of 4 
century. Stainless steel wings. Red, 
green or yellow plastic handles. 


NEW PACKAGE — The new im- 
proved Westco 66 is easily identi- 
fied by the colored ba around 
the end of the box. Contains com- 
dblete instructions for use. 


THE TURNER & SEYMOUR MFG. CO., Torrington, Conn. 
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PRICE | 
CUT! 


FROM $13.95 TO *10.95 


| Ridbfid Adustable 


ALL-STEEL IRONING TABLE 


al ee 


AR ae APP AIT TIT 














Still the finest ironing table. Now, nothing 
compares with it—in quality—or value! Order 
today. Check your stock now for other 
famous Rid-Jid items shown in right-hand panel. 
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Every fibre inspected for quality 


cording to length, strength, color 


Because of the rigid standards 
set for Columbian Rope, all Ma- 
nila fibre arriving at our Auburn 
plant from the Philippines is care- 
fully inspected. Knots and tangles 
are carefully removed. Experts 
then sort the individual fibres ac- 


and texture. 

This preliminary inspection 
typifies the care Columbian takes 
—every step of the way—to guar- 
antee you a tougher, longer wear- 
ing, more flexible rope. 


COLUMBIAN ROPE COMPANY 
400-70 Genesee Street 


AUBURN “The Cordage City”, N. Y. 
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COLUMBIAN 





Three Strand Rope possesses the 
greatest breaking strength. Rec- 
ommended whenever the strain is 
lengthwise — as in lifting weights 
or mooring or towing a ship. 





Four Strand Rope is used where 
rope is subjected to abrasion — 
as in bending over a sheave. 
Columbian makes four strand 
rope with a center core to cushion 
the strands when bearing a load 
— help prevent a cut-in strand. 





fi 


completed ropes forming a nine 
strand rope. Has exceptional 
spring-like resiliency and high 
abrasion resistance—is especially 
suitable for deep sea ship moor- 
ing and well drilling. 





Here’s how to identify Columbian 
Pure Manila Rope. On all sizes of 
%” diameter and larger, you'll 
find the red, white and blue 
surface markers. In one of the 
strands there is a red, white and 
blue paper tape. It is your guar- 
antee of the finest manila rope. 
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Cable Laid Rope consists of three 
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what does 


your reputation 
rest on? 


A brush can win 

friends for your store — 
or lose them — as well 

as a vacuum cleaner. 
Are you conscientious 
about stocking only the 
best? In scrub brushes, 
the best means Empire’s 
plastic scrub that 
outlasts ordinary brushes 
5 to 1. The sparkling 
white EMPRENE plastic 
bristles are waterproof 
and easy to clean, stay 
stiff when soaked, won’t 
mat. rot or mildew. 

The Empire plastic brush 
cleans faster — and it 
sells faster, too, in the 
attractive display carton 
you get with every dozen 
brushes. Let the Empire 
plastic scrub help keep 
your reputation spotless— 


and to make sure all 





your brushes are making 


friends for you, specify 


Empire every time. 


THIS IS AN H, Vi Pi 1 1‘) BRUSH 


EMPIRE BRUSHES INC. * PORT CHESTER, N. Y. 


27 











PROE > 
9 


SATA 
sau ies Y Ey se ah 


i ities 
yawicks Tition a ee hee, Sere 


\ Jersey American 
= nik Sa 
watmnee 


LEGION PU SHES HOUSL 
_ TANT) HE HERE ASSEMBISESS 





entity 





lo 
RE oS = ™ S. Inspectors Last rose 


mane, x, 4" es ae 
"te, 


WET CELLARS START NATION WIDE 


Water held the highspot through- 
out the hearings. Seepage in cel- 


lars and through foundation walls; 











WET CELLARS START YOU SELLING 
MORE KAY-TITE 


These headlines are samples of the type of headlines 
that can mean more Kay-Tite sales for you because: 


WET CELLARS ARE BUILDERS’ AND 
HOME OWNERS’ PUBLIC ENEMY NUMBER ONE! 


KAY-TITE, when applied properly, is approved by 
the Veterans, Administration and the Federal Housing 
Administration in the North Jersey Area. Kay-Tite is 
used by leading building contractors in Northern New 
Jersey to solve their water seepage problems. One 
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U. S. military department tested Kay-Tite against 
seven competitors—and then wrote Kay-Tite into their 
specifications! 
We know Kay-Tite is the best— 
but we let users prove i?! 


AT YOUR JOBBERS or WRITE FOR PRICES 


“TITE compas 
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ARIST 


IT CAN BE EASILY 
INSTALLED ON, 
ABOVE or BELOW 
GRADE! 

YOUR SALES OPPORTUNITIES 
ARE GREATER 





















Here’s a top quality, new plastic flooring priced for 
the mass market. In standard gauge, its low price 
is comparable to grease-proof asphalt tile. 


MATICO Aristoflex Plastic-Asbestos Tile Flooring 
requires no special cements, ordinary asphalt tile 
P adhesives do the job. And you can cut standard 
gauge Aristoflex clean without use of a torch. It lays 
in tightly, immediately, because of square corners and 
clean edges. Installation is easy, fast for your crew 
or for the homeowner. 





And you are assured of customer satisfaction, because 
Aristoflex has unusual “memory” for its original 
form —recovers quickly from indentations. And 


Dept. 116 


OFLEX 


THE ARISTOCRAT OF RESILIENT FLOORING 











NO FELT BACKING... . 
PLASTIC-ASBESTOS FROM TOP TO BOTTOM 


Aristoflex has the wearability of the most durable 
resilient flooring. It is tough, plastic-asbestos from 
top to bottom. The beautiful marbleization and vivid, 
sparkling colors go clear through each tile. And 
cleaning’s a cinch. The smooth, non-porous surface 
sheds dirt, wipes clean with a damp mop. 


Available in 9 x9”, standard gauge and %” tiles. 
Wide variety of bright, clear, non-fading colors. 


Meet the growing demand for plastic flooring with 
Aristoflex! Its superior qualities produce fast sales, 
easier installation, and satisfied customers. Write for 
details and FREE Aristoflex samples! 





MASTIC TILE CORPORATION OF AMERICA 















Did you 
pass your screen test? 





Nope, they used 


CHASE 
INSECT WIRE 
SCREENING 





HT Fin, 
a hg Ny 





18x14 
men CHASE MESH 


pent SAVAGED 


insect wire 


ares 


This Seal of Approval, issued by the Insect 

Wire Screening Bureau, means that Chase 

Screening meets all requirements of com- Yy. 

mercial standards of the U.S. Department . : 

of Gommonn. Leck for it... lnviet on fh. OUR customers prefer Chase Insect Wire Screening 


Chase Pp: BRASS & COPPER 
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because it lasts longer . . . stays neat and trim- 
looking for years and years. 


It’s fine for you, too—easy to handle, convenient 
to store, simple to cut. Both Chase Bronze 

and Chase Alclad Aluminum Wire Screening are 
quality products . . . the kind you like to sell. 


The Nation's Headquarters for Brass & Copper 


Albanyt Cleveland Kansas City, Mo. New York San Francisco 

Atlanta Dallas Los Angeles Philadelphia Seattle 
WATERBURY 20, CONNECTICUT © SUBSIDIARY OF KENNECOTT COPPER CORPORATION Baltimore Denvert Milwaukee Pittsburgh Waterbury 

Boston Detroit Minneapolis Providence 

Chicago —Houstont Newark Rochestert  ‘( Tsales 

Cincinnati Indianapolis ‘New Orleans St. Louis office only ) 
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Look what Pittsburgh Store Fronts did for others™ 


--e- AND CAN DO FOR YOU! 


“Our Pittsburgh front is bright and cheerful looking and 
has increased our business. We doubled our luncheon and 
fountain business and increased our drug business 20%.” 

Drugstore owner A. L. Saleeba, Hazelton, Pa. 





PITTSBURGH PRODUCTS 
USED: 


Pittsburgh Polished Plate 
Glass; Pittco Premier Store 
Front Metal; Forest Green 
and White Carrara Struc- 
tural Glass; Herculite Tem- 
pered Plate Glass Door. 





“Our Pittsburgh front shows the entire store to the public. 
We are well pleased with our new store and might add 
that our sales have increased 18%.” 

Flower shop owner R. F. Snyder, Pulaski, Virginia 


INYDERS 
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PITTSBURGH PRODUCTS 
USED: 


Pittsburgh Polished Plate 
Glass; Pittco Store Front 
Metal; Gray Carrara Struc- 
tural Glass; Herculite Tem- 
pered Plate Glass Door. 








a substantial increase in business. We feel that a good 
percentage of this increase can be directly attributed to 
our Pittsburgh front.” 

Shoe store owner Earl W. Weber, Phoenixville, Pa. 


* “Since the completion of the modernization we have shown 





PITTSBURGH PRODUCTS 
USED: 


Pittsburgh Polished Plate 
Glass; Pittco Premier Store 
Front Metal; Rembrandt 
Blue Carrara Structural 
Glass; Hierculite Tempered 








Plate Glass Door. 
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Store Fronts Hur 
and Interiors store 


by Pittsburgh om 
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PITTSBURGH 
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“We are very proud and happy with our new Pittsburgh 
front in two ways. It helps create that desired first impres- 
sion and has brought a substantial increase in business.” 


Clothing store owner H. F. Green, Kirksville, Mo. 





PITTSBURGH PRODUCTS 
USED: 
Pittsburgh Polished Plate 
Glass; Pittco Premier Store 
Front Metal; Rembrandt 
Blue and Gray Carrara 

Structural Glass. 





~ 
Pittsburgh Plate Glass Company | 
2140-2 Grant Building, Pittsburgh 19, Pa. | 
Without obligation on my part, please send me a FREE copy of your | 
modernization booklet, ‘“‘How To Give Your Store The Look That | 
Sells.” | 
| 
| 
a 


GLASS COMPANY 
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Jobbers and Paint Manufacturers 
Boost Brush Sales 


Sell Own Name Brushes — Share Extra Profits with Dealers 

















32 


The constant squeeze on profit margins and steadily rising 
costs of doing business have caused the brush jobber and 
paint manufacturer to turn to the private brand for help. 
Today more jobbers than ever before are selling their own 
private brand paint brushes, with gratifying results. 


Most obvious advantage of the private-brand business is the 
higher jobber-dealer profit margin (in some cases as much 
as 33% over what they have been getting). Since the quality 
of these private-brand brushes compares favorably with 
nationally advertised brands, jobbers feel that they have at 


NO OVERHEAD WORRIES 


When the jobber switches to selling his own- 
brand brush, he does not build himself a brush 
factory—he buys from a manufacturer who pro- 
duces his private branded line for him. He 
orders from a complete line of brushes or has 
brushes made to his own specifications. In either 
case the brushes are his alone, bearing his name 
and trade mark. 


INTENSIVE LOCAL SALES PROMOTION 


There’s no waste coverage in the jobbers’ sales 
promotion program. His “national” advertising 
is concentrated right in his own backyard where 
it does him the most good. He can cover his 
territory intensively—the growth of his business 
is limited only by his own ingenuity and sales- 
manship. He uses his own trademark and label; 
shows his own catalog; has his own displays 
and supplies advertising mats for his dealers’ 
local use. All these selling tools are provided by 
the manufacturer. 


last solved a very vexing problem. 


DEALERS CLIMB ON BANDWAGON 


Uncertain at first about their customers’ re- 
action, dealers have learned that the private 
brand is easy to sell. They have found that the 
line turns over quickly, brings recommendations 
and repeat business. Once the customer re- 
orders, the dealer is sold because he knows 


,he’s got a permanent, satisfied customer at a 


greater profit. 


WORLD-FAMOUS MANUFACTURER GUARANTEES BRUSHES 


The Manhattan Brush Company, one of the 
largest private-brand manufacturers in the 
world, sponsors the plan. In nearly 50 years of 
brush-making the company has earmarked its 
entire production to private branded lines for 
many of the country’s largest distributors. 
Jobbers, dealers and consumers get an uncon- 
ditional guarantee of materials and workman- 
ship. Every brush is made in strict compliance 
with regulation M-18 as amended. For further 
information write to: The Manhattan Brush 
Company, Inc., Dept. H-6,42 West 18th Street, 
New York 11, New York. Member, American 
Brush Manufacturers’ Association. 
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Customers are enthused from the start—the 
moment they see the big window display of 
Eagle-Picher’s Giant Paint Color Samples. 
This enthusiasm means more customers in your 
store . . . better business with Eagle-Picher 
Interior Paints. 





Eagle-Picher Giant Paint Color Samples end 
the problem of paint color selection. Every 
sample is 14 x 19 inches—112 times bigger 
than the usual tiny paint chip. By arranging 
samples around each room, your customers 
can easily pick the right Eagle-Picher paint 
colors without guesswork. 





You'll find the Giant Paint Color Samples 
bring customers back to buy Eagle-Picher 
Interior Paints as well as other merchandise 
you display. And, in addition to creating im- 
mediate sales, the Giant Paint Color Samples 
are good-will ambassadors that bring in the 
friends of your satisfied customers. 


EAGLE Since 1843 


THE 

EAGLE-PICHER 
PICHER COMPANY Cincinnati (1), Ohio 
Paint and Varnish Division General Sales Office: 
9107 West Ogden Ave., Brookfield, Ill. 


Plants and warehouses: Lyons (Chicago), Ill.; New York, N. Y.; 
Okliah City, Oklah Atlanta, Georgia 





HARDWARE AGE, JUNE 12, 1952 





For Increased Traffic 
Promote Eagle-Picher 
Giant Paint Color Samples 





For repeat business promote 
Eagle-Picher PRE-HARMONIZED 
PAINT Colors 


You'll agree that these paint colors have what it 
takes to bring customers back for more. They're 
America's most wanted colors—the result of 676,000 
personal survey replies. Arfd they're pre-harmonized 
—to go with popular colors in upholstery, rugs and 
draperies. That's because they were selected in the 
same survey used by manufacturers to pick today's 
colors for home furnishings. 


Remember, Eagle-Picher tells your customers 
to buy a good paint...employ a good painter. 


eeeeeeee MAIL THIS COUPON TODAY! +++++++ee- 


* 
e 
. + 
2 THE EAGLE-PICHER COMPANY, Dept. HA-652 i 
° 9107 W. Ogden Avenue, Brookfield, Illinois e 
~ Send me full details on the profit possibilities with Giant Paint > 
. Color Samples and Pre-harmonized Interior Paints. e 
s 
° ° 
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propellents. 





**Freon” is Du Pont’s registered trade- 
mark for its fluorinated hydrocarbon 








DU PONT 





E. I. du Pont de Nemours & Company, (Inc.) 





ONSUMER SATISFACTION 








AEROSOL NEWS 


QUIZ 






Here’s a chance to see how mar- 
ket-wise you are in the fast-grow- 
ing aerosol field! Give yourself 20 
points for every correct answer. 


Out of every 5 hardware stores, the number 
stocking aerosol products today is: 


(a) 1 (b) 2 (c) 3 (d) 4 


Most aerosol paints are sold by: 

: (a) Department Stores (b) Service 
Stations (c) Hardware Stores (d) 
Variety Stores 


The percentage of dealers who think the 
* aerosol method of dispensing is better than 
any other method is: 


(a) 12% (b) 22% (c) 62% (d) 82% 


4 The chief reason why consumers say they pre- 
* fer aerosol insecticides to all other types is: 
(a) Ease of use (b) Quick acting (c) 
Most effective (d) Effects last longer 


5 Consumers who have tried both the wick and 
* the aerosol types of room deodorants prefer 
the aerosol type by: 








(a) 2 to 1 (b) 3 to 1 (c) 4to 1 
(d) 5to 1 
TRAVEL 
BY Air 
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“You see, madam—an aerosol isn’t some- 
thing in which you can fly anywhere!” 
7 ALA 
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Chart Shows Wide Variety of Aerosol Products 
Sold in Hardware Stores 





"91% 
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That hardware stores are natural out- 
lets for an increasing variety of aero- 
sol products is illustrated by the chart 
at the left, which shows the percent- 
age of different kinds of items stocked 
by hardware dealers. More and more 
kinds of products are being aerosol- 
packaged every year ... and an in- 
creasing number of hardware-store 
owners are keeping up with the trend 
by stocking these new aerosol prod- 
ucts along with the older stand-bys. 





AEROSOL SALES DEPEND ON 
KNOWLEDGE OF PRODUCTS AVAILABLE 


When aerosol purchasers reported re- 
cently on the kinds of aerosol prod- 
ucts they bought—for example, aero- 
sol paints—it was revealed that al- 
most 40% of all aerosol customers 
who knew that paints were available 
in aerosol form went ahead and bought 
them! What does this mean to hard- 
ware-store owners? It is clear that 
aerosol sales depend on letting cus- 
tomers know what aerosol products 
they can get in the store. 

One easy way of calling attention 
to an aerosol product is to make use 
of the free display material offered 
by manufacturers . . . such as the at- 
tractive display stand forSpray-PAK 
shown at the right. Chase Products 
Co., Maywood, Illinois, furnishes this 
display without charge to dealers. 
Ad mats for use in your own local 
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newspaper advertising are another 
powerful sales tool supplied free by 
many manufacturers. It’s always 
good business to tell your customers 
about the various products now avail- 
able in aerosol form. 
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Aerosol NEWS 








REG. U.S, PAT. OFF 


080% AnDnIVersa7r/7 


BETTER THINGS FOR BETTER LIVING 


. + THROUGH CHEMISTRY 





‘Kinetic’? Chemicals Division, Wilmington 98, Delaware 





BACKS RISE IN AEROSOL SALES 











Facts about “Freon” Propellents 
Build Up Customer Confidence 


““Freon’” Safe Propellents, a product 
of Du Pont research, were used in 
the famous “Bug Bombs” of World 
War II, when Uncle Sam’s troops in 
the South Seas needed an effective, 
convenient insecticide. Ever since 
then, these propellents have been 
preferred for every type of aerosol. 
You’re sure of your ground when 
you recommend ‘‘Freon’’-propelled 
aerosols . . . because ‘“‘Freon”’ propel- 
lents are completely safe . . . non- 
combustible, nonexplosive, virtually 
nontoxic. They’re harmless to fab- 
rics, finishes and furs. Your custom- 
ers buy with added confidence when 
you let them know these facts about 
“Freon’”’ propellents. 
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Answers to Aerosol News Quiz 
(Based on Du Pont Aerosol Market Surveys) 


1. (d) More than 4 out of 5 hardware stores 
(83%) stock aerosols today. 


2. (c) Hardware stores are way in the lead 
in this rapidly growing market for 
aerosol paints. 


3. (d) 82% of all dealers think aerosols are 
best! 


4. (a) Ease of use ranks first, but all the 
other reasons listed are important too! 


5. (d) Consumers who tried both prefer the 
aeosol to the wick type 5 to 1. 





The steady increase in the number of 
aerosol-product users reflects one im- 
portant fact: consumers who try this 
modern method of dispensing are 
keen about it! The fifth nationwide 
survey of the aerosol market, con- 
ducted by Du Pont, reveals a re- 
markable year-by-year growth of 
aerosol sales. Chart 1, below, shows 
that the percentage of consumers 
who reported using aerosol prod- 
ucts has risen from 27% in 1947 to 
57% in 1951. 





CHART 1 
Percentage of Users 
57% 
47% 
42% 
27% 35% 
‘47 "48 "a9 50 ‘sl 


One of the big reasons for this re- 
markable increase is shown in Chart 
2. When asked whether they were 
satisfied with products dispensed 
from aerosol containers, 94.5% of all 
purchasers expressed satisfaction, 
and only 2%—1 out of 50—said they 
were dissatisfied! This high percent- 
age of consumer satisfaction assures 
plenty of repeat sales for hardware 
dealers. 


. 


CHART 2 


% of Customer Satisfaction 


NO: ME 2% 
ene 
ans. MM 3.5% 


Figures from dealers themselves 
back up these reports direct from 
the consumers. Dealers report that 
only a small percentage of their cus- 
tomers have ever voiced any objec- 
tions to aerosol products. Hardware- 
store owners in both urban and rural 
districts are wisely taking advantage 
of these satisfaction-building aerosol 
items to boost their profits. 
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RED STRIPE* BRUSHES 


look better . . . sell better... are better! 


NWRAP a Red Stripe brush . . . look at it... heft it. . . flex 

*Made by the the bristles . . . you can actually see and feel the quality con- 

manufacturers of struction, the superior working features, the sales appeal of this 

PITTSBURGH'S brush! For painters, Pittsburgh has combined hogs’ bristle with sci- 

famous Gold Stripe entific Neoceta bristle. . . the bristle designed specifically for painting. 

BRUSHES For your non-professional customers, there’s the Red Stripe a//- 

° Neoceta brush that you can sell without priorities. Together, you 

have a team of brushes that look better . . . are better .. . and 

sell better! 

FOR THE ADDRESS of the Pittsburgh branch nearest you, write: 

PITTSBURGH PLATE GLASS CoMPANY, Brush Div., Dept. D-2, 
3221 Frederick Ave., Baltimore 29, Md. 


PITTSBURGH 


Rad Sti 


BRUSHES + PAINTS + GLASS + CHEMICALS + PLASTICS 
PITTSBURGH PLATE GLASS COMPANY 
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Just add one 
to nine for 
pay-off in 
greater 
sales 























Jacobsen provides its dealers 


with these potent sales tools: 


Dominant national advertising 
@ Atrroctive counter displays 
Qewspoper ad mats 
@ Fodic announcements 
Complete sales literature 
@Point-of-sale identification 


The biggest and best line 
in the business 


DEMONSTRATION 
ASSISTANCE 
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Jacobsen 

Lawn Queen 

21-inch cutting width 
1¥% hp. Jacobsen engine 





MANUFACTURING COMPANY 
RACINE, WISCONSIN 





Jacobsen provides the most complete line in the 
industry both for home and commercial use — 
7 reel-type models with cutting widths from 

18 to 30 inches; 7 rotary disc models with cutting 
widths from 18 to 62 inches. 
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Jacobsen dealers cash in on greatly 
increased profits by adding one 
sales tool — A BIG ONE — the one 
that helps the other nine do a better 
selling job—DEMONSTRATIONS. : 
Yes, demonstrations make the t 
difference between an average 
power mower turnover in a selling 
season and an outstandingly suc- i 
cessful one. Alert Jacobsen dealers : 
have proved it time and again. 
Their sales records show that there 
just isn’t any substitute for show- 
ing a customer on his lawn the 
wonderfully easy cutting job a 
Jacobsen reel-type or Worthington 
Rotary Disc gives him. 
Jacobsen’s program is a 
complete program — a proven 
money-making pro- 
gram. If you are 
interested in cashing 
in on bigger power 
mower profits — write 
us for details on our 
demonstration 
assistance 
program. 





Worthington 
18 Rotary 
Disc Mower 
18-inch 

cutting width 
1% hp 
Jacobsen engine 
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4 PEPS UP BARROW SALES! 

ce ust nenoocs The JAX DELUXE is America’s fastest selling Home Wheel- 

Deluxe Wheltanow 
J om 





barrow. Designed especially for home use, it has a square front 


use NO HOOKS tray, ball bearing disc wheel bolted together to permit tire replace- 





paT. PEND. 
ie 4 asi wrGCO- ment. Sturdy, but light weight, it carries more of the load over 
me J JACT RISBURGPA- the wheel. Curved steel tubular handles. Choice of colors and 




















packed complete, one or three in a carton. 





Other Items include: 


Lawn Rollers 


Concrete Carts 


Mortar Pans 


Mixing Boxes 


MG. U.S PAT 


Oldest and Largest 
Wheelbarrow Maker 
in America 


* Drag Scrapers 


® Salamanders 
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HURRICANE Power Mowers 


Always Available 


A Complete “Parts” Stock 
Brings Steady Salés! 


Hurricane Rotary Power 
Mowers never become obso- 
lete! Each new, improved 
part is made to fit any Hur- ' 

ricane ever built! Because of | business. Money-wise dealers 
normal wear and breakage, ll over the country are bring- 
owners will need replace- ing in additional income from 
ment parts. By offering parts and service business. 
, Hurricane parts and service, You can too! Write us for 
you'll monopolize this repeat _ details. 


NATIONAL METAL PRODUCTS COMPANY, INC. 
Dept. H-A 2722 Cherry St. Kansas City 8, Mo. 


INGERSOLL 








Wor 













IREADY-PAK 


DISPLAY SELLS MORE 
RUGG “ALL-PURPOSE” ROPE 


: MANILA AND SISAL NOW AT 


Six connected coils... each securely flanged 
| +++ packed in sturdy shipping carton that YOUR Oeste 5 


SHOVELS 


...Edges won't split or curl! 





—because their blades are made of 
TEM-CROSS Ingersoll Process Steel. 
It is cross-rolled to give an interlocking, 
mesh-grain structure and heat-treated to 
hold edge keenness and to resist curling 
and splitting. Write for prices. 


unfolds to make colorful display. 


Ready-Measured Per Coil Per Display THE E. T. RUGG'CO. 
450 ft. 








%’, rope 75 ft. 51 MILLER STREET 
% rope 50 ft. 300 ft. NEWARK, OHIO "A Borg-Warner Product” 
V2 rope 50 ft. 300 ft. 


INGERSOLL STEEL DIVISION 


Borg-Warner Corporation, New Castle, Ind. 











—~—BY RUGG 
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The JeL PROFIT LINE 


belongs in 


ED 
VERY GALVANIZ 
WARE DISPLAY 
























Wher people are passing your windows or imspecting the counters 
in your store, having products from the famous J&L line on display 
is good business. People know and recognize this trade mark .. . they 
The J&L trade mark buy it in preference to less well-known brands .. . it ties-in your 
7 n . ‘ . 

mF si galvanized ware with other reputable brands of merchandise. 

invitation fo 

buy at your store! J&L Ware is sturdily built. It’s priced to cover the big volume market 
and yield a healthy profit. See your local hardware jobber. He will pro- 


vide you with complete information concerning prices and deliveries. 


JONES & LAUGHLIN STEEL CORPORATION 
CONTAINER DIVISION 


NEW YOR K 17, NEW YORK 
galvanized ware plants: TOLEDO, OHIO and ATLANTA, GEORGIA sens 
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Monsanto Chemical Company 
has patents pending as the 
originator and developer 


of Krilium* soil conditioner. 


When the development of Monsanto Krilium* soil con- 
ditioner was announced last December, it was thought 
that consumer supplies would not be available until 
early 1953. 

Since then, however, if was found that Krilium* soil 
conditioner could be produced much earlier in com- 
mercial quantities. So much earlier, in fact, that 
Monsanto took a bold step in order to place test samples 
of Krilium* soil conditioner in the hands of as many 
people as possible, as quickly as possible. 

A special one-page, one-time-only, test-sample adver- 
tisement (reproduced at the right) was released for 
appearance in 43 major cities across the nation on 
Sunday, May 11 or Monday, May 12. 

Sampling orders were restricted to one 5-lb. package 
per family ...a sample sufficient to condition only a 
small test plot of 40 square feet at 6-inch depth. 


Thus, at one stroke, three important purposes were 
served: 

(1) This public offer of Krilium* soil conditioner co- 
incides with Monsanto's development of its national 
Distributor-Dealer Organization ...Regional distribu- 
fors are now being appointed. 

(2) Home gardeners and similar users are quickly 
acquainted with the benefits of Krilium* soil condi- 
tioner, the original and only time-tested soil conditioner. 


(3) Thus, they will all the sooner be able to buy 

Krilium* soil conditioner in added quantities from their 
local retail dealer. 

All test-sample sales ‘during this limited introductory 

were made at the established retail price of 

95 (plus postage and handling for the 5-Ib. package.) 


MONSANTO CHEMICAL COMPANY, 1700 South 
Second Street, St. Lovis 4, Missouri. 


*Monsanto Trademark 
Copyright 1952 








MONSANTO 


CHEMICALS ~ PLASTICS 














SERVING INDUSTRY ...WHICH SERVES MANKIND 
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“once-only” test sampling offer May 11, May 12 


(Reproduction of full-page advertisement which appeared in 43 cities) 


Unusual “one-time-only” offer of 





Krilium 





for Gardens, Lawns and Borders 








Only one package to a family during this 
limited direct-selling introductory period 


pnd aon Ss srgcoms Seaton 
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Anch 


directions for results 
vary slightly in each case — generally 
though, it is only necessary to spade to s 
depth of 3-in. to 6-in., spread Krilium soil 
conditioner, mix in and rake smooth. That's 
all there is to it, 





Hew te order . e 
Krilium Soil Conditioner 


During this present introductory offer, 
Krilium soil conditioner is available in spe- 
cial MERLOAM formulation for gardens 
and lawns in 5-Ib. containers only. This 
quantity will treat 40 sq. ft. to a depth of 6 
inches-—80 sq. ft. to a depth of 3 inches. 

Since this is strictly a limited introductory 
offer and is made solely to place the original 
Mensanto Krilium soil conditioner in the 


hands of as many home owners as possible, 
please observe these rules when ordering 
your 5-Ib. package: 

Use the coupon—do not write a letter, do, 
not phone ... Fill in your name and shipping 
address legibly—preferably print. . Fill in 
name of your local desler through whom 


Company,P.O. Box 878,St. Louis 1, Missouri, 
This mail-order offer will be withdrawn and 
money returned when limited introductory 
supply of Krilium soil conditioner is 
exhausted. 


Monsanto Chemical 

right to reject or refuse any orders for any 
reason it deems sufficient. Orders accepted 
only from within the continental limits of 
the United States. 
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Superior 
Selling Features 
in America’s 
Finest Hose! 


WITH A 10-YEAR GUARANTEE 










Fe i 7 7 7 
suaracencisnt Hayls * , 
GARDEN HO 








ay \elelia 








cane O8 A RlUND o- 
© Guaranteed by ® 
Good Housekeeping 


o 
207 4s apyenrist WIS 






Has this non-rust Perma- 
grip Scovill coupling 
juaranteed to 

the life of the hose. 






Lighter! Better! Stronger! 


@ Made of pure tough plastic (no scrap) 

@ Absorbs no moisture, assuring longer life 

@ Not affected by hot or cold weather 

@ Will outwear rubber and scrap plastic hose 
@ Resists scuffing, cracking, peeling, grease, oil 
@ Can be twisted without kinking 


@ Made to withstand city water pressure 





AVAILABLE IN TWO 
CONVENIENT PACKAGES 
Euch length mounted on attractive 
display card .. 

OR each length individually boxed for 
easier handling in reshipping 
Twelve 50 ft. lengths; Twenty-four 25 ff. lengths; 
Eight 75 ft. lengths to 100 ibs. All sizes packed 

six lengths per corrugated carton. 











BRIGHT GARDEN GREEN OR CRIMSON RED 


Free newspaper mats 
and mailing enclosures upon request. 


Distributed by Better Wholesalers 


PLYMOUTH RUBBER COMPANY, Inc. 


Originators of Plastic Garden Hose 








Canton, Mass. 
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Here is Your SOURCE FOR \/ 
FISHING TACKLE { 
ATHLETIC GOODS 
GUNS 
—AMMUNITION 


TR YON is héadquarters 


nationally advertised brands and the famous 
KINGFISHER complete line of fishing tackle. 
Everything for every type of fisherman and 
all kinds of fishing . . . fresh water, salt water, 
surf fishing 


The TRYON Line of Glass Rods 

is really comprehensive and brings you out- 
standing values . . . merchandise you can sell 
with satisfaction to your customers and with 
worthwhile profits for your store. 

The New Special Catalog listed below is 
packed with profit-making merchandise for 
you. Prompt shipments combined with the 
savings of single source buying are yours when 
you buy from Tryon. 





EDW. K. TRYON CO. 


815-819 ARCH ST PHILADELPHIA 5, PA 
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H™: a display that will stop any customer who 
is thinking of fencing his property. It’s built 
around Cyclone “Red Tag” Lawn Fence and Gates 
and includes other items a homeowner needs to 
erect a good-looking, long-lasting fence. 

A display like this will allow customers to ex- 
amine for themselves all the features that make 
Cyclone Lawn Fence a favorite—the firm, uniform 
weave, the even pickets, the heavy, full-gauge wire, 
and the protective galvanized coating applied after 
weaving. 


HA 
RDWARE CLory CATCH-ALL 
a See Ges ¢ 
. 


> 


> > _ 
INSECT WIRE SCREENING ; 
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They'll be reminded, too, of the tools and supplies 
they need for the job. Cyclone Lawn Fence and 
Gates, plus these related items, add up to nice sales. 

The familiar Cyclone “Red Tag” label on the fence 
and gates on display will remind your customers that 
you are offering them merchandise of the highest 
quality. Customers know the Cyclone name; it’s 
stood for top quality for over half a century. 

You're in the peak season for lawn fence now. So 
don’t delay; select a spot on your floor for this display 
today. And be sure your stocks of Cyclone Lawn 
Fence and Gates are adequate to handle the sales 
that will result. 


CYCLONE FENCE DEPT., AMERICAN STEEL & WIRE DIVISION 
UNITED STATES STEEL COMPANY 


WAUKEGAN, ILLINOIS ° SALES OFFICES COAST TO COAST 
UNITED STATES STEEL EXPORT COMPANY, NEW YORK 


USS CYCLONE 
“Red Jaq 
HARDWARE PRODUCTS 
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FAIRBANKS-MORSE . 


Deep Well Submersible 
Home Water System 


( 


IS SOMETHING 











is § 








More tl 
Here is a home water system so basically sound in engineering . . . so simple to farm im| 
install ... so economical to maintain ... that eventually it will supplant ak others— 
double pipe deep well systems! Here ar 
And as you might expect, Fairbanks-Morse was first with the best deep well 
submersible home water system! Ever 
Introduced a little more than a year ago, after several years of in-the-well tests thus 
in all types of water, the Fairbanks-Morse Submersible has created more cash- Ame 
on-the-counter interest than any water system we’ve ever offered in recent years! nam 
Here’s why: pend 
Friet 
@ Both mofor and pump operate under water. Fair 
@ Both motor and pump are water lubricated and water cooled. oth 
@ Pump never needs priming. Fair! 
@ There are no operating noises—no vibration in the line. sh 
or 
@ Installed with only one pipe inside the well casing—that means easy then 
installation and service. 

@ There are no rods, jets or shafts to give trouble. Ask 
@ Uses smaller motor because pushing water up feed line takes less There 3 
horsepower. 5,000 b 
full line 
Fairban 

in the 
items v 
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a Fairbanks-Morse Dealership 














is Something 8 / G ie 





More than 5,000 businessmen—drillers, plumbers, hardware men, ; 


Simple to farm implement dealers, lumber and building supply yard dealers, and | 
ipplant ak others—know that a Fairbanks-Morse dealership is something BIG! 
Here are the reasons why: 
deep well 
Every product in the complete line is a profit maker— 
well tests thus the entire line is profitable! 
ore cash- Americans on farms, in cities and suburbs know the 
nt years! name Fairbanks-Morse means quality in manufacture, de- 


pendability in performance—have known it since 1830! 
Friendly prospects easily become cash customers! 


Fairbanks-Morse dealers know that they can guaran- 
d tee any product with the Fairbanks-Morse name on it 
. against defects in materials and workmanship—and 
Fairbanks-Morse will back them up. 
























We want more facts 
about the Fairbanks- 


water system. 


Fairbanks-Morse dealers know that the 38 Fairbanks- | 
Morse branch offices which blanket the country assure 
ms easy them prompt delivery of products and parts. 
Ask for a dealership in your community! Fairbanks, Morse & Co. 
- Michi Ave. 
kes less There are good and profitable reasons why more than | Chicago 5, Illinois os 
5,000 businesses feature Fairbanks-Morse products—the Ww 
full line or substantial parts of it. Get the facts from a ss ce cen ienieee ¢) 
Fairbanks-Morse sales engineer first hand. Many products itable Fairbanks-Morse Morse deep well submers- 
in the line are selling fast right now. Other high profit poppe and howitcan ible 
items will be “hot” soon. Mail the coupon today! | - the: ng present line 
INIT. 1B WGI pis BU wee cfc vcwseees cinne 
j Mark in Cou fe ) Me 1) 1 /| PID vce evsevceseeess 
é pon ole CF S: ‘Address Pine tora atau eile Odie 
€@ | Ee re 
ce, aan 
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“We're most enthusiastic over your System . . . it will greatly in- 
crease our paint sales.” 

“T've seen them all : . your color System is tops!” 
“T-Raye three color mixing systems now—not happy with customer 
reaction to any of them... think yours outstanding because of its 
simplicity!” y 

“It's loaded with sales appeal.” 

Remember—these are dealers talking—dealers who've “been 
around” and don’t get excited about any proposition unless it sells 
sensationally! 

From every standpoint of simplicity, quality, consumer-appeal, and 
cost, Lowe Brothers new Stylist Color System is truly sensational 
—gives a paint dealer extra profits without extra problems. It's the 


answer to a dealer's dreams. Get full particulars—no obligation. 
Write today! 


The Lowe Brothers Company « Dayton 2, Ohio 


@ Let's see what dealers are saying about the new, nationally advertised 

Stylist Paint Color System introduced by Lowe Brothers just a short time 
4 go. Shown here are a few typical comments which indicate clearly that 
this new system is the “hottest proposition in the paint industry today!” 









Stylist (olors 


wenonr ts 
weconsres Tivues coees 
rer 
CER CaIerS "98 ae i 
PERE Goma SEMI BIOsy “% te tes A 


© Broad choice of wanted decorator colors. 

® Matching colors for walls and woodwork in flat 
or semi-gloss. 

® No mixing for dealer to do—no extra charges. 

@ One glance at Planner reveals right colors. 

© Permits dealer to offer free personalized service. 

® Nationally advertised! 


Lowe Brothers paints « VARNISHES 
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so many ways best... 
outside and inside 


FLAG-TIPPED—All LINZER Nylon brushes 
are Flag-Tipped before mixing to insure 
a smooth even flow of paint. 


SETTING—LINZER’S prepared nylon set- 
ting insures a long life and shedproof 
tool. 





FULL STOCK—A full stock of Flag-Tipped 
nylon bristles for maximum paint carrying 
capacity. 





DEEP CHISEL—LINZER Nylons are deep 
chiseled to insure smooth even flow of 


— paint and offer maximum paint carrying 


\ capacity 


HANDLE & FERRULE — Attractive Blue 
and Grey tipped hardwood handle and 
riveted ferrule with LINZER imprint is 
your customers guarantee of quality. 


JACKETS — New box type sturdy jacket Nie, 
will protect and retain shape of all sss 2? 
LINZER master painter tools. 


APPROXIMATE SUGGESTED RETAIL PRICES bi i UNPRECEDENTED BRUSH OFFERING 





3” LONGHORN ............ $4.49 ea. =. : ; : 
3%” =” eer You are guaranteed satisfaction with price, quality, sales 
4” ” - 5.95 ea. appeal, and workability, or return brushes at our expense 


within 30 days. You get unconditional money back protection. 


“uw” 6.75 ea. , 
We value your trial order of one brush or ene thousand... . 








s” . 7.45 ea. 
47 t Ship in accordance with satisfaction or money back guarantee: i 
H Quantity Width Thickness _ Length Out : 
Rr. agate S| EER i. 4\s ; 
i ats ee NE 1” 4" ' 
é 1 doz. saa 4” id 4% ' 
LIN ZER | > : < "eae" ees ” 4% : 
IIIA AS: ' .. doz. 5” ad 4% ’ 
Ad, UA ' f h He i ' 
5 ° ‘ [) Please have your representative call. cosas & 
¢ in flat ‘ : 
{ Firm Name........ : 
irges. , 4 : 
'S. J t Your Name : 
service. ' ’ 
; Address : 
' ’ 
DIRECT MANUFACTURER — TO — DEALER POLICY ° . : 
{City : State Zone 4 
DAVID LINZER & SONS, Inc. ;: iaitvetidstiiatens 
ES 10-20 ASTOR PLACE, NEW YORK 3, NN. ¥. Leccccccccceseccecqncncccepeqqscqsqqcessocescoccecscs s 
47 
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FEATURE INNER-SEAL 
THE BRAND 
THAT IS ADVERTISED TO MILLIONS 
IN THE SATURDAY EVENING POST 





USE THE NEW INNER-SEAL CUSTOMER-CATCHING 
POINT-OF-SALE MATERIAL 











. “ 
SAN 
\\ 


---Up jumps the sale! 


Wait till customers snap back that piece of live 
rubber weatherstripping attached to the new INNER- 
SEAL counter display! 


They'll actually see and feel its amazing springi- , 


ness and flexibility... understand why it seals tighter 
in any weather, takes tough treatment and bounces 
back for more. 


They'll sell themselves on INNER-SEAL’s superiority 
... gladly pay the little extra it costs over ordinary 
weatherstripping. RESULT: Bigger weatherstripping 
profits for you on INNER-SEAL’s higher unit of sale. 


See your jobber for full details on how to get the 
jump on competition by becoming an INNER-SEAL 
dealer. Also ask him about mIvNER-sEAL Garage Door 
Cushion . . . ready-packed for the profitable market 
in garage door installations. 


Exclusive! Only INNER - SEAL features this unique construction! 

, PLO” giddddddddisdds RESISTS WEAR... coated with 

rubber bead gives it the “jump”! . em KCK <(<<<«<««< 4 waterproof neoprene to pre- 
\\ 


TOUGH AND SPRINGY... live sponge 


FLEXIBLE, INSTALLS EASY... woven 
spring-wire attaching strip makes it a 
cinch to fit the sharpest corners with a 
continuous seal. 


serve it against abrasion, tem- 
perature extremes, moisture, 
grease and oil. 


WEATHERSTRIPPING 


iL ER*SEAL dpher 


STAYS LIVELIER LONGER...SAVES MORE FUEL 


BRIDGEPORT FABRICS, INC., 
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Ma (ALK 


America’s Favorite 


Every calking job will be “top 
notch’’ when you use high quality 
Nu-Calk’ Speed Loads. Nu-Calk 
‘stays put’’—will not dry out, 
run, crack, harden or pull away. 
Speed Loads are easy to use, too! 


SPEED LOAD 


Calking Compound 


User’s hands never touch the com- 
pound. Always has a smooth, even 
flow, and easy trigger action. Try 
it yourself and you'll see why Nu- 
Calk Speed Loads enjoy such 
ret Detesehy ale Cameleyeleir- tela 





~Au-(ALK Calking Compound in Cans, Too! 


The “standard of quality” in the calking field! Same 
fine product as in Speed Loads, but-also available in 14 
pint, pint, quart, gallon. 5-gallon cans. Also 55-gallon 
oh avboct-Sam O) ae (a amr- W105 0) 0) hmmm colet- hm 







Also 
available 
in 
Nozzle-Type 
Load 
if desired 














u-Phalt PLASTIC 
ASPHALT CEMENT 


For Sticking Down Asphalt Shingles and Genera! Repair on Roofs and Flashings! 


Dealers and users across the nation 
are hailing Nu-Phalt as the perfect 
companion for Nu-Calk Speed Loads! 

Nu-Phalt is an asphalt base cement 
with truly outstanding adhesive qual- 
ities. Ready for instant use, it can be 
applied on wet or dry surfaces for 


market 


ated with 
© to pre- 
ion, tem- 


oisture, hardens, cracks or peels off 


Nu-Glaze is not a putty, but a plastic glazing 


sticking down asphalt shingles and 
general repair work on roofs and 


Comes in popular load form like 
M-D’s famous Speed Load for calk- 
ing guns, or in 2% Ib., 50 Ib. and 
550 Ib. containers 


USE 
Nu-Glaze 
Glazing Compound instead of putty! 


Nu-Glaze overcomes all the old bugaboos about 
putty because it “always ove put!” Never dties out, 


Ni-(glaze 


“Lazine ComPOUN? 


FOR FAST DELIVERY, ORDER NOW! 


' Your order will be shipped 


same day received! 


DUNCAN Ceo. 


o v ' A a) as - ' ' T Vv 1 rT yv ' A 


MACKLANBURG 














here’s Sure Spec... the 


Mr. Hardware Merchan finest quality Drill Rod 


money can buy! 


look at this new, low priced, fast selling high grade line of tool steels 
Rounds from .013” to 2” Tee ee 
Squares from %" to 1” is dale a oe 
Flats from Ye" x %” to %" x 1” tes = | a 













Md Sativa 
All Manufacturers Standard Sizes Step! 
ao . Sure * Spee 
==> 4, 





loo k at this sturdy, attractive floor or 
Lag ae counter rack. Displays and Sells your 





drill rod off the floor and protects it from damage, too. 


Ni 


This all steel floor rack is painted attractively in 
bright orange, with a black composite mat on the | 
floor, to protect the rod ends. It has 20 compartments 
for convenient showing of rounds, flats and special 


shapes. The top display piece is slotted, so that you 


may easily insert cards bearing your own advertising 











messages. 
| 

NI 

loo k —your prospects for Sure Spec Drill TE . 
rw Rod are all around—the metal work- ‘ 

ea 
ing plants, garages and repair shops, institutions and | aa T 

schools, contracters and home builders, home work- a . 
f ts spé 

shops, factory maintenance and repair departments, i ey 
excelle 

and dozens more! 

; sharp 
punch 

look —This is a most attractive initial : 
ee order—either from your jobber or ot oa et? me Thi: 
direct. “ aoeeemnnene - { of the 
P the c 
J, You may purchase the display rack for ‘for service dependable as the sun and be 
thing 


$15 F.O.B. Cleveland, O. SOLAR STEEL CORPORATION satin 


2. Or you may have the rack free with an 
initial order for $100 of Sure Spec drill rod. 


Union Commerce Bldg. « Cleveland, Ohio 


Send your order for plan 1 or 2 Today! : ’ 








Mr. Hardware Wholesaler—We have attractive arrange- 
ments to offer in some areas. Write a note for particulars 


and we will also send a comprehensive brochure detailing 





the Sure Spec drill rod line. 


with plants and sales offices in 15 cities 
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When they ask for Type A 





Tapping Screws... 


Give em 












=. 

7 Y/: i) 
~~. 

on! 7) 
__ 
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ye” TODAY’S FAVORITE FAS- 


TENING for light-gage sheet metal, this 
tough-hardened screw forms its own 
thread in thin sheets (.015"to.050") of 
steel, brass, aluminum and other metals. 
Its spaced thread of coarse pitch gives 
excellent holding power . . . and its 
sharp point makes for easy starting in 
punched, drilled or nested holes. 


This is one of the sales leaders . . . one 
of the top profit-makers for you . . . in 
the complete American line of screws 
and bolts that givesyour customers every- 
thing they want, right in that same fa- 
miliar, eagle-trademarked package. 


merican 
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SS 
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AMERICAN 
SCREW 


COMPANY 
WILLIMANTIC, CONNECTICUT 
Main Office & Plant 
Willimantic, Conn. 

Office & Plant, Norristown, Po. 
Office & Warehouse, Chicago, Ill. 


Sa 
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YOUR CHOICE OF 





MANILA 
OR 
SISAL 








: 
‘ 


AeA LYRAY 
CARA 
RAR WA Ok 


BOOST ROPE SALES THIS MODERN WAY 


It’s Handy Coils for extra sales—impulse sales! They're packed in a display 
box to sell rope right from your counter. They boost small rope volume — 
boost large rope volume. And Handy Coils cut your selling costs. You sell 
more—make more! 

Handy Coils are mill fresh—come to you in factory-sealed boxes. Both 
Manila and Sisal types are the very best quality made from the finest fibres 
obtainable. Rope sales mount up to worthwhile volume when you lead off 
with Handy Coils. Use coupon to get complete information. 


a _ 

American Manufacturing Company, Brooklyn 22, N.Y. 
ROPE - TWINE - COAKUM - PACKING - CARPET AND ELECTRICAL YARNS 
Branch Factory: St. Louis Cordage Mills, St. Louis 4, Mo. 

Sales Offices: Boston * Chicago * Houston » New Orleans * Philadelphia + San Francisco 

AMERICAN MANUFACTURING COMPANY 
Noble & West Sts., Brooklyn 22, N. Y. | 


S ehene send complete 
| information and delivery 
| schedules about: Name 


| 
| [) Handy Coils [] Manila | Company | 
| 


| CSisacl OHandy Jute Address 
Twines City 


beeen ener ene ene-anrany lien 











Zone. State 


an aw aoe eam ame anne ae Game come emma oom 












V4", 5/16" 
¥% A V2 i 
diameter 


TWINES 





Seven popular “American Brand” Jute 
Twines are packed in Handy Boxes. They 
have the same sales advantages as Handy 
Coils. You'll sell lots more twine with 
Handy Boxes. 
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Ideas for Better Selling 


/ Point Advertising Program 


The successful promotion program 
of Campo Hardware uses these tools 


I Newspapers 
Telephone books 
Ad specialties 
Broadsides 


Radio time | 


1S Om be 





Contests 

Display | 
* 5/16" 
A Y2" 
meter WueEn it comes to advertising, there is more truth than poetry. to the 


words of the popular song, “T’aint what you do, but the way that you do it,” 
according to Charles and Anthony Campo who have worked out a highly suc- 
cessful plan for making every penny of advertising money they spend bring 
maximum results that they can read on the tapes of the cash registers. 
The Campo brothers, who operate Campo Hardware, 2601 Jackson Ave., 
New Orleans, La., use specific advertising media to accomplish specific pur- 
poses. They have made a breakdown of the kinds of merchandise which can 
be sold best by each media, and also have learned by study which approaches 
will put across the name of their store institutionally to the various ele- | 
ments of their trade. 
“We use newspaper, neighborhood circular, radio, specialty and telephone 
book advertising, as well as special event promotions and strong display,” 
explains Charles Campo. 
“Each type of advertising is used in a way, and to sell merchandise, for 
which we’ve found that it’s best suited. We spend not hundreds, but thou- 
sands of dollars on advertising annually. 
“Our plan is to see that each of those thousands of dollars produces its 
share of either sales, or, just as importantly, strong customer good will for 








Jute Campo Hardware. 
They “We try to allocate a definite percentage of expected sales for advertis- 
a ing,” continued Mr. Campo. “It isn’t always possible to adhere too closely D ruen pace 
to such an allocation, but making it and then using it as a guidepost is 
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necessary if mass-selling is to be 
anything except a haphazard affair. 

“Our allocations cover more than 
the mere sum of money. We decide 
what will be advertised, where, and 
by what means.” 

The Campo brothers consider 
their successful advertising pro- 
gram as consisting of seven. parts. 
These, and the way each. is han- 
dled, are: 


54 





give-aways 


phone book 


, 
carpenter's apron 


(1) Newspaper space. 

Newspaper advertising is used 
for only one department. This is 
the separate, complete Campo ap- 
pliance department. The store sells 
everything in the home appliance 
field, including television and its 
stock is about as extensive as any 
specialty appliance store in its 
community. 

“We have a reason for restrict- 


ing newspaper advertising to ap- 
pliances only,” says Charles Campo, 
who has charge of the advertising 
for the store. 

“On appliances, we can expect to 
draw business from all over the 
city. Geographically, New Orleans 
is a large place. It covers 360 
square miles. It isn’t likely that 
we'll get much housewares busi- 
ness from homes which are a half- 
hour ride from the store. 

“However, when it comes to ap- 
pliances—big ticket items at any 
rate, it’s a different story and peo- 
ple do not mind taking a little 
more time and effort to travel 
when they are going to spend sums 
running into three figures. 


Sales Justify Cost 


“We get enough of a city-wide 
pull by featuring appliances in 
newspaper space to justify the cost 
of a city-wide medium. 

“There is another reason why 
appliances are the only merchan- 
dise we feature in our newspaper 
ads. Appliance manufacturers en- 
courage cooperative advertising. If 
we advertised the housewares | 
mentioned a moment ago, Campo 
Hardware would have to pay 100 
pet of the advertising bill, but on 
appliances, we pay only 25 to 50 
pet after getting our advertising 
allowance from the manufacturer.” 


Results Essential 


The store doesn’t advertise just 
any appliance whose manufactur- 
ers will pay part of the cost. The 
Campo brothers want sales to result 
from every insertion. For that 
reason they feature, usually, appli- 
ances for which there is a wide 
market. 

“Take refrigerators,” says An- 
thony. “The statistics furnished us 
by the local utility company, and 
which we get from other sources, 
show that homes in our area are 
pretty well saturated with refrig- 
erators. The only large market con- 
sists of newly married couples and 
older folks who want to trade out- 
dated refrigerators for new units. 

“The first group is too small to 
be worth spending much advertis- 
ing money on. The second group 
comes into the store to trade. 

“Sure, we give trade-in allow- 
ances, but we prefer to sell appli- 
ances on which we can get a full 
profit with nothing sliced off for 
probable losses on reselling appli- 
ances we had to accept on trade-in 
deals.” 
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CHARLES CAMPO 





Pd 


ANTHONY CAMPO 


The Campos use market satura- 
tion studies as constant guides in 
deciding which appliance lines to 
push with advertising. Their data 
come from the local utility com- 
pany. But, Charles Campo points 
out, similar figures showing the 
national picture are available, with- 
out charge, from manufacturers, 
and in many cities the utility com- 
panies or wholesalers can give local 
market breakdowns. 


Push TV and Freezers 


The two major units most ag- 
gressively pushed by Campo’s ad- 
vertising, at present, are television 
sets and home freezers. “Both,” 
Charles points out, “are pretty new. 
It will be years before anything 
close to a saturation point can be 
reached.” 

(2) Telephone book advertising. 

After newspaper expenditures, 
phone book advertising gets the 
next largest slice of the Campo’s 
advertising appropriation. ‘‘We’ve 
bought the largest space _ that 
Southern Bell will sell in the yel- 
low section,” says Charies Campo. 
“We have larger phorie book adver- 
tising than any other hardware 
store in New Orleans. Does it pay? 
You bet!” 

Mr. Campo states that classified 
phone book advertising, by its na- 
ture, cannot be used to sell specific 
items of merchandise in the same 
way that newspaper ads can. 

Phone book advertising isn’t all 
institutional, however. The Campo 
brothers look on this form of ad- 
vertising as one which is a con- 
stant source of contact with new 
customers. 

The Campo store is fully depart- 
mentalized on paints and accesso- 
ries; housewares; builders’ mate- 
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rials; tools and equipment; appli- 
ances; plumbers’ supplies; sporting 
goods; garden tools; flat glass; 
glassware, and pipe and fittings. 
The phone book advertising lists 
all the lines. 

“At least twice a day, and some- 
times, as many as a dozen people 
who have never bought from us, 
will phone and order merchandise. 
These people see our sales message 
at the moment when they are seek- 
ing something, and are convinced 
of our service by the nature of the 
copy of our ads,” says Mr. Campo. 

(3) Specialty advertising. 

The Campos find that giveaway 
items are effective as an advertis- 
ing method. They use a number of 
different items, and each is ex- 
pected to put the store’s name in 
front of buyers, and keep it there. 


Here's the Difference 


“After all,” says Charles, “it’s 
quite true that most hardware 
stores sell the same kind of mer- 
chandise and generally for around 
the same prices. The difference is 
in getting calls by which one store 
gets known and stays known as the 
most satisfactory place at which to 
trade.” 

Most of the store’s specialty ad- 
vertising items are giveaways, and 


include yardsticks and painters’ - 


caps, printed with the store’s name 
and short advertising messages. At 
the start of each year every. cus- 
tomer who comes into the store 
gets a calendar. 





A section of the N 


One of the most effective spe- 
cialty items is a hand fan which 
the firm orders by the thousands. 

“About a half dozen churches 
come to us for a free supply of 
fans. They’ve proved that popular. 
We’re careful not to sell too hard. 
Just a mention of our name and 
address, and that’s all. But, the 
fans sell for us just the same,” says 
Charles Campo. 


Sales Message on Aprons 


One specialty item is sold rather 
than given away. Carpenter aprons, 
Charles notes, cost too much to be 
given out in quantities. The store 
pays about 40 cents for these, in 
quantity, and with a store sales 
message printed on them. The store 
sells these for 25 cents, at a loss of 
15 cents on each one, but not so 
much for the revenue as to dis- 
courage people who will ask for any 
free item. 

(4) Broadsides. 

The store distributes circulars 
in a wide area. Unlike the firm’s 
newspaper ads, these push specific 
small items of the types that rep- 
resent the backbone of a hardware 
store’s stock. 

“Occasionally we use special 
price offers in these circulars,” 


says Charles Campo, “but mostly 
they are items in strong demand. 
For example, we’ll advertise insect 
wire screening about two weeks be- 
fore the warm weather comes. That 


(Continued on page 86) 
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This ts the first of a series of collections of 
old hardware items to be presented by Hard- 
ware Age 7n the interests of preserving, in 
print, the historic background of a great 
and important American business. These 
items are from the collection of E. M. 


Knight. See facing page for descriptions. 
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Old Hardware 











The collection of old hardware items illustrated 
on this and the opposite page represents some 20 
years of collecting by E. M. Knight of Janney- 
Semple-Hill & Co., Minneapolis. 

The collection was started with the combination 
knife, fork and spoon that was used by Mr. 
Knight’s grandfather in the Civil War. The pewter 
spoon mold had been in the family for some time 
and the ivory and German silver pocket rule was 
used by Mr. Knight’s father for many years when 
he was in the hardware business. 

Some of the items were acquired from older 
stores during the years when Mr. Knight traveled 
the northeastern Iowa area as a wholesalers’ sales- 


See editorial, “A Heritage,” on page 8. 





man. farm 
sales. 

This collection has been exhibited at many state 
hardware shows, and in several cases dealers who 
saw the exhibit contributed additional items. Dur- 
ing the showing of the exhibit at the Sioux Falls 
convention, Edgar Guest displayed great interest 
in the various items. __ 

A brief description of the items illustrated on 
the facing page follows: 

The lawn mower is 73 years old. Driving power 
for the blades is supplied by the large reel at the 
rear. 

The rope machine was used by farmers to make 
halter ropes from binder twine. Railroad shops 
were the chief users of the kerosene torch before 
the days of electricity or gas. 


Additional items were picked up at 


Better Mouse Traps 


The carpet stretcher was used with rag carpet- 
ing to stretch it and to tack it down. 

The sample of jointed barbed wire, in use many 
years ago, was very difficult to handle. The boot 
jack was popuiar in the days of leather boots with 
narrow heels. 

The large mouse trap was designed to catch 
mice alive; the smaller models were choker types. 

The charcoal irons were used with a charcoal 
brick and have a draft regulator and flue to regu- 
late the heat. 

The corn popper features a crank which, when 
turned, shakes the basket. 

The Enterprise raisin seeder was the vogue be- 
fore the advent of seedless raisins. The Pexto 
sausage stuffer is between 60 and 70 years old. 

The planet dust beater was used by housewives 
to dust fancy pillows that graced parlors of many 
years ago. 

The silverware polishing box was used to polish 



















unplated steel tableware before the 
days of plated ware. 

The Stanley siding gage was 
used with narrow siding and also 
had a marker and a gage. 

The wire cutter for grain bundles 
was used before the day of the self- 
feeding threshing machine when 
bundles were fastened with a wire 
band. The cutter cuts the band and 
has a* book for pulling the band 
away. 

The combination knife, fork and 
spoon was government issue to the 


Union Army during the Civil War. 

The fluting irons were used by 
ladies to put pleats in their skirts 
and petticoats. 

The curling iron was designed to 
wind up the hair and then, by 
touching a lever, unwind it. 

The food chopper was cleverly 
designed to permit disassembly 
into four pieces for easy cleaning. 

One of the wood planes was used 
for making picture molding. An- 
other plane was used as a plow 
plans with the bottom of it ad- 





More Power Tools 


justable to approximately %4 in. 


The curved bottom plane has a 
flexible bottom that curves both 
ways and is used in making wagon 
wheels and round dining room 
tables. 

The balance of the items are 
self-explanatory. 





If you have a collection of old 
hardware suitable for including in 
this series, please get in touch with 
the Editor, Hardware Age, 100 E, 
42nd St., New York 17, N. Y. 





W hat the item is, how much it costs and the 
story on taxes and terms is real sales aid 


Signs which show the amount of 
downpayment and the monthly pay- 
ments on an 18-month contract are 
doing an excellent sales job on 
power tools for Jack Hill, who owns 
Manhattan Hardware, at 1117 Man- 
hattan Beach, Calif. 

The firm has sold an average of 
three combination power -tools a 
month this year, largely as a re- 
sult of showing the breakdown of 
figures instead of just the total 
cost. Manhattan Hardware has two 
signs working for it. One is on the 
power tool itself which is displayed 
near the front of the store, the 
other is in the window. 

The window sign gives the cost 
of the power tool with 14 h. p. motor 
$224; and the sales tax, $7.84. The 
two most important figures, accord- 
ing to Mr. Hill and his store man- 
ager, O. D. McGinness are the 
$23.84 down payment, and the 
$12.95 monthly payments based on 
an 18 month contract. These help 
the prospective customer to vis- 
ualize the possibility of owning the 
power tool on the basis of small in- 
stallment payments. Paper on de- 
ferred payment sales is handled by 
a local bank. 

The sign on the tool itself lists 
the same figures as well as the 
breakdown of payments without 
the motor. 

The sign on the power tool faces 
the window. Since the firm trains 
a spotlight on it, prospects can see 
it at night and on Sundays. 


Three other factors help boost 
power tool sales, according to Mr. 
Hill: 

(1) The store is generous with 
booklets that tell the uses of the 
power tool. Anyone who is seen ex- 
amining the tool is handed a book- 
let. 

(2) Manhattan Hardware uses 
streamers and posters that are sup- 
plied by manufacturers. Recently, 


for example, the firm used many 
streamers which told prospective 
customers to read about the Shop- 
smith in a national magazine. The 
store uses streamers in its windows 
as well as on wire lines inside the 
store. 

(3) Recently Mr. Hill arranged 
with a local movie theater to dis- 
play a Shopsmith in the lobby. The 
same sign is used in the window. 





C. D. McGinness with one of the signs that help sell power tools. 
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Training Salesmen For 
Specialty Selling 


Salesmen of Coast Hardware, Long Branch, N. J., 

develop specialized product knowledge which 

they share with others at brief after-hour sessions. 
All share in incentive plan 


Specialty selling methods, which 
are discussed after store hours two 
or three times a week at Coast 
Hardware, 585 Broadway, Long 
Branch, N. J., have as their pur- 
pose to make experts of the sales- 
men, so that each one can qualify 
as a specialist on some line of mer- 
chandise. 

Arthur Harmon, owner, feels 
that this type of instruction will 
help to make higher sales and en- 
able each one to give a more per- 


Arthur Harmon 
explains a new 
item at after- 
hours session. 
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sonalized service to his customers. 

“Too many salesmen,” says Mr. 
Harmon, “speak too vaguely about 
the products they’re selling, par- 
ticularly if they happen to be elec- 
trical housewares, or similar items 
that require explanations of the 
features.” 

On two or three evenings weekly, 
according to the amount of new 
merchandise received, Mr. Harmon, 
his department manager, Nathan 
Schneider, and usually, the store’s 


service man, combine their efforts 
té conduct a meeting with all the 
store’s salesmen. These meetings 
generally can be held in a space of 
15 to 30 minutes. 

The sales force is introduced to 
any new electrical appliances that 
the store has acquired, and Mr. 
Harmon or Mr. Schneider point out 
the salient features, and stress any 
improvements which have been 
made on previous models. 

The service man, who has previ- 














One salesman introduces prospect to another salesman who 
specializes on power tools. 


Mr. Harmon checks a pressure cooker with a housewares expert. 





ously checked an appliance, ex- 
plains certain advantages that he 
has found and explains them care- 
fully so that salesmen can stress 
the service angle in their sales 
talks to customers. 

If certain repairs or adjustments 
can be made by the customer, 
thereby eliminating a service call, 
these are explained to the salesmen 
so that they can be related in turn 
to the customer. 


Customers Want Service 


“Customers today, more than 
ever before, are more concerned 
about service-after-the-sale,” says 
Mr. Harmon, “and they want to 
buy appliances that can be repaired 
simply when they get out of order, 
and they want to know that repairs 
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can be made withéut much expense. 
For this reason we have our sales- 
men explain service features when 
selling electrical housewares. 

Mr. Harmon has appointed vari- 
ous salesmen to specialize on cer- 
tain lines so that they can qualify 
as “experts.” One is expected to be 
a power lawn mower expert, an- 
other to know the ins-and-outs of 
toasters, rotisseries, waffle irons 
and other electric housewares; a 
third is thoroughly familiar with 
all makes of vacuum cleaners; an- 
other makes a specialty of washers 
and another is the home workshop 
tool specialist. 

“T can’t expect every salesman to 
be thoroughly familiar with all the 
lines we carry,” explains the New 
Jersey dealer, “but I do expect 
them to have a general working 


knowledge on all lines, and then | 
have each man concentrate his ef- 
forts along one particular line. 
These frequent after-hours store 
meetings have promoted this idea.” 

Coast Hardware salesmen never 
let customers wander around the 
store looking for someone to talk to. 
The first salesman contacting a cus- 
tomer holds his attention until the 
right specialist salesman is avail- 
able. 


Incentive System an Aid 


Salesmen work in complete har- 
mony because of an incentive sys- 
tem that the store employs. All 
salesmen are paid a weekly salary 
and at the end of the year they 
share in a certain portion of the net 
profits earned on electrical appli- 
ance sales. 

In hiring new salesmen Mr. Har- 
mon selects younger men: because 
he feels they are more aggressive 
and can be taught new merchandis- 
ing techniques more readily. 

Coast Hardware handles only na- 
tionally advertised lines of electri- 
cal appliances. The owner feels 
that national brands are already 
half-sold and that they can be sold 
on a guaranteed basis. 

Salesmen are instructed not to 
make any promises that the store 
can’t keep. If appliances are fac- 
tory guaranteed and also backed by 
the store, this information is 
passed on to the customer. If an 
item has only a factory guarantee, 
this fact should be established. In 
this way the store prevents any ill 
will should any trouble develop on 
an appliance. 

This store promotes its electrical 
housewares 12 months a year. This 
it does through newspaper :ds, 
store sales, special merchandise 
promotions and demonstrations. As 
an example, the store advertised 
free cake and coffee when it wanted 
to promote a certain brand of coffee 
makers. 


An Old Farmers Fair 

Does an annual Farmers’ Fair 
pay? 

Last winter merchants of Eve- 
leth, Minn., put on their 35th an- 
nual Farmers’ Fair. Merchants say 
this event has been largely respon- 
sible for building and keeping farm 
trade throughout the year. The 
chamber also has three entertain- 
ment acts which it furnishes free 
of charge to rural communities who 
put on fairs. 
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Edmund J. Rea, owner of Rea's Hardware of Hermosa Beach, points 
to display board which is set up for both ease in inventory taking 
and neatness of display. 


out department by department, so 
that any kinks that developed could 
be eliminated. 

The system as eventually perfect- 
ed allows the regular sales person- 
nel, three men and three women, to 
inventory the entire store, in be- 
tween waiting on customers, dur- 
ing the last week of the month 
without any difficulty whatsoever. 
No time is lost, nor is any special 
hardship imposed on the employees. 

Because the stock is numbered 
consecutively, and according to its 
location, inventory taking involves 
no lost motion in searching for 
items, nor any jumping about from 
one spot to another. The sales per- 
son simply goes right down the 
line, counting the merchandise. 


Arbitrary Number Assigned 


The number assigned to each 
item in inventory is an arbitrary 
one, devised by the store and bears 
no relationship to the factory or 
catalog number. It is simply the 
store’s own identification number 
that is used to key the different 
types of items, a fact which sim- 
plifies a new employee’s task, for 
he soon is able to find his way 
through the stock without having 
to learn catalog numbers. 

All merchandise is grouped in 
conventional departmental arrange- 
ments: Builders’ hardware, elec- 
trical goods, housewares, steel 
goods, etc. The merchandise in each 
department is also arranged in a 
logical systematical order so that 


the salesman, when taking inven- 
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tory, can follow right down the 
line, numerically, when counting 
stock. 

A label showing the store num- 
ber and the retail price is placed 
alongside the item in plain sight of 
both customer and sales clerk, once 
the permanent location of each 
item has been determined. 

Samples of small goods such as 
hinges and fasteners are attached 
to display boards, arranged in the 
order of type and size Labels ap- 
pear either on the sample are 
alongside of it. 
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Display of bolts at Rea's 

Hardware showing logical 

order and store number 

alongside stock for 

streamlined inventory 
taking. 
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Numbers for each department 
start with No. 1 and continue in 
sequence until the last item in that 
department is numbered. Numeri- 
cal gaps are left at logical break- 
ing-off points. 

For instance, at Rea’s Hardware, 
a gap of 25 numbers appears at 
the end of the hinge sequence be- 
fore the sequence for door hard- 
ware begins. 


Provide for New Items 


These gaps provide for the addi- 
tion of new items. But if for some 
reason there is no gap and more 
items are added, letters are added 
to the number. As an example, a 
line of chrome knobs added when 
only brass knobs were stocked pre- 
viously may be designated as 
208A, 209A, etc. 

The stock book, in which all in- 
ventory and stock control informa- 
tion is entered, is also simply 
arranged. One feature increasing 
its utility is the fact that it is 
composed of separate sections, each 
covering a major department. This 
allows its use simultaneously by 
several persons and is a decided ad- 
vantage. 

The stock book is a loose-leaf 
type with stiff binders, making it 
in effect a clip board, which also 
increases its utility during inven- 
tory taking. Pages in the book are 
81% by 11 in graph paper, ruled in 
quarter-inch squares, with heavy 

(Continued on page 90) 
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Hardware and Plumbing Supplies 
Build Traffic for Each Other 














C. J. Schwartz, long a successful 
plumber, a few years ago built a 
two-story building on the outskirts 
of Madison, Wis., in a sparsely 
settled section, but on a _ heavily 
traveled highway. 

As a start, hardware lines were 
taken on to build more traffic. Then 
as the neighborhood grew, to sup- 
ply basic needs of new home own- 
ers, more hardware was added umil 
today, Mr. Schwartz’s business has 
developed into a full-fledged retail 
hardware store as well as a plumb- 
ing supply contractor, both divi- 
sions pulling in traffic for each 
other. 

The manager of the hardware 
store is Mrs. Schwartz who ob- 
serves that most new customers 
originally came in for small items 
such as bolts and nuts, and hand 
tools. But it wasn’t long before 
fence, paints, appliances, house- 
wares, electrical supplies and 
plumbing fixtures and equipment 
were being furnished to the neigh- 
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Left—The Schwartz 
store is housed in 
this well-signed 
building on the out- 
skirts of Madison, 
Wis. Legible letter- 
ing tells the entire 
merchandising 
story. 





Hardware and plumbing supplies are equally important in draw- 
ing traffic. This housewares display is an eye-catcher in itself. 


borhood, and casual shoppers be- 
came regular customers. 

Adding to the store’s prestige 
with customers is that it offers 
plenty of parking space because of 
its location. Also, since the store is 


located on the edge of Madison, at 
3160 E. Washington Ave., custom- 
ers don’t have to dress up to go 
into town. 

Mr. Schwartz has a prosperous 


Continued on page 85) 
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Personality in Ads Wins Friends 


**Penny Pitts’’ is not only winning friends but 
making sales for the Pitts Home and Garden 
Store in Jamestown, N. Y. She appears reg- 
ularly with advice about the store’s merchan- 
dise in newspaper ads, and in person is the 
wife of President George B. Pitts, Jr. 





Mrs. George B. Pitts, Jr., turns out some copy 
for one of her "Penny Pitts" messages. 


Pots, pans, and stoves with hu- 
man interest appeal! Garden rakes 
and wheelbarrows touched with 
glamour! 

George B. Pitts, Jr., president of 
the Pitts Home & Garden store of 
Jamestown, N. Y., operated as a 
division of Pitts Corp., translated 
those advertising ambitions into 
reality about a year ago, and now 
knows from customer comments 
that sales have been helped, that 
the store has bettered its public re- 


ot 


lations and aroused a lot of friendly 
interest. 

Here’s how the store found a 
means of giving utilitarian lines a 
homey, warmhearted appeal pre- 
sented in the style of a chatty soci- 
ety page to create the buying im- 
pulse in Jamestown’s citizens. 

It all began in the late winter of 
1951 when Mr. Pitts was casting 
about for a new advertising policy, 
something to catch public interest. 
To help with the task the firm en- 


gaged an advertising agency, the 
H. M. Klingensmith Co. of Canton, 
Ohio, which suggested a series of 
advertisements styled a little like 
the popular shopping columns seen 
in many newspapers, but more per- 
sonal Pitts’ own shopping column! 


Centered on a Personality 


It was decided to center the ads 
around an imaginary personality 
for whom the ads would be “ghost 
written” by Pitts’ own personnel. 
The column was to reflect the feel- 
ings and impressions of a young 
matron as she shopped the store’s 
many departments. She would, in 
an informal style, describe the mer- 
chandise that particularly struck 
her fancy. 

This imaginary young woman 
must be gay, charming, and sincere, 
advised the agency. She must have, 
as her background, a home, a hus- 
band, who works in his own garden, 
children—all the badges of domes- 
tic experience that would make her 
a friend to each reader. A friend to 
be trusted! ‘Above all,” the agency 
urged, “she must sound young 
enough to accept new ideas, yet ex- 
perienced enough so that readers 
will trust her judgement.” 


Christened "Penny Pitts” 


So it was decided. The young ma- 
tron was christened “Penny Pitts,” 
and it was time to try out the first 
column under her name, but who 
was to write it? 

The question was answered by 
Mrs. George B. Pitts, Jr., who had 
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been helping with the advertising 
at the store temporarily. She asked 
to be allowed to try her hand at 
writing the column. 

Young attractive Mrs. Pitts fit- 
ted the part of “Penny” as if it had 
been copied from life! Alert and 
business-like, she was also the 
mother of four children and knew 
all about what makes the wheels of 
a home go ’round. Besides, she had 
a definite flair for writing, and at 
one time had written and broad- 
cast her own radio program. She 
got the job. 


Response Was Immediate 


And so, the first “Penny Pitts” 
column, authored by Mr. George B. 
Pitts, Jr., appeared in the March 1, 
1951 issue of the Sun and the Post- 
Journal, Jamestown’s morning and 
evening newspaper. It had been de- 
cided to keep the true identity of the 
columnist a secret. The response of 
interest and curiosity was im- 
mediate. 

“Penny’s” chatty notes have ap- 
peared twice each week in both 
newspapers ever since. They are 
friendly and informal, like a neigh- 
bor’s conversation over a cup of tea. 
Despite her newsy style, Mrs. Pitts’ 
work is a smooth, readable, well- 
integrated selling message. 


Neighbors Do the Selling 


Take for example, the column in 
which she promoted a brand of gas 
range featured in the firm’s ap- 
pliance department. The column be- 
gan with a phone call from one of 
“Penny’s” neighbors, insisting that 
she come right over to see a won- 
derful surprise. The surprise 
turned out to be a new range in the 
neighbor’s kitchen. It would have 
been simple, if dull, to follow with 
a routine description. But wise 
Mrs. Pitts lets the neighbor do the 
selling. 

“I simply could not put up with 
that old stove one day longer,” 
bursts out the neighbor, echoing 
the feelings every woman has had 
at one time or another. “I think we 
paid $15 for it second hand when 
we were married. Look at this—it 
has just everything! I love this 
divided top, and see these chro- 
mium pans under the burners, they 
come right out for cleaning!” The 
neighbor continues to point out the 
stove’s advantages to “Penny,” and 
dotted through the conversation is 
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Some of the Ads That 
Won Friends for Pitts 
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Somebody of third grade dimen- 
sions was having a birthday party, and 
what a flutter we were in as a result of it 
We had just spent a full hour in the Toy 
Department at Pitts choosing just the 
right gift. Would Sharon's day be made 
brighter if she received a set of Paste- 
Em Books for 98c, or 2 box of Puzzles for 
50c? Paper Dolls for 49¢ would be nice, 
but on second thought she has paper dells 
and. she might prefer a Loom at $1.25 
with bright colored yarn with which she 
could make things for her doll house. 1 
suggested sewing cards at 50c, but “just 
mere babies would want to sit and poke 
yarn into little holes like that” said the 
experienced young shopper. and stencils 
at 0c were discarded in the same 
manner. 


We considered the 49¢ Quizzle 
Books for a long time. We had one of 
on the Bible ourselves and learned 
by the use of the clever puzzles, 





stories and appealing illustrations thao 


we had achieved in some time before. 
Quizzle Books are wonderful and come 
suited to all ages and cover a number of 
subjects, but by this time we had found 
a cute little book for 98c tat opened up 
inte a circus tent and whose pages have 
circus cutouts that can be mounted and 
placed inside the tent — but Sharon prob- 
ably would rather have a Dutch Knitting 
Spool for $1.50 to make long ropes of 
yarn to be sewn into caps, scarves, table 
mats and such things — but the budget 
provided only $1.25. So we looked 
further 


We fourd clay that could be poured 
into molds, and when dry could be paint- 
ed and made into really attractive figur- 
ines for $298, but again—the ever 
Pp ‘esent budget. 


So we turned to the beautiful boxes 
of materials for making peper baskets 
and even doll furniture by sewing already 
cut patterns of card board together with 
yarn — each $1.25. 


Tt was then we discovered the 
Lotte games — you know the variation of 
“Authors” that we used to play — how 
many years age” There were games us 
ing “good things to eat,” “pet and ant 
mals” and a beautiful set of birds — 
fun and education as 
well, That was just the 
thing and we picked 
out a set for exactly 
$1.25. 

Happy — we rushed 
home to put the finish 
ing touches on shining 
curls and starchy frills 
and the brand new pat 
ent leather shoes, while Big Sister made 
a gorgeous bow for the present — Arent 
parties fun? 
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‘This glimmer of spring! 
Isn't it wonderful! But in spite of 
alt the nice things like sunshine, 
singing birds and crocus on the 
front lawn—I notice how much more 
laundry there is and how much dirt- 
ier it is. 

So again I sing that fam- 
itiar tune “How Lucky I am to have 
an Automatic Laundry”! Nobody can 
realy appreciate how wonderful it 
is until they try ‘it and find that it 
works not just once, but day alter 





day. ‘This is how I do it: T sort a 
load of dirty clothes while the wash- 
er is filling (there are some makes 
of washers that you put the clothes 
in first, but personally I like to 
have the suds all ready before I 
toss in the wash), then I add soap 
‘and the clothes, sct the dial for the 
number of minutes I want it to 
wash and go about my business. 
While I am doing other things my 
washer washes, rinses and spins the 
load damp dry. When I return I 
find a load of clean, sweet-smelling 
clothes all ready for the next step, 
the dryer. 

I just take them out of 
the washer and toss them into the 
dryer, set the dial for the length of 
time required to dry them and in 
a short time they have dried by 
tumbling through warm, fresh air 
until they are as soft and sweet ap 


aoa u 

though they nou...” SP Onsmy 

sunny warm day with the wind 
blowing. 

Natur- 

ally, T got my 





you choose, you 
will find it to be 
absolutely ... a miracie! 
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a mouth watering description of a 
cherry pie baking to a tender brown 
in the oven. 

“Penny” does not confine her in- 
terests to household items alone. 
She has done columns featuring 
merchandise from just about every 
department. One column began: 

“Pop got out the golf clubs the 
other day with a speculative look in 
his eye—It struck me on the spot 
that if I am to get any work done 
on the yard this spring I had better 
encourage: Pop’s efforts in that 
right direction now before the 
course is in shape.” So down go 
“Pop” and “Penny” to Pitts’ garden 
department, and find many needed 
items. 

Although she builds each column 
around an incident of every day 
life, Mrs. Pitts gets in all the fac- 
tual information about the mer- 
chandise. As, from the same col- 
umn: “Since I have a new idea for 
a flower bed, we needed a spading 
fork and found several choices 


from a heavy duty fork at $3.20 toa 
floral spade at $2.25 or the garden 
club spade at $2.55.” 

While many of “Penny’s” col- 
umns are about items from Pitts 
she herself owns and uses, such as 
her automatic washer, like every 
woman she has her eye on a few 
things for the future. 


Used Radio Spots 


Just before Christmas 1951, 
“Penny” took to the airwaves with 
advertising spots on a popular wo- 
men’s program over local radio sta- 
tion WJTN. At first the commer- 
cials took the form of one or two 
minute interviews between “Penny” 
and the program’s leading person- 
ality, with “Penny” describing 
Pitts’ extra Christmas services. 

However, the column had become 
so popular that, after the Christ- 
mas rush was over, Pitts changed 
the commercials to a brief letter 
from “Penny.” Now Mr. and Mrs. 


Pitts, together with Mrs. Joyce 
Smith, new advertising director of 
the company, are working out plans 
to have “Penny” tape-record her 
own five minute program of chit- 
chat and sales talk. 

“You know,” declares Mrs. Pitts, 
“TI believe one of the main reasons 
people like the column is that I 
think first about helping the read- 
ers before I think about selling 
them. Keeping my own home and 
bringing up four children of my 
own—well, I know what is really 
useful to a homemaker. And I 
write about and endorse only those 
things that I am honestly enthused 
about.” 

The campaign has brought all 
sorts of compliments from custom- 
ers. “We haven’t any figures yet to 
prove the campaign has_ upped 
sales,” says Mr. Pitts, “although 
the results seem obvious. Now that 
we’ve run the campaign for about 
a year, we’re trying to work out 
some readership tests.” 


Mailbox Pulls Bids for Estimates 


How Neis Co. gets leads on jobs for 


To get more bids for estimates 
on heating, plumbing and_ sheet 
metal work The Neis Co., W. Allis, 
Wis., has a “mailbox” in its dis- 


plumbing and heating division 


play room in which vistors may 
leave such requests. 

Special cards are displayed with 
provision for checking types of 





A prospect indicates his interest in an estimate. Mail- 
box rests on a display of a gas conversion burner. 


jobs for which estimates are re- 
quested. The cards have spaces 
for heating system, plumbing, sum- 
mer air conditioning and builders’ 
hardware. There is space to indi- 
cate time and date on which a rep- 
resentative should call and to tell 
the name, address of the prospect. 

Used for over a year the mail- 
box is located at a display of gas 
and oil conversion burners toward 
the front of the store. 

Some prospects take the cards 
home, the front of each being a 
COD business reply card, others 
fill out the necessary information 
and drop their inquiries in the box. 
Arthur Balzer, Jr., a company 
salesman, conceived the idea. He 
points out that the principal value 
of the display and mailbox is that 
during rush periods, prospects see 
the display and although unable to 
stop to discuss their needs will 
often leave a request for a visit 
from a company representative. 

Numerous sales have been made 
as a result of'the cards. The com- 

(Continued on page 78) 


HARDWARE AGE, JUNE 12, 1952 





Col 


Six y 
started 
on the 
recent] 
illustrat 
chandis 

It has 
orful d 
original 

Befor 
remodel 
Tex., st 
“bugs” 
his new 
occupie: 
studied 
and lig 





ne 


HARD" 


Mrs. Joyce 
director of 
1g out plans 
-record her 
am of chit- 


Mrs. Pitts, 
ain reasons 
is that I 
ge the read- 
out selling 
| home and 
ren of my 
it is really 
r. And I 
only those 
y enthused 


rought all 
ym custom- 
ures yet to 
nas upped 
“although 
Now that 
for about 
work out 


Ss are re- 
ve spaces 
ing, sum- 
builders’ 
e to indi- 
ich a rep- 
id to tell 
prospect. 
the mail- 
y of gas 
s toward 


he cards 
being a 
1, others 
ormation 
the box. 
company 
lea. He 
yal value 
¢ is that 
yects see 
nable to 
eds. will 
a visit 
itive. 
en made 
‘he com- 
’ 


12, 1952 





Color Sells Gifts 


Vaught Hardware’s original gift section 

took in a 20-ft. area. Now it’s 135 by 22 

ft. This report tells how a Texas store 
turned giftwares into top sellers 


Six years ago John B. Vaught 
started his Vaught Hardware Co. 
on the road to selling gifts. His 
recently modernized department 
illustrates the success of his mer- 
chandising techniques. 

It has nearly 3,000 sp. ft. of col- 
orful display space. Gifts were 
originally limited to a 20 ft. section. 

Before Mr. Vaught started the 
remodeling program in his Austin, 
Tex., store, he had learned which 
“bugs” he wanted to eliminate in 
his new gift department which now 
occupies an area, 135 by 22 ft. He 
studied layouts. He studied color 
and lighting, two very important 





Dark walls, and dark backgrounds o 


factors in modern merchandising. 

Then he applied what he 
learned about color to making his 
gift lines show up to their best ad- 
vantage. Explaining what he 
wanted to avoid by the skilful use 
of color, Mr. Vaught says: 


Color Catches the Eye 


“When you walk into the aver- 
age gift department, what do you 
see? The walls. You see the walls, 
not the merchandise. It is com- 
mon knowledge that white walls 
reflect more light than dark ones. 
Dark or light colored walls, how- 
ever, hit you right in the face. 


f the wall displays keep the eye concentrated on the gift lines. 


When your eyes see white, they 
remain focused there. We are not 
selling white walls.” 

And this is what he did about 
walls in his gift department. 
Above the display cases, walls are 
a dark green. This color contin- 
ues up to the ceiling, which is 
white to reflect downward the 
light from the fluorescents. The 
lighting fixtures are hung low to 
stop the eye from traveling up. 

Also, to hold the eye to the dis- 
plays, a wide variety of different 
colors are used. Starting at the 
front, the first wall case has an 
applegreen background. Against 





The store rental service on dinnerware can provide settings for parties as large as 400. 
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A corner of the 135 by 22 ft gift department in the Vaught 
Hardware. Color has been skillfully used to enhance the natural 
beauty of the merchandise. 


this color, multi-colored metal 
vases are displayed. 

The next wall case has a gray 
background, and against this 
color, crystal shows up brilliantly. 
The next wall case has a canary 
yellow background for the display 
of cut glass. 

Then gray is used again as a 
background for gleaming white 
china and for bright colored pot- 
tery pieces. In each instance, 
these backgrounds heighten the 
color in the merchandise. 

On the wall, opposite the cases, 
a dark green color has_ been 
used. Against this wall, on glass 
shelves, is a whole collection of col- 
orful gifts of all types. 


Color Sectionalizes Store 


But color is not only used to 
enhance the merchandise. It also 
sectionalizes the department ac- 
cording to the types of gifts, and 
makes it easier to shop in. 

The table display units, each 
measures 54% ft. wide by 12 ft. 
long. Their bases are used for 
inventory storage and are set 
back 31 in. Six of these units are 
used and their size makes it pos- 
sible to vary their arrangement. 

Aisles are each 3 ft. wide so 
that customers have plenty of un- 
impeded passage through the de- 
partment and can more conveni- 
ently shop the aisle displays. 

About buying, Mr. Vaught has 
this to say: “From my past ex- 
perience, I have come to the con- 
clusion that I must take the mid- 
dle of the road. I let the jewelry 
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store handle the more expensive 
items, and the five and dimes 
handle the cheap ones.” 

He does not handle expensive 
china. “People who buy expen- 
sive china,” he observes, “want 
from 40 to 50 patterns from which 
to make a selection. Furthermore, 
open stock has to be carried in 
those patterns.” 

By concentrating on the me- 
dium-priced lines, Mr. Vaught 
gets frequent turnovers on his 
merchandise and has a host of 
satisfied customers. 

In addition to staying away 
from expensively-priced gift lines, 
Mr. Vaught tries to buy gifts that 
are plain which, however look 
expensive. He stays away from 
overly ornate and gaudy merchan- 
dise, which he believes is often of 
poor workmanship and quality. 


And he is not afraid to admit 
a mistake and move to recoup 
some part of his investment. He 
says, “When I find that people 
either shop around a certain item, 
or pick it up, and put it down 
after looking at the price, I try 
to get their opinion of it. Then 
if their opinion is adverse, I'll 
mark down the item accordingly, 
and so get rid of it. That keeps 
my stock moving.” 


Must Have Sales Approach 


“No salesperson can approach 
a customer with ‘May I help you’ 
or ‘Can I do something for you?’ 
When the salesperson approaches 
a customer she must have some- 
thing of sales value to say about 
the item the customer seeks. 

“Every clerk must know her 
merchandise. She must know 
something about it that will in- 
terest the customer, and not just 
confine herself to an insipid re- 
mark such as ‘Isn’t this delight- 
tu. 

Mr. Vaught also offers a most 
unusual service for a hardware 
store. He offers rentals of din- 
nerware and silver, and can rent 
a sufficient number of settings for 
affairs of 400 people. 

His rental charges are: punch 
bowls, 15¢ a day; punch cups, 5¢ 
a day; punch ladles 15¢ a day. 
Glass plates, dinner plates, cups, 
saucers, platters, all bring 5¢ a day, 
and three pieces of silverware, 5¢ 
a day. 

There is a big demand for this 
type of rental, Mr. Vaught finds. 
And he has discovered that this 
service brings a lot of traffic to 
the store and helps sell gifts. 





A Service Department Helps Sell Appliances 


To profitably exploit service as 
a natural segment of appliance 
merchandising, distributors and 
dealers should maintain alert ser- 
vice departments staffed by well- 
trained personnel. 

A “competitor can out-advertise, 
out-discount, and out-giveaway”’ al- 
most anyone, but the dealer who 
maintains a courteous, dependable 
service staff, always ready to help 
a customer when an appliance needs 
adjustment, builds a reputation that 
brings old customers back. He at- 
tracts repeat sales and pre-sells new 
customers as well, says John G. 
Praetz, who is the manager of 


product service of Hotpoint, Inc. 

Growth of the white goods indus- 
try into the automatic field has 
caused a natural rise in service. 
This does not mean a decline in 
appliance quality but rather an in- 
crease in the complexity of product 
design, he said. 

Automatic devices for home or 
industry are not completely fool- 
proof and should not be sold as 
such. For top efficiency and maxi- 
mum customer satisfaction, auto- 
matic devices for the kitchen and 
laundry need periodic tune-ups 
very much like that given an auto- 
mobile each year. 
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Perforated Board Provides 


Flexibility for Displays 


For the hardware dealer seeking 
greater flexibility in his window 
and store displays we show several 
illustrations of applications of per- 
forated hard board panels. Draw- 
ings show how these panels may 
be used in the center of island dis- 
plays, on structural columns and 
for window displays. 

Available, from most display 
equipment distributors, the panels 
are made in a variety of sizes 
ranging from 24 by 36 in. up to 48 
by 96 in. with 3/16 in. holes 
punched on 1 in. centers in the % 
in. thickness and 9/32 in. holes in 
the 14 in. board. 


These boards may be used in con- 
junction with your present display 
equipment including wall cases, 
columns, table and island tops and 
also for window trim. With a 
good assortment of the necessary 
hardware these boards have almost 
unlimited display application. 

As trim is to be changed the fix- 
ture hardware is slipped out of one 
position into another without the 
use of any tools. 

In Fig. 1 we show how per- 
forated board panels may be at- 
tached to a column trim. The panel 
at the left shows a few of the wide 
range of hardware supports which 





may be inserted in these holes. 
Small ticket holders are also avail- 
able for properly pricing your dis- 
plays. 

Note how the perforated board 
should be nailed on a 1 in. wide 
frame so that when the hooks or 
other hardware are inserted they 
will not hit against the column 
panel. This is illustrated by the 
cut-away section shown on the 
right hand panel in Fig. 1. 

As an aid in solving the prob- 
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lem of utilizing structural columns 
Fig. 2 shows how such a column 
may be encased with plywood 
panels to create a functional dis- 
play space. The lower section may 
be built to the height and width of 
adjacent columns as _ indicated. 
Open sides may be equipped with 
drawers for under stock or pull-out 
trash bins. 

In Fig. 3 is shown how a table 
set flush to the adjacent column 
enclosure may be installed with 
the upper shelf being removed so 
that tools and other hardware store 
items may be displayed on the two 
perforated panels at eye level. 

A smart and modern design is 
obtained by installing these panels 
inside a pine board frame with 
short lengths of dowel stick to hold 
them in position. Hooks and 
shelves can be utilized to feature 
display of a variety of merchandise. 

Both the shelf and table top may 























be glassed off with standard metal 
corners and bin glass with each bin 


Moving Figure Stops Traffic 
And Promotes Seasonal Lines 


Showmanship is a commonly ac- 
cepted merchandising tool in Cali- 
fornia. Unique in the evidences of 
this characteristic is the six-foot 


motioning figure used to attract 
attention outside of the Gifford E 
Smith hardware store in San 
Gabriel. 





Mounted on a platform covered with artificial grass and holding 
a shovel the figure in its work clothes hails all passers-by. 
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neatly priced with small metal bin 
clips. 

The free standing unit in Fig. 4 
may be built of two 4 in. wide and 
5 or 6 in. high perforated panels 
nailed on a 1 by 2 in. wooden 
frame are ideal for stores not hay- 
ing sufficient room to set up fea- 
ture displays on tables. They may 
be set up in wide aisles or in any 
good traffic locations. A length of 
2 by 4 lumber may be nailed at 
the base inside, or between the two 
perforated panels to add extra 
weight to this free standing unit. 
The two base side supports can be 
cut out of 5 or % in. plywood. 

Panels such as those shown in 
Fig. 4 may be used in a wide va- 
riety of window trims, for wall 
sections and many other interior 
table trims. 

In a later issue we plan to show 
more sketches and construction de- 
tails for using these panels. 


In a spirit of jest employees of 
the firm and some of its customers 
have nicknamed the figure Sairt 
Nick, Jake the Farmer, Elmer the 
Gardener and Dick the Painter. 
Whatever the figure is called it is 
a first-class eye catcher. 

Introduced as an eye catching de- 
vice, shortly before last Christmas, 
the man sized figure moves its right 
arm up and down and turns its 
head from side to side. An electric 
motor inside the figure swings the 
arm and moves the head and the 
unit is plugged to an electric line 
from the moment the store opens 
until it is closed for the night. 

A local model making fan con- 
structed the figure at a cost of 
about $150. Another $20 has been 
spent to date on the model’s ward- 
robe including a Santa Claus out- 
fit, painter’s overalls and gardener’s 
outfit as shown in these pages. 
Electricity costs are about 75¢ a 
month. 

Gifford E. Smith believes that 
sudden removal of the man-sized 
figure would cause considerable 
complaint on the part of customers. 
He says, “As a consistent traffic- 
builder, it has been a means of en- 
couraging everyone in town to 
come around and take a look.” 
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Hand Tailored Store 
Accents Big Parking Lot 


When Mr. and Mrs. L. H. Katel- 
man of Council Bluffs, Iowa, faced 
the problem of building a new 
store last year, following a disas- 
trous fire, they built on property 
on the same block and created a 
parking lot for patrons. The com- 
bination of a new modern store 
and ample parking facilities made 
an immediate hit. 

Outstanding feature of the new 
structure is its front. Faced with 
attractive brick over steel and con- 
crete walls, this store has a dark 
green metal awning. Of slatted 
construction, the awning protects 
windows and window shoppers and 
enables air circulation for quick 
drying of rain and melting of ice 
and snow. 

Two large front windows have 
aluminum strip sections which di- 
vide each front window into nine 
sections and each window leading 
to the single middle entrance in 
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After fire burned out the Katelman store its owners 
built a new display room on the same block 
and added a large parking lot. Unusual front 


three sections. These strips were 
the idea of Mrs. Katelman, who 
told the architect that she wanted 
display windows which would re- 
sist cracking and breaking from 
street vibrations, and yet be of 
modern appearance without impair- 
ing the view of sidewalk shoppers. 
Both of these objectives were 
achieved. 

The store name reaches across 
the entire front in letters four feet 
high. Pedestrian and vehicle traf- 
















attracts all types of trade 


fic alike notice this new hardware 
store building very quickly. The 
highway in front of the store leads 
from Iowa to Omaha, Neb., several 
miles distant, and is one of the 
most heavily traveled thorough- 
fares in this region. 

A large sign above the second 
story windows of the adjacent 
store building owned by Mr. Katel- 
man, but leased to others, informs 
customers that this firm has free 

(Continued on page 90) 


Above — The 
firm's parking lot 
in back of the 
store. Pump and 
other equipment 
to right belongs 
to a taxi com- 
pany tenant. 


Left — View of 
front of Katel- 
man's store with 
protective awn- 
ing and large 
lettering. 
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A One-Store 
Hardware Shopping Center 


Hardware Age takes you on a picture 

tour of the completely remodeled re- 

tail unit of the O. S. Stapley Co. which 

was turned into a modern shopping center for hard- 

ware, appliances, housewares, sporting goods, paints, 
automotive and farm equipment 


A view of the hardware section located at one end of the building. It is attractively 
decorated in a color scheme of pastel greens and yellow, sparked by accent colors. 
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The remodeled Casa Grande 
store of the O. S. Stapley Co., 
Phoenix, Ariz., presents an archi- 
tecturally modern building incor- 
porating the latest display and 
other merchandising techniques. 
Its 125-ft full-vision front exposes 
the entire interior to street traffic. 
Originally, the store was a small 
stone structure, evidences of which 
still remain in the columns at the 
right end of the building. 


The new paint department is a 

compact unit, offering a wide 

selection of paints and painters’ > 
accessories. 





Sporting goods have been given 

expanded display space and the 

stock greatly enlarged. Note the 

display cases in the background, 

built into the pylon which identi- 

fies the store. (See store front 
photo.} 


One large area of the re- 
modeled store commands 
the attention of the ladies. 
There they can move easily 
down wide aisles, shopping 
among the colorful displays 
of housewares, giftwares 


activel 
4 and appliances. 


nt colors. 














City-Wide Promotion 
Builds Mower Sales 


Twelve greater New Haven, Conn., dealers join 

in wholesaler-sponsored mower-garden tool pro- 

motion, sparked by a full page newspaper ad and 
low financing terms 





Walter Bronson, left, discusses the mower promotion 
with D. J. Leach, vice-president of N. T. Bushnell Co., 
one of the participating merchants. 


An interesting merchandis:ng 
project was completed recently in 
New Haven, Conn., in which a 
group of 12 independent dealers 
offered a power mower-garden tool 
deal on terms of $10 down and 
$1.50 a week. 

The project, sponsored by a local 
wholesaler, was sparked by a full 
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page ad in a Sunday newspaper 
announcing the sale. 

The item featured in the promo- 
tion Was a package deal consisting 
of a power mower which the 
wholesaler had purchased prior to 
the current excise tax, and nine 
garden hand tools that were sold 
as a unit. The full page ad put 


special emphasis on the $10 down 
and $1.50 a week angle. All the 
participating dealers are located 
in greater New Haven. 

Sponsored by the Bronson & 
Townsend Co., New Haven whole- 
salers, the project included a pre- 
sale training meeting for person- 
ne] of the participating stores, 
window display suggestions, de- 
tailed instructions on handling 
time-pay sales, reproductions of 
the newspaper ads for use as store 
giveaways or for direct mail, and 
a shopping report on a power 
mower being featured at the same 
time by a mail order retail store. 


Participating Stores 


The stores participating in the 
promotion were: John E. Bassett & 
Co., New Haven; N. T. Bushnell 
Co., New Haven; Collins & Free- 
man, Inc., Branford, The F. Hal- 
lock Co., Derby; Harrison & Gould, 
Inc., Milford; R. W. Hine, Che- 
shire; The Jackson-Marvin Hard- 
ware Co., New Haven; Kimler 
Hardware Store, Hamden; N. & B. 
Sosensky, New Haven; Spring 
Glen Hardware & Appliance Cen- 
ter, Hamden; The Roland T. War- 
ner Co., New Haven, and Wood’s 
Hardware, Inc., West Haven. 

The program succeeded in sub- 
stantially increasing the mower 
sales of many of the participating 
stores. By the morning of the third 
day following the Sunday ad, one 
store had sold 22 mower deals, set- 
ting a record for the store for such 
a short period of time. The over-all 
success Of the promotion varied 
from store to store and in a large 
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SHOP KING... by WILTon 


Its BEAUTY Catches The Eye... 


located 


nson & 
n whole- 
d a pre- 
person- 
r gtores, 
ons, de- 
handling 
tions of 
as store 
ail, and 


— lts VALUE Clinches The Sale 


he same 

The Wilton SHOP KING looks like a lot of vise, and it is. 
A foremost industrial designer has given it trim, clean 
lines that catch the eye, stop the shopper and start the 

sale. A close-up look at such features as the removable SHOP KING FEATURES 
pipe jaws that cannot drop out accidentally, and the 1 HEAVIER BODY FOR GREATER STRENGTH 
heavier body confirm the obvious quality of this ER SP ie te He a eee 
WILTON-BUILT combination pipe and bench vise. The 
sales clincher is the extra value in the SHOP KING. 
It gives the customer more for his money than any other 
vise. Add the SHOP KING to your line and get the 


2 REMOVABLE PIPE JAWS 


Cannot drop out accidentally. 


3 LARGE CONVENIENT ANVIL 
Brightly polished. 


4 ENCLOSED SPINDLE 


edge on competition. 
Exclusive, advanced body design covers and pro- 
MOST COMPLETE SIZE RANGE—NEW LOW PRICES tects spindle. 
Catalog Width Maximum —_—e" Shipping 11:45 Price 5 REMOVABLE HARDENED STEEL JAWS 
No. of jaws opening weight Easily replaceable. 
633 a 3%" $ 7.50 6 POSITIVE LOCKING SWIVEL BASE 
in sub- 3% 4 9.00 Rotates 200°. Convenient handle control. 
mower 4’ 4" 13.00 
ipating s" 4%" 15.00 7 HARDENED STEEL CUT-OFF TOOL 
e third 717 ————— eS ® 8 ACCURATELY MACHINED SPINDLE 
ad, one Prices slightly higher in Far West and South Cut with precision Acme thread. Smooth and power- 
ful in action. 


als, set- Ask Your Distributor for Details, or Write 


WILTON TOOL MFG. CO. 


925 WRIGHTWOOD AVENUE . CHICAGO 14, ILLINOIS 
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measure reflected the effort and 
enthusiasm which a store put into 
backing up the promotion. 

The various steps in the promo- 
tion, as explained by Walter W. 
Bronson II, president of Bronson & 
Townsend, were as follows: 

First, a meeting was held with 
representatives of the 12 partici- 
pating stores, at which time the 
complete details of the promotion, 
the timing, etc., were discussed. 
The selling features of the mower 
were carefully explained to enable 
the stores to do a better selling 
job. Some 40 representatives of the 
12 stores attended. 

Mr. Bronson explained at this 
meeting the details of the financ- 
ing plan which he had arranged 
with a local bank. For some of the 
dealers. it was their first experi- 
ence with time payment financing. 

Dealers at the meeting were 
supplied with photographs of sug- 
gested window displays and a sup- 
ply of reproductions of the ad 
were made available for use as 
giveaways or for direct mail. 

Dealers also received a shop- 
ping report on a mower then being 
featured by the local Sears Roe- 
buck store to enable them to beat 
this competition with facts and 
figures. 

It was also arranged for the 
wholesaler’s mower service mana- 
ger to visit all the participating 
stores prior to the sale to check all 
set-up mowers to assure that they 
were all in good operating con- 
dition. 

Participating dealers agreed to 
buy a minimum of three deals. One 
deal was for a window display, one 
for demonstration and one to be 
available for delivery to a cus- 
tomer. The nine garden tools were 
packed and shipped as a unit. 

The full page ad then ren on a 
Sunday, and the reorders com- 
menced coming in on Monday. 


Interviews Interesting 


Interviews with dealers in the 
promotion were interesting in that 
they suggested that practically all 
the elements of the project had 
some effect in inducing sales. 
While it was difficult to trace sales 
directly to the ad, the volume of 
traffic coming into the stores ask- 
ing about the mower reflected the 
work done by the ad. The fact that 
some consumers came from out- 
side a store’s trading area specifi- 
cally to see the deal was further 
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evidence of how the ad worked to 
build sales. 

One dealer reported several 
sales based on stopping passers-by 
with the window display. 

Another dealer told of a wife 
who came in the store for some 
housewares, saw the mower circu- 
lar on the wrap counter and picked 
one up for her husband. She re- 
turned the following evening with 
her husband and they bought a 
deal. 

Reaction to the low payment 
terms was mixed. Not very many 
mowers were actually sold on the 
low terms, but the dealers gener- 
ally agreed that the availability of 
terms which matched those offered 


by competing outlets added com- 
petitive punch to the entire pro- 
motion effort and did produce a 
few sales that would have other- 
wise been lost. 

The wholesaler’s sales meeting 
gave clerks valuable selling infor- 
mation and helped them do a bet- 
ter selling job, most dealers felt. 

One dealer equipped the mowers 
he had on display with a grass 
catcher and sold a number of 
these items as extras to the deal. 

The combfmation of the garden 
tools with strong appeal to women, 
and the power mower with a basic 
appeal to men, proved to be an un- 
usually strong drawing card in 
building husband-wife traffic. 





Revolving Lure Display Featured in 
Sporting Goods Department 


A revolving lure display is one 
of the features of the sporting 
goods department at Winchester 
Hardware, Inc., in Whitewater, 
Wis. It permits the showing of a 
wide variety of lures in a small 
area. 


Built on a 1 in. pipe center, the 
display has four circular levels, 
each 12 in. in diameter. Lures are 
attached to hooks. The price of 
each lure is marked just above the 
spot where it is hung. Board edges 
are trimmed with gummed paper 
for price marking. 





Lures are shown in compact and easily examined 
revolving display on one end of the department. 
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66 : ee NATION’S farm families are investing a big 


part of their increased earnings in better living. 
Extensive new building and redecorating of homes 
have made the farm a preferred paint market,” says 
Mr. Duncan. 

‘In addition to a barn and eight service buildings 
on the average farm, there is often more than one 
house on the place. Farm houses tend to larger size 
with larger rooms—and more surface to paint. 

*Our full color advertisements in Country Gentle- 
man and other farm magazines—combined with 
aggressive merchandising—have paid off handsomely 
in sales of Glidden Spred SATIN, the original latex 
base paint. Spred SATIN is especially helpful to farm 
families because of its ease of application, fast drying 


Country Gentleman ¥ 


... now including Country Living, the first 
complete editorial program of better liv- 
ing for every member of the rural family. 
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‘FARM FAMILIES 


Have Set the Postwar Pace 
in Home Decorating with 


can 
v¢ Glidden 


alin 


A. D. Duncan, Vice President, The Glidden Company 
General Manager, Paint Division 





and extreme washability. Farm people certainly have 
gone for it—and for our Endurance House Paint and 
other lines, too. Orders from rural dealers this year 
have exceeded our estimates by nearly a third.” 
Country Gentleman concentrates its 2,300,000 
circulation among the Top Half families—the group 
earning 9 out of every 10 farm dollars. They’re today’s 
biggest group of profitable new customers—for paint, 
home furnishings, foods, appliances . . . every product 
for better living. ; 
Dealers coast-to-coast say ‘‘Country Gentleman 
helps me most to sell my best rural customers’’ 
- « - and manufacturers place more advertising 
here than in any other farm magazine. 
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SPRING AND CHAIN 
DOOR STOPS 
==] 


(5 danas == 


They give complete wind damage 
protection for screen and storm 
doors. The chain keeps doors from 
opening more than 90°— the com- 
pression spring absorbs jar. Door, 
glass, and hinges are saved. 





The vivid individual packages and 
striking counter display box do the 
selling for you. 

Every home needs them! Order No. 
95 18 2 from your jobber. 


THE SHELBY SPRING HINGE CO. 


SHELBY - OHIO 
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With this attractive corner of 
its around-the-calendar toy depart- 
ment in Janesville, Wis.,. Douglas 
Hardware keeps things active. Lo- 
cated on the store’s second floor 
this section features wall displays 
behind sliding glass panels. Glass 
shelving, at varied levels, and un- 
der indirect lighting, make this sec- 
tion an eye-catcher. 

Attractive wallpaper covers the 


12-Month Display Features Dolls 





Dolls of many types and qualities greet visitors to this section. 


walls above the display cases and 
the top of the units is used for 
showing large toys for housekeep- 
ing-minded girls. 

Extra doll stock is kept in 
drawers under the glass front sec- 
tions. Donald Staven, second floor 
manager, reports that this dis- 
play builds considerable impulse 
business among people browsing 
throughout the floor. 





pany has, in fact, been able to 
trace $8,500 of direct sales in a 
year to this simple idea. The same 
cards are also ,distributed at the 


Mailbox Pulls Bids for Estimates 


(Continued from page 66) 


firm’s exhibit during the Mil- 
waukee Home Show each year as 
well as at other business shows 
attended by the public. 





(_] Heating System 
("] Plumbing 


(_] Builders Hardware 


Have your representative call at 


Name 


MAIL THIS CARD 


. Iam interested in having an estimate on the following: 


(_] Summer Air Conditioning 


P.M. Date 








Street and No. __ 





City 








State 














Message side of card used to request estimates. 
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Powerful Corbin Advertising 
in Popular Mechanics, Popular 
Science, and Mechanix 
Illustrated means increased 
demand for these fast-selling 
padlocks ... right in your own store. 
The small assortment of Corbin Padlocks 
illustrated here enables you to meet practically every 
need. Order a stock from your Corbin jobber NOW! 
Display them up front. That’s the way they'll sell 
... sell fast... faster than ever before. 






Only 34” wide! So tiny it's ideal to 
lock up golf bags, fishing tackle, 
etc. Extruded Brass body. Bufted 
finish. Ward mechanism, Brass 


shackle. 





CORBIN CABINET LOCK DIVISION 
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No. P904 = 
for unsunrpased, quality 


12" wide. Sell this padlock to 
customers who want the greatest, 


most lasting security, indoors or 
out. One-piece Extruded Brass 
body. Bright satin finish. All Brass 
pin tumbler mechanism. Hardened 
Steel, Cadmium plated shackle. 








> No. P75B 


see 


134” wide. A real BUY-cycle lock! 
Solid, rustless, Die-cast body. 
Aluminum lustre finish. Disc tum- 
bler mechanism. Cadmium ploted 
Steel shackle, with a 6” clearance. 





No. P45 


volume sales 


12" wide. Superior quality in the 
lower price class! Rustless, Die- 
Cast body. Aluminum lustre finish. 
Ward mechanism. Nickel plated 
steel shackle. 


Be sure to make 
every sale..... 


with CORBIN P 
e The American Hardware Corp., New Britain, Conn. 
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Merchandising Builders’ Supplies 


Store display and _ promotion; 
customer instruction and service; 
and credit assistance are the in- 
gredients that make the builders 
supplies department at the Mar- 
rero Hardware click. 

Frank Verdun and Shelton Per- 
que who operate this Marrero, La., 
store, have a builders’ department 
that carries “everything except 
lumber,” according to Mr. Verdun, 
who supervises the buying and 
merchandising of this phase of the 
business. That takes in tools, door 
hardware and locks, frames, sash 
and window, plumbing and electri- 
cal supplies and wall tile. 

Merchandising the department 
began by first deciding on the class 
of customer who was to be sold; 
the large contractor, or the little 
fellow; the home owner who does 
work on his own house and the 
part-time carpenter, electrician or 
plumber who does small jobs for 
friends and neighbors. 


Little Fellow the Choice 


The choice was the little fellow 
and Mr. Verdun made that choice 
because, as he says, “A _ store 
doesn’t make nearly the margin 
selling the big contractor as it does 
from selling the little fellow. 
Though the contractor buys in big 
quantities and is generally sound 
financially, he is courted by many 
merchants. He asks and expects to 
get lower prices. He is interested 
in how much discount is offered. 
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Here’s a small town hardware store that developed 

a thriving department by concentrating on selling 

to the little fellow—the small home owner and the 
part-time contractor 





"Putting in a new lock is simple,' 


" says Mr. Verdun [left) as he 





answers a customer's questions by actually showing him how 
to install a lock. 


“The small fellow buys at our 
regular prices, giving us our regu- 
lar mark-up and it is profit that 
matters. If a smaller volume pays 
a bigger profit, then that is what 
we go after.” 

This merchandising philosophy, 
of course, requires that the Mar- 
rero Hardware sell service along 
with a product; service in the form 
of instruction on product use. The 
man who does his work on his own 
home must often be taught as he 
goes along. 

“Take doors as an example,” 
cites Mr. Verdun. “Many a time 
I’ve demonstrated exactly how to 
put up a door. I’ve spent an hour 
going through all the motions of 
hanging that door before the cus- 
tomer said, ‘I’ll buy it.’ But I find 


that expenditure of that time pays 
Marrero Hardware in two ways. 
“It permits us to realize a full 
profit on the sale, and even more 
important, it makes a customer for 
us. That man will be back, again 
and again, and he won’t need in- 
struction every time. He will buy 
in other departments and will 
prove to be a good customer.” 


Always Asks Questions 


From this practice of assisting 
customers, Mr. Verdun has de- 
veloped a regular habit of asking 
questions. Should a customer ask 
for a certain type of roofing nail, 
“What will you use them for?” Mr. 
Verdun will inquire. If the cus- 
tomer has the right nail for his 
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For Year-Round 


Sales and Traffic -. 


Display the New Black & Decker 
Utility Merchandiser! 


This dramatic operating display literally gives 
you a portable electric tool department! Stops 
shoppers, helps your salesmen demonstrate 
B&D Utility Tools and Accessories, pays for 
itself in a short time, gives you continuous 
profits! Contains most popular selection of 
tools and accessories for fast turnover. See 
your B&D Utility Distributor, or write 
to: THE BLiack & DECKER MFe. Co., 
Dept. H-653, Towson 4, Md. 








Stock Black & Decker 
Utility Accessories! 


With millions of B&D Utility Tools now in use, there’s 
a ready-made market for B&D Utility Accessories. Get 
your share of this sky-rocketing “‘razor blade’’ business in 
stands, kits, attachments, drilling, polishing, abrasive 
and cleaning accessories. Order your stock of accessories 
from your B&D Utility Distributor now! Then show 
your customers how much more useful these accessories 
make their tools. You’ll tap a source of profits that flows 
on month after month after month! 
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You can’t blame a saw 
filer for insisting on 
a HELLER. Once he’s 
tried it, once he’s seen 
how quickly a 
HELLER puts that 
keen super-sharp edge 
on the saw teeth, he’s 
sold for good! He 
won’t accept any 
other file. 

A HELLER Saw 
File is a file for which 
the user 
WON’T ACCEPT 
A SUBSTITUTE. 





Only HELLER Saw Files 
Have All These Features 


Precision milling of the 
blank, uniform tooth struc- 
ture; advanced edge design 
minimizing breakage or 
shelling; exacting accuracy 
in texture and cut; the right 
temper that means lasting 
service and more effective fil- 
ing —these features put a 
HELLER in a class by itself. 

Lengths 4” to 8” in regu- 
lar taper, slim, extra slim ij 
and double extra slim. 





HELLER) 


BROTHERS COMPANY 
A New Jersey Corporation 
_ America's Oldest File Manufacturer | 
NEWCOMERSTOWN, OHIO 


Ask also about our complete line of 
Hammers; Masterenches; Seraperss 
Trowels and other quality is, 





purpose, all is well. “If not,” com- 
ments Mr. Verdun, “I can sell the 
nails he really needs and save him 
from doing the job the wrong way. 
Often that opens the way to sell- 
ing the customer some of our roof- 
ing materials, or other supplies for 
the job he wants to do.” 

If a customer should ask for 
paint, and upon inquiry it develops 
that the paint is to be used for re- 
finishing back steps, then Mr. Ver- 
dun has an opening to suggest 
paint remover, a good filler and 
wide brushes for the painting job. 

When it comes to larger sales of 
supplies to home owners, the Mar- 
rero Hardware has to be prepared 
to extend credit. But the firm is 
not set up to carry long term in- 
stalment credit and so arrange- 
ments have been made with a bank 
to finance customers who want 
credit over a longer period than 
the regular 30 days the hardware 
store offers. Helping them get 
loans helps to make sales. 





On the other hand, the small con- 
tractors, who are unable to collect 
from their customers until work is 
completed, must also be carried by 
the store. “We’ll carry them,” re- 
ports Mr. Verdun. 


Few Credit Troubles 


“It’s something we’re expected 
to do. But first we always have 
it understood, that depending on 
the date for completion of their 
job, a definite payment date to the 
store must be set. As a result, we 
seldom have credit troubles, for 
these contractors are businessmen 
and they know that if they do not 
pay their bills, they are out of 
business as far as we are con- 
cerned.” 

Promotional factors credited 
with bringing new business regu- 
larly to the builders’ department 
are advertising and display. 

Advertising emphasis is cur- 


(Continued on page 98) 


Show the home owner "how" and he'll buy builders’ supplies and do his 
own work around the home, believes Frank Verdun, demonstrating the 
use of an electric saw. 
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=, NEW’ Stanley “100 Plus” Full Octagon 














(STANLEY) "100 PLus” 
The ARISTOCRAT of Hammers 


ee Hoe 





Tr 4 “ag 
MEW "100 PLUS FULL OCTAGON UNIT OH 
The Aristocrat of hammers for those who want the best. 
Distinctive shape—power balanced—extra driving and 
pulling power. Curved and ripping claw patterns. 
Unit “OH” includes: 
4— No. OH 114 — 16 oz. @ $3.25 
1—No. OH 12 —13 0z.@ 3.25 
1 —WNo. OH 214 —16 oz. @ 3.25 
TOTAL RETAIL VALUE $19.50 
YOUR cost $13.00 
YOUR PROFIT $6.50 


NEW "100 PLUS" UNIT 'A" 
Similar to Unit “OH” but includes regular ‘‘100 Plus’’. 
Nail Hammers. 
whee Pon yl i: 
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UP swing your hammer sales... 
and with it your profit when 
this new salesmaker goes to 
work for you. 


This new Merchandising Display 
is yours without cost when you 
order the Stanley OH ‘100 Plus’”’ 
Hammer Unit. Made of tempered 
presdwood, it’s attractively 
finished in red, white and blue 

and holds three sizes of the finest 
hammers made. Stands 17” 
high and 1414” wide, has a sturdy 
easel back for counter use, or can 
easily be hung on the wall. 


Spot this colorful salesman 
within easy reach of customers 

. . . where they can heft the 
hammers . . . and sell themselves. 
Next time you call your jobber, 
order the new Stanley OH 

**100 Plus’” Hammer Unit and get 
the new Merchandising Display 
FREE. 


STANLEY TOOLS 
NEW BRITAIN, CONNECTICUT 


THE TOOL BOX OF THE WORLD 


STANLEY 


Reg. US. Pat. Off 





HARDWARE ® TOOLS ® ELECTRIC TOOLS 
STEEL STRAPPING © STEEL 
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Brushes get display on a 
plywood panel! attached 
to this pillar. 


Two pillars in the center of 
Ideal Hardware in South Milwau- 
kee, Wis., have enabled Ed. Stolpa 
to give better display space to 
paints, brushes and related lines. 
They are out where all traffic is 
exposed to them by reason of their 
center of the store location. 

One pillar area was extended to 
provide a display section 3 ft. wide 
and 10 ft. long, each side being 
equipped with 10 shelves. Says Mr. 
Stolpa, “The quantity of paint 
shown here is sufficient for our 
trade. Reserve stocks are in the 
rear of the store. 

“Color charts posted on the cor- 
ner of the paint area aid custom- 
ers in selecting shades they want. 
Since we placed the department in 
this center - of - the - store area we 
have had excellent sales increase.” 

On another pillar, about 15 ft. 
from the paint display, the firm 
shows a selection of paint brushes 
on a plywood panel fastened se- 
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Features Paints And 
Brushes on Pillar 
Display Areas 





Four-sided paint display around a center-of-the-store column 
has 10 shelves on each side. Display area is 3 by 10 ft. and 
is constantly exposed to store traffic. 


curely to the masonry pillar. When 
the proprietor or one of his em- 
ployees is talking about paint with 
one of their customers it is an easy 
matter to call attention to the 
brush display, for additional sales. 

“I’ve been selling paints for 
more than 15 years,” states Mr. 
Stolpa, “and I find that good paint- 
ing counsel is something every 
customer welcomes. Even if he did 
some painting last year and knew 
the fine points of getting a good 


job done, he may now need a re- 
fresher course on the same type of 
job.” 

Mr. Stolpa states that while he 
is wrapping up the paint purchase 
or ringing up the sale he can often 
pass out a pertinent bit of paint- 
ing or decorating information 
which will interest the customer 
so much that he will ask some 
questions. Many additional sales 
are made in this manner, with the 
customer getting valuable advice.” 
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Sast-Selling BUILDERS HARDWARE 


*y NATIONAL LOCK 


. OF 
te acacia Pig 


A58-134 HINGE HASP 














In-demand items... wide choice of sizes. 
Finishes include Plain Steel, Zinc Plated (ZP-1) 
and Brass Plated (BP-2) on specific numbers. 
Packed one dozen in sturdy, easy-to-identify 
cartons. Order now! Ask also about the 
popular Series "410" NATIONAL LOCKset. 





A65-114 STRAP HINGE 





A65-026 BUTT HINGE Reproduced actual size 
Look to 


National Lock 


as your dependable 
supplier for 


REGULAR and 
HALF SURFACE 


BUTT 
HINGES 


Here is one of the many quality 
items included in the broad line 
of NATIONAL LOCK builders 
hardware. Regular and half sur- 
face BUTT HINGES are available 
with ball tips, button tips and 
loose pins. Packed one pair with 
screws in a neatly labelled box. 


ASK FOR 
BUILDERS HARDWARE CATALOG 





distinctive haidwae...all from ] source N 


NATIONAL LOCK COMPANY 


Rockford, Illinois ¢« Merchant Sales Division 
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. «They'll go for 


MANN’S 


Sportsman Axes 





28” handle 


BOY’S CAMP AXE, with 
Sheath, Michigan Pat- 
tern,11/, Ibs., 14” handle 





All the years of Mann’s research 
and production experience in 
making top-quality woodsmen’s 
axes goes into the design of these 
lightweight Sportsman camp 
axes. Heads are finest steel... 
tempered to perfection by Mann's 
skilled craftsmen. Handles are 
selected, lacquered hickory. This 
perfect combination of beauty 
and quality makes a Mann Sports- 
man axe as outstanding for sales 
appeal as it is for performance at 
the camp site. Order through 
your jobber today. 


IT TAKES A MANN TO DO A MAN'S JOB 
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SPORTSMAN AXE, Day- 
. ton Pattern, 21%, Ibs., 






Hardware and Plumbing Supplies 
Build Traffic for Each Other 


| (Continued from page 63) 


plumbing business employing six 


men and concentrates on selling 


and supervising plumbing jobs, his 
hardware division furnishing him 
with many leads. 

To get hardware customers in- 
terested in plumbing installations, 
Mr. Schwartz set up colored tile 
wall sections, both for selling tile, 
and for displaying fixtures in a 
more natural setting. 

Originally the store had a ser- 
vice man who would install tile for 
customers, but this service was 
discontinued when it was found 
that many people now prefer to do 
their own tile work. 

Many customers have read in- 








Colorful tile panels such as these boost sales not only 
in various types of tile, but also in its bathroom fixtures. 


structions in magazines and in 
manufacturers’ literature as_ to 
what type of tile to buy, how to in- 
stall it, and are able to do a satis- 
factory job themselves. Neverthe- 
less in selling tile, the Schwartz 
staff also makes sure that the cus- 
tomer understands how to do the 
job and gives additional instruc- 
tion as needed. 

Another interesting display is a 
small tiled section around a smal 
model bathtub to show how home- 
owners can beautify and modernize 
their bathrooms. Flanking this dis- 
play are a rack for toilet seats and 
panels for various bathroom acces- 
sories. 





way it will be read by people who 
have in mind front or back porch 
comfort, and who are actually in 
the market for screening just when 
they see the circular. 

(5) Radio time. 

Campo Hardware uses radio pri- 
marily as a tie-in tool of mass 





selling. It is employed for events 


7 Point Advertising Program 


(Continued from page 55) 


such as appliance manufacturers’ 
contésts. 

“We bought several radio spots 
to go along with a recent national- 
ly advertised radio set contest. 
These pulled strongly for about 10 
days and quite a number of pros- 
pects came in saying they had 
heard our radio commercials, and 
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Poly Nose Pliers. 
Answer the popular 
demand for strong 
lightweight pliers, 
with multiple 
adjustment. 


Diagonal Pliers. 
Light, easy-to-handle. 
For cutting small 
gauge wire. Long- 
lasting, tempered 
cutting edges. 














Slip Joint Pliers 
for precision work. 
Diamond Knurled 
Handles for 

positive gripping. 







































Lineman Pliers. 
Designed to give 
complete satisfac- 
tion. Keen cutting 
edges are tough and 
durable. Blued 
handles with 
polished head. 


tool market—the ‘‘home 
fix-its”! . . . Heze’s just 
r be a small part of the 


popular, profit-making 
Barcalo Line that guar- 
antees complete cus- 

guy W @) wa nts +o tomer satisfaction .. . 
Write today for the 

big, illustrated catalog 

showing the complete 


eae " 4 : line. Send a postcard 
| FIX IT h | mM Se lf to Dept. “T”, Barcalo 
. Mfg. Co., Buffalo 4, 


. ¥. 


TOOLS BY BARCALO 


e Drop Forged 

e Accurately Machined 
© Carefully Heat Treated 
e Attractively Finished 
—the line that’s speci- 


ally built, specially 
priced for quick sales 






45° Offset Pattern 
Box Wrenches. 

All sizes, available 
individually or 

in sets. 


Combination Box 
and Open End 
Wrench. Drop- 
forged from Nickel 
Chrome Molyb- 
denum Steel. 

\ 14 sizes ¥" to 

7 9 114" in sets or 
jee) individually. 

























Open End 
Wrenches. 












Pipe Wrenches 















in 8,10 and 14 Perfectly 

inch sizes. Balanced. 

Polished steel 9 sizes 

jaws and frame. individually 
or in sets. 









Adjustable Angle 
Wrenches in 6,8 
and 10 inch sizes. 
Thin pattern. 
Alloy steel. 





BARCALO MANUFACTURING COMPANY, BUFFALO 4, N. Y. 
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4-Cycle 
Air-Cooled 


Kohler Co., Kohler, Wisconsin. Established 1873 


KOHLER or KOHLER 


PLUMBING FIXTURES © HEATING EQUIPMENT e ELECTRIC PLANTS 


AIR-COOLED ENGINES 


ENGINES 


KOHLER 

























Kohler Engines provide re- 
liable power for a wide range 
of uses. Compact, quick-start- 
ing. Engineered and built to 
the high standards that have 
won world-wide acceptance 
for Kohler Electric Plants in 
construction and other indus- 
tries. The Kohler mark has 
been identified with quality 
products for over three-quar- 
ters of a century. Write for 
information on distributor’s 
sales franchise. 





PRECISION CONTROLS 








“Look! I’m threading pipe with an oil can!” 


That’s about all the effort it takes to 
thread pipe with the Oster No. 422 
Power Vise Stand and your own die- 
stocks, Yes, and chucking pipe is easy 
too...with the Oster “Auto-Grip” chuck 
++.an EXCLUSIVE Oster feature. 

Range of the machine: 44” to 2”. Range 
with drive shaft: 22” to 8”. 


NAME 


’ WO KIDDING 





[1g lLAaEy 











Be wise... MOTORIZE your stocks and dies! 
| 
1 
i 


THE OSTER MFG. CO. 2028 East 6ist St., Cleveland 3, Ohio, U.S.A. 


(] Rush copy of catalog bulletin on No. 422 POWER VISE STAND. 
(] Rush names of Oster Distributors in our area. 


TO THREAD PIPE 
ON THIS MACHINE 








COMPANY 





ADDRESS 
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a number of sales were closed on 
first visits and others later through 
follow-ups — all directly attribu- 
table to the radio spots. 

(6) Special promotions. 

Once each year, Campo Hard- 
ware puts on its own give away 
event. Each purchaser, no matter 
how small his purchase, is given at 
least one ticket. It costs him noth- 
ing. On a stated date, there is a 
drawing for prizes. 

The Campos believe that an im- 
portant element in the success of 
this annual event of theirs is the 
offering of many prizes. Offer 
two or three, they say, and most 
people will figure that they have 
little chance of winning and so pay 
no attention to the event. There 
are always from 50 to 60 prizes in 
the Campo plan. These range from 
an important major appliance down 
to baskets of groceries, each worth 
around $5 at retail. 


Signs Create Interest 


In-store selling and outdoor signs 
are used to create customer inter- 
est and to make shoppers want to 
increase their purchases in order 
to obtain additional entry tickets. 

The prizes do not all come out 
of the Campos’s pockets. On some 
items, a cooperative deal is worked 
with manufacturers, to get prize 
merchandise at special discounts in 
return for the brand name adver- 
tising value of the contest. In 
others, the partners are able to buy 
things, not in their own line, at 
retailer discounts. 

(7) Display. 

Charles Campo looks on point- 
of-purchase advertising as an im- 
portant part of any retail mass- 
selling program—the part that. 
helps to make other parts pay off. 

“In the first place,” he says, “we 
do not allow the store to get clut- 
tered up with a mass of sign ma- 
terial, so that nothing stands out. 
That happens if you let each sales- 
man tack up his own displays. Our 
rule is to receive the displays and 
if they serve our purpose, we use 
them as part of an overall store 
selling scheme, not on a display- 
by-display basis.” 

A big part of the expense of dis- 
play is spent with the power com- 
pany. Lights are left on all night. 
to show up the entire store through 
the backless windows. An auto- 
matic clock turns off special spot- 
lights at midnight, but the banks 
of fluorescents stay on throughout 
the 24 hours of each day—Sun- 
days included. 
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STANDARD woop BORING DRILL SET No. H14D 


Packed 6 sets in counter display carton. Each set consists of 5 drills: 1 each, 
Val’, He’, Ve", Ke’’ and Y2’’—all with %4”" shank, for portable electric hand 
drill or drill press. Drills are tempered to avoid damage if metal is encountered. 
Order No. H14D from your distributor. 


® Standard self-merchandising Drill Sets will give you more 
dollar volume and dollar profits per square foot of counter 
space than almost any item of merchandise you carry. 


Here are three self-merchandising drill sets—packed in 
display cartons—for which there is a steady demand from 
home craftsmen, woodworking shops, repairmen and me- 
chanics. These classes of people are already your custom- 
ers for other items—why not get their drill business, too? 

Standard Shield Brand Drills have been used since 1881 
by industry. They are Foremost Quality in design, work- 
manship and material. Ask your distributor’s salesman to 
supply you. If he cannot, write us and we will ask the near- 
est Standard Tool Distributor to call you. 





ft “ BOR NG “is 
3 W : a TS 


SMALL PACKAGES 


NI ANDARD 

WEig vit 

ELECTRi¢ bel tl] 
DRILLS By 


oR 
FAST daiiig 





STANDARD mechanic's DRILL SET No. H30BD 
Packed 6 sets in attractive 3 color display box. Each set consists 
of 8 straight shank jobbers’ drills, o’” to Yo’’ inclusive by 32nds. 
Carbon steel suitable for boring metal or wood—order Standard 
No. H30BD from your distributor 














\TANDARD 


STANDARD oreast ata 

DRILL SET No. H18D bees 
Packed 6 sets in attractive 3 yt: 
color counter display. Each set 
consists of 9 carbon steel drills 
Ve’ to %6’" inclusive by 64ths. 
Straight shank jobbers’ drills 
for general purpose use. Order 
No. H18D from your distributor. 








STANDARD [OOL ((0. S22i348"%. ono 
New York « Detroit » Chicago * San Francisco 


THE STANDARD LINE: Drills « Reamers + Taps + Dies + Milling Cutters « End Mills « Hobs Counterbores + Special Tools 
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YOU SHOULD STOCK 
CHICAGO “Safety Plus” Screws 


@ Socket Screws © Cap and Set Screws 
@ Nuts @Taper Pins @ Studs 


@ They’re Quality Made to be Trouble Free 

© They’re better packaged for easier stock 
room service 

@ They’re a greater profit line for you to 
feature for replacement in ALL fields of 
manufacture 


Ask for CHICAGO and get "Safety Plus” 
from your HARDWARE DISTRIBUTOR 
today. 


o SCREW COMPANY 
2509 WASHINGTON BLVD. 
ELLWOOD, ILL. 










voul Watc 
The complete Amalite Line is packed in beautiful 
eye-appealing, red, blue, and green kits. Blades 
are interchangeable and are made of hardened 
and tempered tool steel. The extra-large handle 
is made of attractive durable plastic and is com- 
fortable to the grip. 


NATURAL FAST 
SELLERS! 





Economy Tool Kit #A341 





Household Tool Kit #A441 


AMALITE focrKirs. 


Place these fast selling Amalite Kits to work for 


how they actually sell themselves! 


Write today for our complete catalog. 
“SET YOUR SIGHT ON AMALITE” 





Linc 
1884 PITKIN AVENUE, BROOKLYN 12, W. Y. 


Manufacturers of hardware specialties. 
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Hand Tailored Store Accents Parking Lot 


(Continued from page 71) 


parking in the rear and that the 
establishment specializes in indus- 
trial and farm supplies. 

The rear area parking space is 
an example of what can be aone to 
provide clean, all weather parking. 
The lot measures 100 by 80 ft. Mr. 
Katelman has concreted the entire 
space and rented half of it to a 
taxi company which has also in- 
stalled a gasoline pump in the area. 
A 50 by 80 ft. space is for the use 


| of Katelman customers who can 


enter the new store by the rear 
door if they wish. 

Two 12 ft. high metal doors, en- 
able trucks to go directly into the 
rear of the 50 by 130 ft. store. An- 
other 10 by 10 ft. door at the left, 
with a ramp outside and inside, 
permits loading and unloading at 
truck levels and facilitates mate- 
rials handling. 

Dealing principally in farm sup- 
plies, heavy hardware and indus- 


| trial hardware, Katelman Hardware 


has a combination warehouse and 
showroom for these heavy items. 
Welded steel shelving along the 
walls of the warehouse-showroom 
is used to hold and display heavy 
items. 

The new store has a conventional 
type retail store showroom, too, at 
the front area. It is 25 ft. deep 
and is connected with the rear area 


by a large archway through which 
customers can go to inspect heavy 
and bulky industrial and farm sup- 
plies. 

In the forward store area, hand 
and power tools, light hardware, 
nails, bolts and other typical home 
construction and maintenance items 
are neatly displayed. 

Mr. Katelman has been in the 
hardware business since 1933. Prior 
to that date he was in the foundry 
and farm implement manufactur- 
ing field. He still has an interest 
in a small foundry and this experi- 
ence aids him in stocking and sell- 
ing supplies to the industrial field. 

Thousands of Iowa farmers shop 
in Council Bluffs and _ nearby 
Omaha. But, as in many areas, 
parking is a problem in these two 
cities. Because of the convenient 
parking facilities at the Katelman 
establishment and its fine stock of 
farm supplies including heavy 
hardware, tractor equipment and 
tools, many farmers make this 
modern hardware store their shop- 
ping headquarters. 

The cost of this new building, 
exclusive of fixtures and concreting 
the parking area, was about $50,- 
000, reports Mr. Katelman. It is 
so constructed that a second story 
may be added if the need ever 
arises. 





Easy Inventory Control 
(Continued from page 62) 


rules dividing the page into inch 
squares. 

Each item of merchandise is al- 
lowed four squares vertically. And 
across the page, the following in- 
formation is entered: (See form 
illustrated.) (1) Store stock num- 
ber; (2) factory or catalog number 
and size; (3) classifications and re- 
tail price, and (4) inventory and 
purchase quantities. 

The latter information is entered 
vertically under the date of inven- 
tory. Numbers in the first line give 
the count of the item in the floor 
stock, while those on the second 
line give the count of the item in 
the warehouse stock. The total of 
both counts is on the third line. 

In the remaining line, the fourth 
line, the amount purchased is en- 
tered in red for quick identifica- 
tion. 

On a single page, an inventory 
and purchase record for as long a 
period as two years can be shown, 


thus providing a continuing record 
of valuable information in very 
little space. 

Mr. Rea insists that there’s no 
substitute for the owner’s or man- 
ager’s own knowledge of his busi- 
ness when it comes to setting up an 
inventory system, for the hard- 
wareman must adapt the system to 
his own individual needs. 

At the beginning he has to de- 
cide what staple items he’s going 
to carry. He cannot thereafter 
capriciously add or drop stock and 
get maximum results with the sys- 
tem. Such actions must be guided 
by the stock control system itself. 

Mr. Rea also advises that those 
starting a similar program begin 
with and experiment in one depart- 
ment before extending it to others. 
That will serve to iron out any 
kinks that may develop. However, 
he emphasizes that a thorough job 
must be done in order to give the 
system a fair tryout. Halfway 
measures won’t do. 
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DEALERS SAY, 
UF KIN 


“SELLS BEST” 


“RECOGNIZED QUALITY” 





PLUS FULL PROFITS 


[UF KIN “LEADER” CHROME-CLAD 
STEEL TAPE 


Dealers say their customers prefer the high quality Lufkin 
Chrome-Clad steel tapes because they are accurate, dur- 
able, and easy to read. Jet black markings are perma- 
nently bonded to the Chrome-Clad steel tape — stand i so heat 
out sharp and clear against the chrome white back- MARKINGS 
ground. The Chrome-Clad line —a Lufkin exclusive — THAT ARE DURABLE 
will not crack, chip, or peel. The rust-resistant metal case 
is covered with tough, durable, maroon colored Vinyl. 





[UF KIN RED END 
FOLDING WOOD RULES 


Lufkin Red End Folding Rules are demanded by both 
professionals and home handymen. The features that 
make these rules smooth-working and long lasting are: 
exclusive Lufkin patented brass lock joints reduce end 
play and maintain accuracy; brass strike plates resist 
wear; durable enamel finish is further protected by 
tough clear plastic coating; selected straight grain hard- 
wood sections are tough and flexible. Available in a 
wide range of markings. 





SELL UFKI, TAPES * RULES * PRECISION TOOLS 


THE LUFKIN RULE CO., SAGINAW, MICHIGAN «© 132-138 Lafayette St., New York City * Barrie, Ontario 
91 
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MELNOR 
TRAFFIC 
STOPPERS! 


#600 


om 
. SP- 


es * 


Customers STOP 
at a Melnor display. 
Volume rolls, 
profits accelerate. 
GO Melnor! 


Free catalog and a host of sparkling 
dealer sales aids available on request... 


MELNOR metat prooucts Co., inc. 
112 Lafayette Street, New York 13 
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Manufacturers Taking Notice 


by A. W. Davies 
Moore-Handley Hardware Co., 


Birmingham, Ala. 


Mr. Davies continues here his discussion of the Joint 
Industry Committee of the National Industrial Dis- 
tributors' Assn and the Southern Industrial Distributors’ 
Assn which was begun in Hardware Age issue of May 


29, page 57. 


(Continued from page 52, May 15 issue) 

Without discussing the figures 
developed on any individual prod- 
uct. we wish to bring to the atten- 
tion of manufacturers the revealing 
fact that all of these studies, 
whether they are considered sepa- 
rately or as a whole, conclusively 
demonstrate the very real need for 
reducing our small order loss 
problem. 

I know some may say we have 
been talking about small order 
losses for years, that they are in- 
terwoven with and are a part of 
the service we must render buyers, 
and that little can be done about 
them. 

I am reluctant to accept that 
philosophy. All of us are facing 
higher operating costs and _ sub- 
stantially increased taxes. These 
losses constitute a major leak in 
our profits that will become in- 
creasingly significant as conditions 
become more competitive or if we 
encounter a decline in our sales 
volume. Through the studies thus 
far concluded, it: is clearly estab- 
lished that our profits on larger 
orders do not always offset the 
losses on small orders. I do not 
advance the idea that we can com- 
pletely eliminate all small order 
losses, but I do believe we should 
continue our efforts to reduce them. 

There are at least two ways in 
which the situation might be 
helped: First — by manufacturers 
taking into consideration in their 
suggested resale prices the added 
cost of handling broken packages 
and small quantities. Secondly— 
by adopting our decimal packaging 
program which materially reduces 
the clerical work for manufacturer, 
distributor and _ industrial con- 
sumer. 


We now have under way a sur- 
vey to determine the views of mem- 


bers of the two Distributor As- 
sociations regarding lines which 
they believe can be decimal pack- 
aged to advantage. It is not 
thought that decimal packaging 
can be applied to all lines but, when 
our study is completed, we will be 
prepared to supply manufacturers 
with further opinions and recom- 
mendations of our members on this 
entire subject. 


There is another problem the 
solution of which would materially 
help manufacturer and distributor. 
While our committee has not given 
attention to this problem, I believe 
it should be on our agenda for the 
coming year. It is the need for 
improving the relationships _be- 
tween distributors’ and manufac- 
turers’ representatives especially 
in territories and areas somewhat 
distant from the manufacturers’ 
home office. 


Growing Concern 


First—There appears to be a 
growing concern over what is re- 
garded as the failure of manufac- 
turers to keep sales representatives 
fully informed about the policies of 
their company. 


Advices we receive indicate that 
salesmen — especially independent 
sales or manufacturers’ agents— 
sometimes disregard company 
policy or make their own decisions 
which are contrary to company 
policy. 

This, it is stated, has frequently 
disturbed the relations of distribu- 
tors with their customers and has 
sometimes resulted in either the 
loss of business or complete sever- 
ance of relations with the account 


Second—Distributors are often 
reluctant to report conditions of 
this nature especially where men 
have been in the territory for some 
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8 IMPORTANT FACTS 
EVERY DEALER SHOULD KNOW ABOUT 


Fluttium 


THE MIRACLE SOIL-CONDITIONER 


itor As- ———(QMPARE |—— —— > 1. Fluffium ends forever the hard work involved 


s which | in making fluffy, loamy soil out of hard-packed 


int 
is- 
rs 

ay 





ane) 











al pack- * clay-type soils. It eliminates the turning in of 
is not u ) u m humus, topsoil and peat moss. It acts chem- 
ickaging al ically to a depth of 3 to 5 inches, converting 
5 wee Blt clay-type soils into fluffy, work- 


it, when e 
. will be With ANY Other able, aerated and moisture-retaining garden 


acturers loam at about !/g the cost of peat moss. 





recom- e e,°@e@ 

Peep Soil Conditioner! 
Flufium Covers More Soil 
em the Area, Costs Your Customer ps a 


iterially ‘ 
itinhor Much Less! When soil is dropped into s Bs Already tested, used and proved miracu- 
quickly breaks down into fine lously successful by over 20,000 home and com- 


ot given 1 2 dust-like particles and forms 4 
believe /> al 5 50 @ muddy sludge. mercial gardeners. 
a ° bd FLUFFIUM TREATED 


for the . , 
oe aoe (4 Ibs.) Enough for up to 500 to 750 sq. ft. EN - N 4. Developed under actual. gardening condi- 


2. 1 Gal. (8 Ibs.) concentrate does the work of 
15 bales of peat moss. Keeps soil conditioned 
indefinitely. 











test tube contai Fluffum, H H H ’ H 
ps _ be- 1 i $Q 95 i forme larger soll'agarevates tions in the laboratories of Dreer's, horticultural 
rm ng easy entry of mois- 
anufac- ga e . fure, air and nutrients. experts for over 115 years. 


pecially (8 Ibs.) Enough for up to 1,000 to1,500 sq. ft. S. Compare prices and area coverage. With Flu‘fium, your customers 


mewhat $ can condition 500 to 750 feet of soil for only $5.50. 
turers 2 gals. 19.00 


sis maid baenesiiendiibe * 6. You can order any quantity you need. Immediate delivery. 
s.) Enough for up to 2, 0 3,000 sq. ft. 


7. Fluffium gives satisfactory results when sprinkled or sprayed on sur- 
Dealer's Discount: 33/3% face, then lightly raked in. 
































») be a , 

: he oe Wette, Wire or Phone Your Créer NATIONALLY ADVERTISED IN SATURDAY EVENING POST 

inufac- Today 8. Fluffium is the most powerfully advertised soil conditioner in the 

tatives Get FLUFFIUM on your shelves United States. In addition to our Saturday Evening Post advertisement 

icies of and watch it walk out of your in the June 28th issue, regular half page and full page ads appear 
og oe — and = every week in large metropolitan Sunday Newspapers: You will benefit 
Sales helps to enable you to cas H 

te that in on our national advertising will from the tremendous interest we have developed! 

endent be shipped with your order. “ P - 

aapegell As this is written, our mail order The Miracle That s Rocking——_ 

pany ads are rR’ cash-with-orders 

cisions at a rate of $10,000 a day, and ° « 

mpany the mailbags are getting heavier UNTREATED soi, | LIGHT, LOOSE The Horticultural Business ! 
each day. We’ve proved that your FLUFFIUM TREATED! 
market is waiting for you with COMPACT a 

juently wide open arms, u : ul m 

stribu- 

- oo Makes Hard - Packed and 

> e 

eae Roots Grow Easily Clay-Type Soils Workable, 

‘count Seedlings Spring to Surtace Aerated and Moisture Re- 

often In Fluffium-Treated Soil! —> taining! 
ns of 
e men - ‘ 
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Who Could RESIST y 
A Gun Like This 
At A Price Like 





















Model 30C 
3-shot Bolt Action 
Repeating Shotgun 
with KOMP-CHOKE 


Compensator and Adjustable Choke 


net Sm 


Ouly # 57.95 


12-gauge, 16-gauge and 20-gauge 








Think of it—a quality shotgun with all 
the Kessler features such as_ one-piece 
barrel and breech, one-piece genuine 
Walnut Stock and extra-strong chamber and 
bolt — PLUS exclusive 6-position adjustable 
choke for ALL-RANGE and ALL-SPORT 
shooting — PLUS compensator to reduce 
recoil—all at this unbelievably low price. 
Here’s a gun that will sell itself—in your store. 
A FEATURE FOR YOUR GUN SALES 
Stock all three of these amazingly low-priced 
quality Kessler guns — in 12, 16, and 20 gauge. 
Kessler Model 28 Bolt Action 
3-shot Repeating Shotgun $25.95 list 
New Kessler Model 50 LEVER-matic shotgun 
*3 shots in less than 2 seconds” ..$52.95 list 


The Finest Shotgun Buy At Any Price 


KESSLER ARMS CORP. 


200 Mechanic Street e Silver Creek, New York 
Dealers! Wal 7his Coupon “Joday! 


MANUFACTURERS 
of the 


Millions of 
sportsmen will 
soon see 
Kessler Guns 
advertised in 
their favorite 
magazine. 





Kessler Arms Corp. 
200 Mechanic Street 
Silver Creek, N. Y. 
[] Yes — RUSH me all facts on Kessler priced-to-sell 
shotguns ! 

[] Please have your nearest jobber bring me, FREE 
copies of “Shot at Random”, gun safety 
folder, with hilarious Harry Goff drawings and 
humorous verses. 


LEVER-matic 
SHOTGUNS 








ADDRESS 








time. Manufacturers sometimes 
feel that they have a substantia] 
investment in them and may, there- 
fore, be unwilling to replace them. 
Distributors are likewise fearful 
that complaints may bring about an 
even worse situation by causing the 
salesman or agent to become an- 
tagonistic and hostile. 

Third—There is-also complaint 
that many manufacturers who sell 
through agents do not have anyone 
who is qualified to arrange a sales 
meeting for the education of dis- 
tributors’ men. 

We also hear protests against 
the very poor sales meetings that 
some salesmen hold. They are often 
poorly qualified and while they may 
possess technical information, are 
unable to impart it to salesmen. 
Such meetings are, therefore, of 
little value. 

To overcome these conditions, 
manufacturers’ interest in good 
sound slide films is reported to be 
increasing, as they are vastly su- 
perior to inadequately prepared 
and mediocre or poor sales presen- 
tations by manufacturers’ repre- 
sentatives. 

Fourth—It is further reported 
that manufacturers’ representa- 
tives, and especially independent 
sales agents, have declined to go 
out in the territory, with distribu- 
tors’ salesmen. This too should be 
rectified by the manufacturer. 


Situation Merits Attention 


The situation is one that merit~ 
corrective attention in view of in- 
creasingly competitive conditions 
now anticipated. 

I urge all members to extend 
the fullest cooperation to the Joint 
Industry Committee next year. It 
is our basic function to stimulate 
and encourage the development of 
better relations with our suppliers. 
The committee will welcome com- 
ments and suggestions from mem- 
bers at any time. We also look 
forward to the continuance of 
parallel activities on the part of 
the American Association through 
the Coordinating Committee. To 
that end we pledge them our fullest 
cooperation. 

In the final analysis, we are all 
in the industrial supply business to 
make a profit. This can best be 
accomplished through a well co- 
ordinated program of mutual as- 
sistance for the attainment of 
equally mutual benefits. This will 
continue to be our objective. 
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Hottest New Hardware Item for 1952! 


HARD-TO-GET CARBON AND ALLOY STEEL 





Your customers will go for this wonderful steel assortment in the Sure Spec Tinker - Pak 









© FO he aeas ea ie 
Cahes jonah 
. inher pal, 












—COMES IN COUNTER DISPLAY CONTAINER! 
The Tinker-Pak will sell itself right off your counter. 





SEC 








This assortment of finest quality carbon and alloy steels is sought after by home workshop 
owners, tinkerers, small storeowners, school manual trainers and repair shops. 


—WHAT TINKER-PAK CONTAINS! An assortment of the following quality steels; 


Tubing from 4%” O.D. 
to 154 O.D. approx. 


Flats from 4%” x ¥,/’ 
to 4" x 44” approx. 


Squares from 
Y” to 44" approx. 


Rounds from 
% to 4%" approx. 


All are approximately 12’ long—Weight 5 Ibs. 





Repairs— Door Stops Appliances 
Car —WHAT TINKER-PAK DOES! Baby Carriages Automobiles 
Small Motors Sleds 
Lawn Mowers Garden Tools 
Toys and dozens of things! 
SPECIAL FOR JOBBERS Makes— Small Tools Door Fasteners 





We would like to hear from jobbers interested in handling 
Tinker-Paks, as this hard-to-get item is coming into great de- 
mand. We believe hardware jobbers serve the retail hardware 
merchant best and we therefore have interesting proposals to 
outline for Tinker-Pak and other unusual Steel products. 


Handles 

Towel Racks 
Furniture Braces 
Hinges 


Fish Spears 

Gun Racks 

Lamp Shade Holders 
Outdoor grill legs 
and many, many more! 








for service dependable as the sun 






Order —Tinker-Pak Today! From your jobber or direct 





| SOLAR STEEL CORP., Tinker-Pak Dept. I 

ST 3 EL Union Commerce Bidg., Cleveland, Ohio 1 

Please send me the following Tinker-Paks: | 

CORPORATION | [] 1 dozen in display container at $ 21.45 | 

Union Commerce Bldg. l [] 2 dozen in display container at 42.90 ] 

Cleveland, Ohio { [] 5 dozen in display container at 107.25 1 

, Z | OO } 

“ spec % roe | | Street nee: alta — l 
® Cit : 

with plants and sales offices in 15 cities ” Terms 2%-10 days, 30 days net. Oe. aes . 
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Them... 
describing the varied products 


\qummannuee 









Tell me how I can get the names and addresses of prospects 


for new-home products .. . in 


local marketing areas within 37 Eastern States only). 


NAME 


Hand-Picked 
Prospects for You... 


MR. HARDWARE DEALER! 





Day after day, the people in your territory 
who are about to build their own new homes are located 
by the world’s largest construction news gathering organization. 


a book of catalogs, illustrating and 


needed for new homes, 


is mailed to these prospects of yours. This book— 

Home Owners’ Catalogs—is used and kept 

while these prospects are planning what they will want 

to buy for their new homes. It is important to you 

that the products you stock, show and sell are completely 
described to these buyers before they make their final decisions. 


That is why so many leading 
manufacturers of the products that 
are bought for new homes 
distribute their consumer catalogs 
in Home Owners’ Catalogs. These 
companies know that this is the 
way to do a thorough pre-selling 
job for you. They know these 
people are pfospects for you 
because home-planners must buy 
the kind of things you sell. 


Whatever you sell you can get the 
names and addresses of hand-picked 
prospects in your territory. 


my territory (Available in 


—— oe oe 





COMPANY 


ADDRESS____ 


STATE. 





r 
I 
I 
! 
I 
I 
I 
1 
| = 
£ Be = # CITY ZONE 


! HOME OWNERS’ CATALOGS 
I 
| 


Dept. HA6, 119 West 40th St., New York 18, N. Y. 









Standardization of 
Orders and Invoice 
Forms 


A discussion presented at 
the recent Industrial 
Supply Convention 





by Wallace E. Anderson 
(Brown & Sharpe Mfg. Co.) 


More than three-fourths of the 
manufacturers and distributors of 
industrial supplies and machinery 
favor the use of a standard form 
size for purchase orders, accord- 
ing to a survey of opinion made 
public by Wallace E. Anderson, 
sales director of Brown & Sharpe 
Mfg. Co., Providence, R. I. 

This study is said to be the first 
analysis of this type, reported to 
a large manufacturers’ convention 
by an equipment manufacturer. 


Editor’s Note: Other discus- 
sions presented at the Industrial 
Supply Convention meetings were 
published in the issue of May 29, 
beginning on page 38. 


“There was 100 pct opposition 
to the use of post card purchase 
orders,” Mr. Anderson said. “The 
universal disfavor for such prac- 
tice should immediately result in 
its elimination.” 

Mr. Anderson stressed that the 
study was made by his own com- 
pany, as a contribution of manage- 
ment information, and that it was 
not an action of the official pro- 
ceedings of A. S. M. M. A. 

In the comprehensive study of 
manufacturers’ preferences in ar- 
rangement of purchase order 
forms it was pointed out that 96 
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In The Fire Pot... 


Preway’s exclusive Air-activated 
Burner demonstrates the brand 
of ECONOMY your customers 
want to hear about. It guaran- 
tees low fuel cost because it is 
designed to burn — and burn ef- 
ficiently — the cheapest grade 
of fuel oil on the market. 





Preway provides the Heat 
Miser — a specially designed 
heat booster. You can show 
your customers how it ex- 
tends the line of travel of the 
hot flaming gases over more 
heat-absorbing metal sur- 
faces to make every B. T. U. 
work harder. 











profitable 





oil-burning circulators 
are bigger in power, 
performance and economy 


A beauty of a heater is Preway. From appearance to per- 
formance, as you can see, this well-balanced line is power- 
packed with sales appeal. Just study the Preway features 
highlighted here ... each one an engineering-merchan- 
dising first that beats the best that others offer . . . and 
you'll know why Preway is already one of the country’s 
Big Three in space heater production. You, too, can cash in 
on this line of opportunity that puts you out in front of 
competition and out ahead in sales and profits. Act now, 
before it is too late, to be the Preway dealer in your com- 
munity. Phone, wire or write today for full information. 


PRENTISS WABERS PRODUCTS Co. 
2652 SECOND STREET, NORTH, WISCONSIN RAPIDS, WIS. 
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In The Circulating Action... 


Preway offers, as optional 
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In The Price Tag... 


t 
Preway gives you @ feature sa 
every customer responds to 


ractively 
(= = initial cost . . - the most att 












marked ticket in the industry. 
































98 


DOUBLE SALES PULL 
E-ROPE 


Z 


som OR REFUND o> 
$ Guaranteed by ® 


Good Houscheoping 
22745 avvernseo Sy 





Nationally advertised in 


The Saturday Evening Post 
and Good Housekeeping. 


Ask your jobber for samples. 


Or write us for complete in- 
formation on Tite-Rope and 
also Whale, the finest solid 
braided cotton clothes line 
you can stock. 


CORDAGE WORKS 


Boston 10, Massachusetts 





a LINE 


Doubly popular because it 
combines the strength of a 
wire centre with the clean- 

ness of a plastic coating. 
Wipes clean at the 
whisk of a damp cloth. 
No breaks, stretch or 
rust. Tested over 300 
pounds strength. The 
best of its kind on 

the market. 











pet of the manufacturers favor 
the use of standard locations on 
forms for pertinent order data, 
such as buyer’s name, order num- 
bers, and related facts. 

To encourage such standardiza- 
tion, Mr. Anderson said that work 
has been started on the prepara- 
tion of a standard purchase order 
form which meets the require- 
ments advocated by 96 pct of the 
manufacturers. 

In describing the results 
achieved from revision of form de- 
signs in sales and invoice forms 
used by Brown & Sharpe, Mr. An- 
derson stressed that substantial 
savings in clerical time were 
achieved. 

By introducing a “one time” 
writing system, orders and in- 
voices are now processed with 
about one-third of the labor re- 
quired under former methods, he 
noted. Errors in billing and ship- 
ping have also been reduced from 
a former level which averaged 
about 1.1 pct. to a new low level 
of 0.2 pct. 

“Formerly four and one-half 
months were required to train 
typists to fill out such forms, and 
the rate per day of the operation 
was only 80 units,” Mr. Anderson 
added. 

Under the new system, only two 
weeks’ training are required and 
typists can fill out 145 units per 
day, an overall increase in output 
of more than 50 pct. 





Merchandising Builders’ 
Supplies 
(Continued from page 82) 

rently being channelled into direct 
mail by which the store can reach 
its main market. Since the town 
of Marrero has no newspaper of 
its own, the nearby New Orleans 
newspapers are apt to go wide of 
the store’s mark. Concentration is 
what the Marrero Hardware seeks. 
Direct mail—circulars and other 
literature— are considered _ the 
firm’s best approach. 

And as for the in-the-store promo- 
tion, building materials and sup- 
plies displays are not concentrated 
in one spot, but are _ located 
throughout the store. The idea is 
to catch a prospect’s attention, re- 
gardless of what department he 
may be in. Mr. Verdun wants all 
to know, regardless of whether or 
not they are immediately interested 
in builders supplies that whatever 
is needed for home improvement 
can be purchased at Marrero’s 
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A SALES POLICY 
YOU CAN BANK ON! 


Continuous promotion 













New products 
and packaging 









Higher unit sales 
from related products 


Good maintained 
margins 


Staple steady 
sellers 


NOW-—a Closet Light at the popular 
$1 price—to add to your Monowatt 
line of fast-selling electric items 


Give this Monowatt Closet Light feature space on 
your counter. Newest item in a fast-moving line, it’s 
part and parcel of a sales policy that means business: 
continuous Monowatt promotion; new products, and 
packages that are also merchandisers; higher unit 
sales from related selling; good maintained margins; 
staple steady sellers which step up store volume. 


wos ONOWATT 


Up to now, the closet light has been considered a 
luxury—expensive to buy, and costly to install. Now 
Monowatt offers a Closet Light in the popular $1 price 
field—and one your customers can install themselves, 
in minutes. Light goes on automatically when closet 
door is opened, off when door is closed. 





wf @ 
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A DEPARTMENT OF GENERAL ELECTRIC COMPANY, PROVIDENCE, Bs Ve 
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© AN AUTOMATIC SAUCEPAN 
© AN AUTOMATIC CASSEROLE 
© AN AUTOMATIC ROASTER 
© A FOOD WARMER, T00 





It's round * Seamless * Easy | 


to clean * Stainproof alumi- 
num * Spatter proof cover ° 
‘ Removable element * UL 
approved 
| GIFT WRAPPED *427,7° 


List $26.95 (including excise tax) 





ORDER SAMPLE TODAY 
DEPT. C-6 | 


THE BURPEE CO., BARRINGTON, ILL. | 








= | 


| 
| 
| 
| 
| 


| COMPLETE 
ENSEMBLE | 


| 


ENSEMBLE M9STCI 


| CURTAIN SCREEN 
FIRE TOOLS and ANDIRONS 


| Same with Pul-o-matic 


$24.50 


Pull chains 


ORDER IMMEDIATELY! 
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Hardware and allied 
trade events up-to- 
date in each issue 
of Hardware Age 





National Events 


American Gas Association annual con- 
vention and exhibit by the Gas Ap- 
pliance Manufacturers Assn., Oct. 
27-30, at Atlantic City, N. J. Ameri- 
can Gas Association, 420 Lexington 
Ave., New York City 17. 


American Hardware Manufacturers 
Association, joint convention with 
the National Wholesale Hardware 
Association, Oct. 12-16, at Atlantic 
City, N. J. Hotel headquarters, 
Marlborough-Blenheim Hotel, Con- 
ference Booth Plan at Convention 
Hall. Arthur L. Faubel is secre- 
tary-treasurer of the manufactur- 
ers’ association with headquarters 
at 342 Madison Ave., New York 
City 17. 


Builders’ Hardware Show and Con- 
vention, Sept. 28-30, Oct. 1, at the 
Palmer House, Chicago. Sponsored 
by the National Contract Hardware 
Association and the American So- 
ciety of Architectural Consultants. 
John R. Schoemer, managing direc- 
tor, 420 Madison Ave., New York 
City. 


Housewares and Home _ Appliance 
Manufacturers’ Exhibit, July 7-11, 
at Atlantic City, N. J., Auditorium. 
Sponsored by National Housewares 
Manufacturers’ Assn., 1140 Mer- 
chandise Mart, Chicago 54. A. W. 
Buddenberg, secretary. 


National Hardware Show, Oct. 6-10, 
at Grand Central Palace, New York 
City. Sponsored by National Hard- 
ware Show, Inc., 331 Madison Ave., 
New York City. Frank M. Yeager, 
managing director. 


National Retail Hardware Association 
Congress, July 14-17, at Statler 
Hotel, Washington, D. C. Rivers 
Peterson, 333 No. Pennsylvania St., 
Indianapolis 4, managing director. 


National Sporting Goods Show and 
Convention, Jan. 25-28, 1953, at the 
Hotel New Yorker, New York City. 
Sponsored by the National Sporting 
Goods Association, 1 No. LaSalle 
St., Chicago 2. G. Marvin Shutt, 
secretary. 

National Wholesale Hardware Asso- 
ciation, joint convention wtih the 
American Hardware Manufactur- 
ers Association, Oct. 12-16, at At- 
lantic City, N. J. Hotel headquar- 
ters, Marlborough-Blenheim Hotel, 
Conference Booth Plan at Conven- 
tion Hall. Thomas A. Fernley, Jr., 
is executive secretary of the whole- 
sale association with headquarters 
at 1900 Arch St., Philadelphia, Pa. 


Paint and Wallpaper exhibit and con- 
vention, Nov. 12-15, at Chicago. 
Sponsored by the Retail Paint and 
Wallpaper Distributors of America, 
Inc., 4903 Delmar Blvd., St. Louis 
8, Mo. 


Regional Events 


Ace Stores annual convention and ex- 
hibit, Feb. 2-4, 1953, at the Conrad 
Hilton Hotel, Chicago. E. G. Lind- 
quist, 2355 S. Blue Island Ave., Chi- 
cago 8, secretary. 


Cotter & Co. Fall Dealer Show, Aug. 
11-12. Spring show and annual 
stockholders meeting, Feb. 2-3, 
1953. Both to be held at company 
headquarters, 365 E. Illinois St., 
Chicago 11. 


Pritzlaff Merchandise Fair, Aug. 18- 
20 at the Sports Arena, Milwaukee, 
Wis. Sponsored by the John Pritz- 


laff Hardware Co., Milwaukee, Wis. 


Texas Wholesale Hardware Associa- 
tion convention, June 19-21, at the 
Plaza Hotel, San Antonio. Secre- 
tary, Nat Johnson, P. O. Box 386, 
La Feria, Tex. 


State Events 


Mississippi Retail Hardware Associa- 
tion convention. June 15-17, at 
Buena Vista Hotel, Biloxi. David O. 
Mansfield, P. O. Box 1696, Jackson, 
secretary. 
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Latest Information on New Hardware Merchandise 


(Continued from page 13) 
years of age. All parts are easily 
assembled and replaceable. BMC 
Mfg. Corp., 5-9 Griswold St., Bing- 
hamton, N. Y. 


Small Flashlight 


This compact new flashlight, the 
Olin Traveler, is a 6-in. light that 
throws a 500-ft. beam. The slim, 
all-brass, chromed case flares out 





near the lens to increase illumina- 
tion capacity. The lens is protected 
by a translucent lens ring, enabling 
the Traveler to be kept in a stand- 
up position. There is a three-posi- 
tion, safety-lock switch, and a re- 
movable end cap for easy loading. 
Takes “C” size batteries. Sug- 
gested retail price is $1.39 without 
batteries. Olin Industries, Inc., 
East Alton, II. 


Window Fan 


Single-speed, No. 533, and 
double-speed, No. 544, window fans 
have a capacity of 3100 cfm, enough 
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to cool the average 6-room house or 
apartment. It fits any double-hung 
sash window from 24 to 42 in. wide 
without obstructing the closing of 
the window. Portable from window 
to window, it has a cabinet of 
slotted metal which is safe from 
children’s fingers. It is silver-gray 
and operates silently with a 1/6 
h.p. motor at 750 rpm. Attic fans 
are also available. Viking Air Con- 
ditioning Corp., 5601 Walworth 
Ave., Cleveland 2, Ohio. 


Toilet Tank Ball 


Non-Jiggle Rite-Fit Tank Ball is 
designed to utilize the swirling ac- 
tion of flushing water, resulting in 
a perfect valve seat every time, and 
completely eliminating toilet drip 
and the need for jiggling the tank 
lever. The ball is easy to install 
and has a blue body with a red 
plastic fin guide. Retailing for 69¢, 
it is individually packaged in coun- 
ter display box. A counter display 
container holding 12 boxes, news- 





paper mats and window streamers 
are also available to retailers. Han- 
cock Mfg., Inc., 135 S. Second St., 
Philadelphia 6, Pa. 


Sawhorse Brackets 


Flanged nail holes of sawhorse 
brackets, called Spee-Dee, allow 
disassembling the horse for storing 
or transportation. It can be done by 
slipping a claw hammer under the 
raised nail head (see inset) and 
pulling it out. Legs and rails will 
not slip, wiggle or work loose be- 


cause nails in the assembly make it 
firm and secure. Brackets take 
dressed or common 2x4 lumber. 
They are made of heavy gage steel 
and have a rust-resisting finish. 





They retail for $2 per pair and 
come packaged in attractive coun- 
ter display boxes. Dalton Mfg. Co., 
20 S. Central Ave., St. Louis (Clay- 
ton) 5, Mo. 


Cord Connector Body 


A redesign of the P&S 7084 
Double T-Slot Cord Grip Connector 
Body has a sturdy black Bakelite 
body with easy-find slots and thick 
steel armored section. Cord grips 
are bright zinc plated to resist cor- 
rosion. Long life contacts are ac- 
curately positioned and have spring 
at base, removed from the arcing 
point. Tapered wireways and large 
binding screws simplify assembly. 
The device has % to 9/16 in. cord 
hole and is rated 15 amp., 125 
volts; 10 amp., 250 volts. Pass & 
Seymour, Inc., Solvay Sta., Syra- 
cuse 9, N. Y. 


Corner Clamp 


Screens, picture frames, wood 
corners, etc., can be made in less 
time and with no difficulty by 
using this Belruss Corriér Clamp. 
It is a rugged shop tool, :7x7 in., 
of welded steel. The clamp Has a 
non-corrosive parkerized finisH and 
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takes up to 2% in. stock. It has 
an easy-to-operate thumb screw, a 
threaded clamp foot which grips 
without crushing, and holds two 
sides of frame or corner firmly in 
position for nailing or securing 
with patent fasteners. It retails 
for about $1.98. Belruss Mfg., Inc., 
4 Rogers Pl., Manchester, Conn. 


Hostess Set 


Four butter brushes, for butter- 
ing ears of corn, and four indi- 
vidual butter dishes comprise this 
Nibco Hostess Set. The brushes 





have green and yellow plastic han- 
dies shaped like an ear of corn and 
are tipped with nylon bristles. The 
dishes are made of matching yel- 
low porcelain. Sets are packaged 
in attractive self-display boxes and 
retail for $3.00. Silver-Chamber- 
lain Co., 253 Maple St., Clay- 
ton, N J. 


Lawn Sprinkler 


Improved model of oscillating 
lawn sprinkler, called Swingin’ 
Spray, is designed to give greater 
area coverage than previous model. 
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It features a link device that sim- 
plifies adjustments for different 
area settings and can cover a 40x60 
sq. ft. plot as well as all proportion- 
ately smaller areas. Made entirely 
of stainless steel, aluminum and 
brass, it is rustproof and non-cor- 
rosive. Very light in weight, it 
retails at $11.95. Counter displays 
and sales aids available. Melnor 
Metal Products Co., Inc., 112-114 
Lafayette St., New York 13, N. Y. 


Serrated Trowel 


Blade of serrated trowel is of 
high carbon trowel steel, hardened 
and tempered. It is flexible and 
light in construction, yet strong 
and durable. Handle mounting is 
made of tough aluminum alloy, to 
which the blade is fastened with 
10 hard steel rivets. Blade sur- 
face is smooth with rivet heads 
counter-sunk and finished flush. 
Roofing trowel has 4-in. saw tooth 
serration and linoleum model has 
half round serration. Handle, 414 
in. long, is made of hard wood. 
Suggested retail price is $4. Dea- 
rosa Mfg. Co., Inc., 340 W. Lincoln 
Ave., Mt. Vernon, N. Y. 


Plastic Cutlery Tray 
Available in the four or five com- 

partment size, this polystyrene cut- 

lery tray has a scalloped design on 





both ends and round corner con- 
struction, eliminating all sharp 
edges and allowing easy cleaning. 
Trays are odorless, chip-proof and 
non-toxic. They nest for easy stor- 
age and counter display. They come 
in red, yellow, white, gray, coral 
and chartreuse. Blisscraft of Holly- 
wood, 6674 Santa Monica Blvd., 
Hollywood 38, Calif. 


Chair Repair Material 


Now available for retail sales is 
Martin’s Duraweb, a plastic web- 
bing made in 27 colors or combina- 
tions for the redecoration and re- 
pair of wood or metal tubular 
furniture. Duraweb is resistant to 
most acids, fade resistant, unaf- 





fected by the elements, and flame- 
proof. A display stand holds 12 
standard rolls of Duraweb, 150 ft. 
long and 2 in. wide. The counter 
display is offered free with the first 
assortment of Duraweb; other deal- 
er aids are available. Martin Fab- 
rics Corp., 48 W. 38th St., New 
York 10, N. Y. 


Enamel Surface Wax 


Developed to protect the enamel 
surfaces of refrigerators and 
ranges, and the lacquer surfaces 
of television sets, this liquid polish 
and wax cuts surface dirt and film 
and leaves a protective coating of 
carnauba wax. After drying for a 
few minutes, it can be polished to 
a hard glossy finish. Retail price 
is about 98¢ a pint and it will be 
distributed through Admiral deal- 
ers. Admiral Corp., 3800 Cortland 
St., Chicago 47, IIl. 


Paint Roller Scraper 


This Thur-o paint roller scraper 
has a safe rolled cleaning edge that 
will not cut wool covers and is off- 
set to prevent back-splash when 
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are backed by 


SIMONDS GUARANTEE!” 


That's right...and that Guarantee is based solidly on Simonds 
Quality, made famous by America’s foremost sawmakers for 
over 75 years! Here, for the first time is a TOP LINE AT 
“POP” PRICES ... complete with 13 saw-types (including 
dado-heads, carbide-tipped and metal cytting saws) up to 12” 
in diameter. Round or special shape center holes for all 
electric hand saws. Finest saws made at these low prices for 
home workshops, schools, contractors, and light industrial 
work ... with a discount calculated to make the most money 
for you. Get in touch with the nearest Simonds Factory Branch 
today for the complete SI-CLONE 








RETAIL SELLING PRICES 


For Rip, Cut-Off, Easy-Cut and Combination Saws 









— ee oe. . 4 +s Ges 
e ts «5 eee a. =. «- $89 Saw Deal. 
es a. pa a. ae» 49S 


Supplied with Round or Special Shape Holes 


Oe-hos 


As listed in Simonds Catalog “ 



















Rectory Branches in Boston, 
Chicago, San Francisco and 
Portland, Ore. Canadian Factory 
in Montreal, Que. 
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BACK AGAIN! 








STOVE BOLTS 


WITH NUTS ATTACHED 
AT NO EXTRA CHARGE! 


















From Sharon, the line with the talking 
labels, comes once again one of our most 
popular packages—round or flat head 
stove bolts with nuts already on... at 
no extra cost. For details, ask your Jjob- 
ber or write us. 


| y 4}, 
Shavore Boll aud Screu' Co- 
> Ped 


ROSTON 10, MASS. 





uy | 


Sneed Sander 


, 





Complete 


| Polishes in minutes 





Every home needs this kit for finish- 
ing and re-finishing furniture, wood- 
work and metal surfaces .. . for 
smoothing walls . . . for cleaning, 
burnishing and polishing. It does pro- 
fessional work easily in minutes that 
would take tedious hours by hand. 
Kit includes the famous, motor 
driven, orbital motion, all-ball-bearing, 
die-cast-aluminum No. 150 Speed 
Sander; 18 abrasive covers (3 grades); 
2 Felt Pads for gp agen pee 
jponge neoprene pad for curved sur- 
faces; Lambs wool polishing cover and 
tog we template for cutting 3 covers 
rom standard 9x11” abrasive sheets. 
Each kit in a fitted display carton. 


eceeeceeecee Write for Catalog Sheet 
SPEEDWAY MFG. CO. 


B836South 52nd Ave. *« Cicero 50, Illinois 
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the scraper is pulled across the 
paint roller. The handle, which is 
curved to fit the hand, has one end 
designed to open stubborn paint 
cans. There are 24 Thur-o scrapers 
mounted on an attractive counter 
display card. Brush-Save, Inc., 
5049 W. Loomis Rd., Milwaukee 
15, Wis. 


Sanding Mesh Fabric 


Open-mesh fabric, called Grit- 
cloth, does not clog, but allows re- 
moved particles to flow through the 


* 
F 





holes. The abrasive is imbedded 
in a_ screening-like fabric that 
holds the abrasive firmly. It will 
last 10 to 15 times longer than 
sandpaper. Either side can be used 
wet or dry, flat or folded, on sand- 
ing machines or by hand, and is 
easily cleaned by rinsing in water. 
Bay State Abrasive Products Co., 
Westboro, Mass.’ 


Plastic Tape 

Plastic electrical tape added to 
the Panther line will withstand 
10,000 volts though it is only seven 





mils thick. It has an insulation 
resistance of over 1,000,000 meg- 
ohms per 10 sq. in. of tape and will 
stand 20 lbs. of pull per inch of 
width without breaking, though it 
stretches for smooth wrapping. It 
adheres to any dry surface even 
at low temperatures, and resists 
water, oils and chemicals. Avail- 
able in standard rolls individually 
canned, five-roll service packs or 
in counter display units. Okonite 
Co., Canal St., Passaic, N. J. 


Cellulose Sponges 


A new economy-sized sponge, 
74x8144x5% in., made of cellulose is 
available with a special high profit 
introductory offer of one free out 
of 12. It comes in coral, blue, yel- 
low and green. Also added to the 
cellulose line is a sponge made to 
fit the hand and though it is 20 pet 
larger than the standard size pre- 
viously made, it will sell for the 
same price. Fabrics & Finishes 
Dept., E. I. du Pont de Nemours & 
Co., Inc., Wilmington, Del. 


Electric Water Heaters 


Round pedestal - type electric 
water heater is available in capaci- 
ties of from 10 to 82 gal. and the 





table-top model in 20 or 32 gal. 
capacities. Tanks are of heavy 
copper-bearing steel, hot dip gal- 
vanized inside and out, and hydro- 
statically tested to 300 psi. Each 
comes with completely automatic 
heavy - duty, snap-action thermo- 
stats easily set for individual re- 
quirements. Between tank and 
jacket is a 3-in. insulating blanket 
of Fiberglas. Safety feature pre- 
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d resists 
s. Avail- 
dividually 
packs or Other 
Okonite KLEIN-LOGAN 
* Scientifically designed for use in HALF the products 
space needed by an ordinary crow bar cen ast 
Sponge, If storage aisles are narrow, and you need an extra-sturdy, 4 
llulose is durable bar, capable of moving heavy loads with minimum ee” 
gh profit effort . . . this Klein-Logan bar is your tool. The armed forces : 3 
free out found it invaluable during the war and thousands of com- 3 
“es yel- panies are now using it in their warehouses. 4 
Age Made of high carbon, fine grain steel, forged by Klein- - 
is 20 pet Logan craftsmen to rigid specifications, ground and 
sion har tempered. Available in two weights... 26 Ibs. 
i ti and 18 lbs., each is 5 ft. long. 


Finishes 


ers 


electric 
capaci- 
and the 


Square section near heel reinforces bar 
at point of maximum stress. Prying lip 
is tapered to correct angle. It slides 


Extreme leverage is ob- Py thly und tes for easy Uftina. 
tained by scientifically Js es omen ly under crates for easy lifting 
designed, tapered prying ) Pa 
lip and rounded heel. Bar A ro 


slides under crates easily. vs i 
*“ 


SEE YOUR JOBBER OR WRITE US FOR DISTRIBUTOR'S NAME 


SINCE 1856 


SALES REPRESENTATIVES 
Surpless, Dunn & Co. E. R. Palmtag Co. 


The 
Klein-LoganCo. 


South 13th and Breed Sts. - Pittsburgh 3, Pa. The Austin Co 


lanket 
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PREVENTS RUST 
REMOVES RUST 
MAKES PAINT STIeK 


Packed 1 
in display case 








For prices and sample, write 


THE KLEAN-STRIP CO., Inc. 


2340 S. Lauderdale, Memphis 6. Tenn. 








MAKE 
INDUSTRIAL 
HOSE 
LAST LONGER 


For full information write for 
the Sherman industrial brass 
fittings catalog. 
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WHAT'S NEW 


vents overheating. Mor-Flo Heater 
Corp., 2176 E. 76th St., Cleveland 
3, Ohio. 





Saw Kit 


A complete assortment of saw 
blades, a tube of lubricant, a choice 
of three different types of heavy- 








duty drills, plus Allen wrenches, are 
included in this new RCS Super 
Saw kit, housed in a redesigned 
metal carrying case. The new 
Model T Super Saw, which is sup- 
plied with all kit assortments, has 
a saw stroke of %4 in., is cooled by 
a built-in blower, and accommo- 
dates blades for sawing almost all 
types of materials. RCS Tool Sales 
Corp., Joliet, Ill. 


Metal Fishing Lure 


Previously custom-made, Metlfly, 
a metal fishing lure, is now avail- 
able to the hardware trade. Scien- 
tifically designed,’ it has a rapid 
swimming action and takes trout, 
steelhead, salmon, bass and other 
game fish. It is effective in stream 
and lake fishing and is adjustable 
for different fishing conditions. 
Available in copper, brass and 
chrome-plated finishes, and in three 
sizes, it retails for $1.25 in most 
sizes. Ament-Douglass Mfg. Co., 
P. O. Box 636, San Bruno, Calif. 


Children's Puzzles 


Here are some new children’s 
jig-saw puzzles, called Weave-O- 
Grams, consisting of plastic coated 
strips that slide around within a 
framework to make pictures or 
patterns. No. 605, Mother Goose, 
and No. 601, Circus, make six dif- 





ferent pictures each, and No. 701, 















( Here's the one that 
WON'T SHRINK 


This modern plastic in 
powder form makes 
lasting repairs in tile, 
wood or plaster. Pays 
dealers a bigger profit. 
SELLS BETTER because 
it WORKS BETTER. 





WILL NOT SHRINK 
STICKS AND STAYS pir 


















Most dealers report: 
“Our sales of Dur- 
ham’s Rock - Hard 
Water Putty keep 
doubling, year after 

ear.” What’s more, 

urham’s Rock- 
Hard Water Putty 
gives you by far the 
best profit-margin on_ 
any product of this 
nature. Use it yourself, and you'll quickly 
see why it sells so fast, and repeats so regu- 
larly. Many patching materials may shrink, 
fall out or chip off. Durham’s Rock-Hard 
Water Putty dens not shrink. Absolutely 
not. It sticks and stays put. You can saw or 
chisel it, paint or polish it to a velvet smooth 
finish. Easy to use. Keeps indefinitely. So 
economical. Just mix with water as 
needed. ¢ Packed twelve 1-lb. cans or six 
4-1b. cans to case. Keep some of each on dis- 
play. Available in 25, 50, 100-lb, drums for 
industrial users. Order from your jobber. 


The PLASTIC Repair Material 
in POWDER Form 



























4 











SNELLED HOOKS 


THE HOOKS THAT WILL MOT PULL OFF 


Pequea uses the famous Mustads and 
snells them with Dupont Nylon Leader 
material by a patented machine proc- 
ess. This makes every “Pequea Hook” 
uniformly stronger and absolutely de- 
pendable. You can get “Pequeas” in 
every popular point and bend with 
Snells from 6 to 36 inches long. 

The in P 

ay Bag Fy Bn colaaaaa 


PEQUEA Quilby MiINNOWS 


The Aristocrat of Lures 


a 


More than 60 styles, weights and sizes. 

They get the big game fish in both 

fresh and saltwater. .60¢ to $1.35 ea. 

Send, for catalog ond details of LOCAL- 

1ZED ASSORTMENT OF HOOKS AND 
QUILBY LURES 


PEQUEA WORKS, Inc. 


STRASBURG PENNA 











HARDWARE AGE, JUNE 12, 1952 











design, 

terns, al 
unit is 
pieces t 
tail is § 
tury Bo 


Pocke: 

Minia 
Light, | 
smartly 
durable 
women, 





colors a 
ried in 
bright | 
long se 
complet 
Packag' 
mercha! 
Freepo} 


New | 


Feat 
that ho 
food fi 
new G 
Model | 
cabinet 
with a 
9 cu. 


HARDY 





he one that 
SHRINK 
rn plastic in 
orm makes 
aits in tile, 
Waster. Pays 
igger protit. 
TER because 
S BETTER. 





WHAT'S NEW 


Amazing New Tool! 
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design, makes hundreds of pat- 
terns, all on the same frame. Each 
unit is complete with no loose 
pieces to get lost. Suggested re- 
tail is $2.00 each. Toy Div., Cen- 
tury Boat Co., Manistee, Mich. 


Pocket Flashlight 


Miniature flashlight, called Zebra 
Light, has a snap-action switch, is 
smartly designed, and made of a 
durable plastic. For men and 
women, it comes in three different 





colors and can be conveniently car- 
ried in pocket or purse. It gives a 
bright light and its tiny cells give 
long service. Retail price is 98¢ 
complete with lamp and batteries. 
Packaged 12 to a colorful counter 
merchandiser. Burgess Battery Co., 
Freeport, Ill. 


New Refrigerator 


Featuring a 45 lb. Freez’r Locker 
that holds a week’s supply of frozen 
food for the average family, the 
new Gibson Jubilee refrigerator, 
Model 932, has an all-steel welded 
cabinet, rust-proof and vapor sealed 
with a white baked finish. This 
9 cu. ft. model has a Swing’r 
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A Magnesium Level with Accurate 
Protractor! Measures... Sets 
Angles . . . Gives Drop Per Foot 


Here’s the biggest news of a lifetime for 
carpenters, plumbers, brick masons, 
cement masons, electricians, and many 
others. No more ‘‘guessing’’ at difficult 
angles —no more ‘‘fussing’’ with a 
tape ofr protractor. Just one simple 
turn of the dial and you have the angle 
or the drop per foot you want — quick- 
ly, easily, accurately. 

Unbreakable, extruded magnesium Pro- 
tractor—Level is ; lighter than alumi- 
num. Available in 7 sizes from 24 to 72 
inches. If your hardware dealer doesn’t 
have it, write us. 


For complete information write Dept. B 





PATENT APPLIED FOR 


SIMPLE - - - EASY TO USE - - - ACCURATE 


Just set the required angle on protractor scale and 
adjust level until bubble is centered and correct 
angle is obtained. To measure an existing angle 
set level on angle surface and turn dial until bub- 
ble is centered. Level then accurately determines 
this same angle for all other like angles. Quick 
setting for '4” per fooz drop is provided. 














J. H. SCHARF MANUFACTURING CO. OMAHA, NEBRASKA 
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FREE—This Silent 
Salesman Display 
Case with every 
dozen ordered. 











Made in Maine — Sold the World Over 


NORTH WAYNE TOOL CO. 


Over a Century of Service 


The cutter with a “golf club” 
balance and feel. Curved plain 
blade (or serrated edge)—an effi- 
cient cutting tool 38” over all 
length. 


Detachable blade gives you 
extra profit in sharpening or re- 
placing. This is the only cutter 
using Elastic Stop Nuts — can't 
loosen or freeze to the bolt. Blades 


may be purchased separately. 
Note: Specify type blade desired. en 


Plain—61P, Serrated—61S, Assorted 
—61M. 


Packed 6 to a carton 
assembled 


1952 


| IMMEDIATE 
DELIVERY 


—if you order 
promptly through 
your wholesaler 



























~ LITTLE GIANT... 
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Hitch your business fo 


STAR BRITE 








WARE 
THE SHINING CABINET HARD 
LINE THAT GIVES YOU EVERYTHING 
* STARRED for quality. design and precision fit. 


SOLD THROUGH 
WHOLESALERS 
ONLY 


2285 

CHAIN DOOR FASTENER 

Wrought steel; non-welded chain 
Size of plate: 4" 2 1%" 
“STAR-BRITE" 

Nickel 

and brass 


#215 

ORNAMENTAL HINGE 

For flush doors 

Overall Maas 
star. n-britt 


Chrome, nickel 
and brass 


Complete 
screws 





#275 
SCREEN HANGER 





Complete 
with screws 





“STAR-BRITE" 
Chrome, nicke! 
end brass 


Complete 
with screws 


#216 

SEMI-CONCEALED HINGE 

‘ Raised knuckle 
%" offset 

“STAR-BRITE” 

Chrome, nickel 

and brass 

Complete 

with screws 





snc a mtr 


mA .. ‘fe 
SSTARBRITE 
Nickel 


and brass 
Compters 


a... 


2200 
CUPBOARD TURN 
Hrought Steel 
Overall size: 
2° x 2" 
“STAR- BRITE" 


Chrome, nickel 
and brass 


Complete 
screws 





Bet ph seg HANGER 


carton 
Hook Plat Mae ri Hd 21 
. st. ade ates Tike sae 


Complete with screws 


~ 





STAR M 
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370 Butler Street 


#297 

CONCAVE KNOB 
“STAR-BRITE" 
Chrome 

3 sizes: NW"-1%"-2'4" 
1 to Box 

with Screws 

34 Doz. te Carton 

















ETAL PRODUCTS Co- 


_ Brooklyn 


17, N. Y. 











Crisp’r food crisper that swings 
out at finger touch. Other features 
include two ice cube trays, auto- 
matic interior light, rounded cor- 
ners for easy cleaning, and single 
dial control. Gibson Refrigerator 
Co., Greenville, Mich. 


Personalized Mats 


Initials, house numbers, and full 
names can be put on this Snap-In 
Door Mat in a matter of minutes 
without the use of tools. Minimum 





operating stock is needed; stores 
keep supply of numerals and initials 
and a small stock of mats on hand 
to fill any order. Display stand is 
available. Natco Products Corp., 
464 Dexter St., Providence 7, R. I. 


Laundry Hose Nozzle 


This Handy Laundry Hose 
Nozzle, designed for filling wash- 
ers, drain tubs, barrels, etc., or 
for flushing automobile radiators, 
is made of copper and brass, cov- 
ered with soap and detergent re- 
sisting rubber. The shape of the 
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nozzle allows it to hang into the 
tub as it fills it for the convenience 
of the user. Suggested retail is 





98¢. W-D Scovill, 3004 S. Jeffer- 
son Ave., St. Louis, Mo. 


Table Folding Legs 


Steel folding legs that institu- 
tions, schools and caterers can use 
to make their own folding tables 
inexpensively, screw to plywood, 
masonite, wood or other materials. 
They make tables any size or 
height and can be used perma- 
nently or quickly dismantled for 
other use. Made of 1-in., 16-gage 
electronically welded steel tubing, 
they will support a load of 1500 Ib. 
They lock into position when 
opened and come compete with 
screws and instructions. All-Lumi- 
num Products, 1917 W. Oxford St., 
Philadelphia 21, Pa. 


Gas Heater 


This is the newest model in the 
5000R Series Radiant Circulators. 
It is fully vented with built-in draft 
diverters and completely enclosed 
combustion chambers. Body and all 
interior parts are finished in brown 
porcelain enamel. Pyrex glass pan- 
els shield the radiant area, allowing 
full visibility of the radiants. It has 
a pressure regulator and manually 
operated Baso 5 C10-1 pilot burner 
Also available with fully automatic 
safety pilots and various thermo- 
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COUNTER SALESMEN 
that help fill the till! 


The secret to successful and profitable fastener selling by hard- 
ware retailers lies in two things: (1) proper organization of 
stock and (2) counter-top merchandising. 

Stock organization eliminates “trial and error” fumbling for 
the required size of bolt or nut. Counter-top display enables 
your customers to select for themselves the fasteners they need. 
You automatically get both of these desirable features with the 
Lamson bolt merchandisers illustrated above. They save you 
time and make you extra profits. This has been proven by thou- 
sands of hardware dealers who now use them. 

So ask your distributor for these Lamson sales helps. They're 
like having an extra clerk at no extra cost. 


The LAMSON & SESSIONS Ca. 


General Offices: 1971 West 85th Street ° Cleveland 2, Ohio 
Plants at Cleveland and Kent, Ohio * Chicago «+ Birmingham 


WUCK 
warowARE 


aria tr 


Sessions 
Gow hardware stoves ie — 


HOUSEHOLD REPAIR HEADQUARTERS 








GARDNER'S WEATHERSTRIP 
Sells Fast .. and Profitably 


PACKAGED HOLDFAST 


Quickly and easily installed in 
doors and double hung windows. 
Treated felt on brass . . perforated 
for nails . . nails for installation 
included. Cartons are designed for 
effective display, to help make 
fast profitable sales. 

Also a complete line of packaged 
wool, hair and cotton felts in va- 
rious quantities and lengths, is 
available to complete your weather- 
strip line. 


UNIVERSAL DOOR. . WINDOW SETS 


Gardner’s No. 5 Uni- 
versal Door Sets and 
No. 6 Window Sets 
(for double hung win- 
dows) are popular 
metal strip items. 
Complete including 
nails and instructions. 




















Packed in neat, 
individual cartons. 





DnoMPacal AND woLarvas7 
TOP QUALITY WEATHERSTRIP 


Two quality zinc strips with treated felt. 
BROWN BEAR line includes a water-proof, 
rubberized fabric covering over the felt. 
High weather-proofing qualities. Perforated 
for nailing. Seven foot lengths in %”, 1”, 
and 14%” sizes. Also furnished in door bot- 
tom sizes with oval perforations for screws. 
Door bottoms made of treated felt on brass 
also available in several weights. 
















No. 9000 BRONZE STRIP CARDETS 9006 
A double hemmed, top quality, spring 
bronze strip that is guaranteed to give . 
effective service. Perforated for nailing 
and packaged in 100-foot rolls with nails. 














ak 


Se 


GASKET STRIP 


Economical, easily installed strip that has 
many uses. Two types: STORM SEAL, 
with cotton filler . . and FIRM-FLEX, 
with special core and reinforced tacking 
flange for extra firmness. Both covered 
with maroon rubber coated fabric. Tacks 
included. Shipped on 500-ft. all metal 
display reels, or in 100-ft. boxes. 





ALL MERCHANDISE OFFERED SUBJECT TO GOVERNMENT REGULATIONS, 
AVAILABILITY OF MATERIALS AND LIMITATION ORDERS. ORDER FROM 
YOUR JOBBER OR WRITE US. 





1329 SO. CICERO AVE., CHICAGO 50, ILL. 


112 








Favorite Candidate for 


SURE SALES! 














Back BULL DOG FRICTION TAPE and you're 
backing a winner every time. 
Here’s the tape that gets the “vote” because: 
BULL DOG FRICTION TAPE grabs fast... holds 
tight ... never ravels, frays or splits... never 
dries out in the roll or on the job. 
Its users like it... you'll like the way it sells! 
And, for extra profits, keep a good stock on 
hand of its famous running mate, BULL DOG 
SPLICING COMPOUND ... with extra high resist- 
SS ance to electricity and water, 
2 self-vulcanizing into a solid, 
watertight joint! 












An unbeatable ticket: 
BULL DOG FRICTION TAPE and (x! 
BULL DOG SPLICING COMPOUND! 





(> Boston Woven Hose 


& RUBBER CO. 


Distributors in ali Principal Cities 
Warehouse Stock: 111 N. Canal St., Chicago, Illinois 
PLANT: Cambridge, Mass. * P.O. Box 1071, Boston 3, Mass., U.S.A. 





HARDWARE AGE, JUNE 12, 1952 








——— 
static col 
ucts Cory 
Huntingt 


Doll Ba: 
"A doll 
top rails 
Perfectio 
ture. T! 





made of 
finish. | 
posts are 
rated er! 
with we: 
raise an 
casters. 
tails at 
Co., Nor 


Lawn 


A self 
knife, he 
ting wh 
for dur 
tire to s 
are the 
edger. | 
hardene: 
are ang! 
scissors 





mately | 
of 48 il 
access 

Amplex 
Castle, 


HARDW 








you’re 


-ause: 
holds 
never 


2 | Xibs 


, Minois 
U.S.A. 


» 1952 








A i i ee 


em 


static controls. Armstrong Prod- 
ucts Corp., 7th Ave. and First St., 
Huntington 12, W. Va. 





Doll Bassinet 

"A doll bassinet with red plastic 
top rails has been added to the 
Perfection line of juvenile furni- 
ture. The bassinet, No. 55, is 





made of hardwood with a natural 
finish. Spindles, bars and corner 
posts are all rounded. It has deco- 


rated end panels and is coated | 





with weatherproof varnish. Sides | 


raise and lower, and it moves on 
casters. It is 30x15x22 in. and re- 
tails at $4.25. L. Hopkins Mfg. 
Co., North Girard, Pa. 


Lawn Edger 


A self-adjusting, self-sharpening 
knife, heavy gage spring steel cut- 
ting wheel and blade, heat treated 
for durability, and a 4-in. rubber 
tire to smoothly guide the machine 
are the features of the Wick lawn 
edger. It has 13 teeth in the case 
hardened steel cutting wheel which 
are angled to provide a continuous 
scissors action. Weighing approxi- 





mately 3 Ibs., with a handle length 
of 48 in., its one-way action gives 
access to hard-to-reach corners. 
Amplex Engineering Co., Inc., New 
Castle, Ind. 
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when it’s time for replacement 


Mote Buyers Want Myers! 
WATER SYSTEMS 


And here are helpful hints on how to get more water system 
replacement business. Many dealers are stepping up water 
system replacement sales by making house calls, through tele- 
phone surveys, and by use of direct mail. Long established 
dealers make a special point to go through installation records 
from years back to uncover prospects for follow-up by direct 
mail, telephone calls or a personal call. 


To help dealers get more replacement business, 
Myers Dealer Aid Catalog offers FREE: direct 
mail pieces (your only cost is postage), news- 
paper ad mats, radio scripts, and a card file sys- 
tem. If you aren’t taking advantage of these 
free aids to get your share of the profitable 
replacement market, it would be a good idea 
to send an order for them this week. 


Rete ti ha byes Meader 2 ty 


THE F. E. MYERS & BRO. CO. 
250 Orange Street, Ashland, Ohio 
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Operator 4700, for wood 
casements, is unique in 
several respects. It is not 
handed, and may be used 
interchangeably on right- 
and left-hand windows. Its 
worm and gear construction, 
with a one-piece gear of 
solid bronze, will withstand 
a lifetime of twists and 
turns. The handle —8 inches 
long—is removable. 


Operator 4700 functions 
without disturbing the 
screen and is a handsome 
bronze lacquer finished in- 
terior fixture. Its heavy brass 
channel guide, anchored at 
three points, will not bend 
or bind. | 


Operator 4700 is a cinch 
to install too. 7 screws— 


that’s all! 





3348 NORTH 10TH STREET © PHILADELPHIA 40, PA. 





GETTY OPERATORS ARE USED ON MORE CASEMENT WINDOWS THAN ALL OTHER OPERATORS COMBINED. 
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HEAVY-DUTY REVERSIBLE 
CASEMENT OPERATOR 4700 





















AUTOMATIC CLOSER 4649 
Pulls top of outswinging wood 
sash snugly against the frame. 
It prevents warping, assures 
all-arcund tight contact. Easily 
installed—4 screws; no mor- 
tising required. 





a" 
ay 


EXTENSION HINGE 2529 
By means of flange type leaf it 
provides a firm corner support 
of the sash. By providing 
a 4” sash clearance, it assures 
maximum ventilation and 
permits cleaning of the outside 
casement from inside the room. 
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WHAT'S NEW 





Outdoor Furniture 


Contemporary design and com- 
fortable seating highlight the 1952 
Rok-O-Glider line of lawn furni- 
ture that consists of a two passen- 
ger seat and matching cocktail 
table, and a single as well as a 
three-occupant item. The rocking- 
gliding seats have wood slats, con- 
tour construction, and are made 
for durability. The group is 
fnished in enamel in combinations 
of summery colors. Goshen Mfg. 
0o., Goshen, Ind. 


Plastic Waste Basket 


One piece oval design plastic 
waste basket eliminates dirt catch- 
ing corners and prevents marring 
of furniture or floors. Measuring 
9% in. wide and 91% deep, it has 





two convenient carrying handles. 
Available in pastel shades, it will 
not rust, chip, dent or peel. Colum- 
bus Plastic Products, Inc., 1625 W. 
Mound St., Columbus 4, Ohio. 


Masonry Surface Paint 


One-coat paint designed for use 
on masonry surfaces such as stucco, 
brick, concrete, cinder and concrete 
blocks can be applied directly to sur- 
face, eliminating the need for 
priming or sealing coat. Known as 
Brick and Stucco finish, it allows 
moisture through the paint film 
without breaking down the film it- 
self, permitting dampness to pene- 
trate and escape. Available in 1322 
colors, it can be applied by brush, 
roller or spray gun. Colorizer Asso- 
ciates, Inc., 345 N. Western Ave., 
Chicago 12, Il. 


(Resume reading on page 13) 
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OR BUILDING SUPPLY 


DEALER...” 1 LIVING 
better llgmes 






That's What We're Telling 'Em 


nd Gardens 


4’. Million Times } (3a 
PER MONTH! wey 


Since early spring a hard-hitting advertising cam- 
paign has been appearing in Better Homes and 
Gardens, House Beautiful and Living . . . urging 
millions and millions of able-to-buy families to 
see their hardware or building supply dealer for— 


National Guard SCREEN DOOR GRILLES and Window Guards 
‘iecrrated THE BUCKING BRONCO 


Illustrated 


Suggested 
Retail Price 


GRILLE 
§ | h ONLY 








Adjustable 
WINDOW GUARDS Ee! 





Designed for Beauty 
and Protection! 











Style I-S (Illustrated) 


























Stock Up Now and Ring Up gt ot 
Extra Sales This Summer! = 


SOLD THROUGH LEADING HARDWARE AND BUILDING SUPPLY JOBBERS 








NATIONAL GUARD PRODUCTS, INC. 


540 JACKSON AVE. « s . MEMPHIS, TENN. 








HERES EVERYTHING 


FOR HOUSEHOLD LUBRICATION 









GRAPHITED 
LOCK FLUID 


Protects 
all kinds 
of locks 
against 
freezing, 
sticking, a 
rust and wear. Contains col- 
loidal graphite in a fluid car- 
rier. Helps free stubborn or 
frozen locks. List 35c for 4 oz. 
“controlled flow” can. Display 
merchandiser, as shown, with 
each dozen cans. 

























stainess DOOR-EASE 


STICK LUBRICANT 


Nationally known, steady 10c 
seller. Stops squeaks, prevents 
sticking of drawers, doors, win- 
dows, zippers and other ex- 
posed surfaces. Packed one 
dozen in display 
box, as shown, 
or on individ- 
ual cards. Al- FF 
so large 
39c sell- 
er, push- 
bottom 
metal container, 
packed six to display box. 






































AMERICAN np 
Penetrates, . 
lubricates, 
rustproofs 
— the finest 
oil on the 
market for 
home and 
shop. “Runs in— will not run 
out.” Display card with each 
dozen cans. List 25c for 4 oz. 
“controlled flow” can. 

Ties in perfectly with DOOR- 
EASE and LOCK-EASE to give 
you everything your customers 


need for household lubricating 
jobs. ORDER FROM YOUR JOBBER. 




























AMERICAN GREASE STICK COMPANY 


Muskegon 





Michigan 
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TOHELP YOU SELL 


New Displays and Other Dealer Sales Helps 





(Continued from page 13) 


the plastic safety grid. Beside this 


colorful display, window streamers, 
envelope stuffers, catalog pages and 
major displays are also available 





without charge. Fresh’nd-Aire Co., 
Div. of Cory Corp., 221 N. La Salle 
St., Chicago 1, Il. 


Electric Ovenette Display 
The West Bend Electric Ovenette 
and accessories can now be dis- 
played with this compact, four- 
color display. Foods that can be 





prepared in the Ovenette are pic- 
tured on the display. The unit 
occupies less than 18 sq. in. of 
counter space and is available free. 
West Bend Aluminum Co., West 
Bend, Wis. 


Portable Heater Display 


An attention-getting counter or 
window display card that fits the 
Electromode small room _ portable 
electric heater is now available on 
a special deal offer. Measuring 
211%4x14% in., the unit is silk- 
screened in four colors and stands 


FLECTROMODE 


PORTABLE HEATER 





on its own. The display is free with 
the purchase of three Electromode 
portable heaters, model PJ-13, and 
a quantity of free literature illus- 


trating and describing the heater 


is also included. Electromode Corp., 
45 Crouch St., Rochester 3, N. Y. 


Babbitting Bulletin 


Outlining the basic steps for the 
prevention of common bearing fail- 
ures, the booklet, ‘“‘Hints on Bab- 
bitting Practice,” covers every- 
thing from the choice of metal fot 
a particular bearing application 
through the correct pouring prac- 
tice, to in-service maintenance. 
Proper lubrication, a strict main- 
tenance schedule and operation of 
the bearing at the speed and load 
for which it was designed, are dis- 
cussed in the free Bulletin No. 146. 
Federated Metals Div., American 
Smelting & Refining Co., 120 
Broadway, New York 5, N. Y. 


Tack Display Unit 
Repackaging of the tack line, 

called Plas-T-Cap, now has them in 

a complete 1 doz. display unit 
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SENSATIONAL SUMMER SELLERS! 


MONTAGUE 


HOLLOGLASS 
4  SURF-CASTING RODS 


@ Comes the season for surf-casting... 
and with it a popular variety of quality 
Montague surf rods to help you cinch the 














OCEAN CITY’S 













; sale! 
3 free with 4 Pictured at the left is Model 10-3, a real FAMO U S 
lectromode , cae 
PJ-13, and performer for surf or boat casting. Tip is 
ture illus- one piece of Holloglass, richly finished in “INDUCTOR” REELS 
= — brown, straight tapered. l-inch Scrulock 
lode Corp., : 
3, N. Y. a reel pont, chrominan gigine. Wound @ The greatest advance in surf-casting 
in green and white. To retail at $27.50. reels since the free spool. Magnetic induc- 
Ones Montague eomagiaes surf and tion automatically controls backlash. A 
ps for the squidder rods to retail from $19.95 to big sales booster that’s an Ocean City 
aring fail- . : ' 
, ant an $32.50. Split Bamboo surf and squidder salt-water exclusive! 
rs avery. rods from $17.50 to $27.50. Stock up now Adjustable braking effect, extra strong 
beesab-ocd —display these summer sellers that feature spool and sideplates, synchromesh gears. 
ian wee the perfect Gatance of backbone and whip! It’s a reel that has everything at a price 
intenance. It'll pay off in profits! that will make sales roll in! 
trict main- 
2ration of e 
and load 
i, are dis- 
1 No. 146. 
American 
Co., 120 
ME. 
cack line, @ Model 249 “Inductor” 
s them in 150 yds.—$22.50 
lay unit @ Model 250 “Inductor” 
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MONTAGUE RODS 


Montague Rod & Reel Co. 
Montague City, Mass. 


Write for Free wONTAGY 


Rod Catalogue. Dept. C 
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WORLD LEADERS IN RODS AND REELS 


200 yds.—$25.00 
®@ Model 251 “Inductor” 
250 yds.—$27.50 


OCEAN CITY REELS 


Ocean City Mfg. Co. 
Phila. 34, Pa. 


G 





Write for Free 
Reel Catalogue. Dept. C 
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BIG DEMAND 
NEW 








NEW 
ALUMINUM 
FRAMELESS 
TENSION 

SCREENS 









Sealed Tight... 
Held by tension. 

Exclusive sill bar adjusts 
to off-level sills. 






PROFITS FOR YOU! — 


It’s the smart way to cut screening costs, reduce maintenance and 
add convenience to homes and apartments! Sell these new-type 
Keystone Aluminum Tension Screens for all double-hung windows! 
Cash in now—thousands of prospects! 

Saves 25 minutes per window in installation time. Easily in- 
stalled—no heavy frames to cut or fit. No painting—no rust. Adjust- 
able sill bar assures tight fit on uneven windows. Easily replaced 
screening. Low first cost, low upkeep, neat appearance. Investigate! 


KEYSTONE GROWING FAST IN POPULARITY! 


North Carolina Distributor says: “Our volume has 
increased considerably. Builders and consumers 
find it more economical to install Keystone Ten- 
sion Screens. Customer satisfaction proven with- 
out a doubt.” / 

Tennessee Distributor says: “Keystone Frameless 
Tension Screens installed in many housing projects 
in this vicinity. These screens far superior both 
in quality, appearance and durability to any other 
type of screen window. Also, most economical.” 
Georgia Jobber says: “Keystone Tension Screens 
are most satisfactory. They have certainly gained 
in popularity. Used on several large housing 
projects in this territory, and countless thousands 
of individual homes.” 




















Easy to Install 
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O HELP YOU SELL 








rather than 4 doz. cartons. The dis- 
play is colorful, informative and 
illustrative. Added to the line is an 
upholstery tack in 21 different col- 
ors that can be used on edges for 
decorative and utility purposes. 
Shelton Tack Co., Shelton, Conn. 


Xmas Lighting Display Bin 
This eye-catching floor bin dis- 

play, Noma No. 750 Sampler, 

makes a complete Christmas light- 





ing department in itself, including 
the most popular sets and assort- 
ment of replacement lamps. It 
measures 54x19%4x12 in., and 
comes shipped with merchandise in 
one package. Noma Electric Corp., 
55 W. 13th St., New York 11, N. Y. 


Rope Carton 


Here is a new hexagonal carton 
that contains rope in full and half 
coils, designed as a supplementary 
sales tool for use with Plymouth’s 
Salesmaker, a display rack that 





measures and cuts rope in six 
sizes up to 1 in. in diameter. The 
carton holds full and half coils for 
rope to % in. diameter, and half 
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coils in 7/16 and 4% in. diameters. 
The carton serves as a permanent 
container, preserving the rope and 
keeping it clean and neatly coiled. 
Plymouth Cordage Co., Plymouth, 
Mass. 


Stapler Display Box 


A new three-color display box 
designed for the Arrow No. 25-49 
stapling machine holds 12 indi- 
vidually packed staplers, and is 
converted to a display by lifting 
the cover, folding back and tucking 





the cover flap in the back. The 
Arrow No. 25-49 is shown as a 
stapler, tacker and plier on the 
front cover flap, and illustrations 
on the side also depict uses. Arrow 
Fastener Co., Inc., 1 Junius St., 
Brooklyn 12, N. Y. : 


New Display Packages 


Distinctive color-coding of new 
packages differentiates between the 
High Speed, Technite, Flexloy, 
Hard Tung and Flextung hand 
hack-saw blades and also the High 





Speed, Technite and Safeteck power 
blades. The complete line of hand 
and power hack-saw blades has 
been given new colorfully attrac- 
tive and sturdy packages. The boxes 
have metal edges and a varnish 
finish which makes them impervious 
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SWING-OVER GARAGE 
DOOR HARDWARE 








Low installation cost! Adaptability to all types of garages! Quick, easy con- 
version! Smooth, effortless operation! Long, trouble-free life! These are some 
of the advantages of the Coburn Swing-Over Garage Door Hardware Set 
that make it a popular, easy-to-sell item. 

Because it is priced lower than spring-actuated door sets, the Coburn 
gravity-actuated Swing-Over set is ideal for the great majority of home owners 
—which means that you’re able to cash in on the benefits of broader customer 
coverage. Get the full story on fast-selling Coburn hardware products. Write 
today for catalog and prices. 

For additional information write to Sales and Engineering, 56 Sterling St., 
Clinton, Mass. 

THE COLORADO FUEL & IRON CORPORATION, Denver, Colorado 
THE CALIFORNIA WIRE CLOTH CORPORATION, Oakland, California 


WICKWIRE SPENCER STEEL DIVISION—Atlanta * Boston * Buffalo * Chicago 
Detroit * New York * Philadelphia 


COBURN PRODUCTS 


(I 


119 











Moment 


PRISCILLA ~ 


Four Points for Profit! 


120 






on te 


WARES 477)\\\\ \ 


+ NON-COMPETITIVE TRADING. AREA — only one Priscilla 
Ware dealer in a given area; your assurance of a favorable 
competitive position. 

+ UNCONDITIONALLY GUARANTEED — conclusive proof of 
Priscilla Ware quality; positive protection for you and your 
customers. 


+ COMPLETE SELECTION — choose from a wide range of 


good looking aluminum cooking utensils designed for the 
modern home kitchen. 


+ OPEN STOCK BUYING — buy what you need in the quanti- 
ty you need to assure maximum turnover with a minimum in- 
vestment. 














You've read about these four points in previous Priscilla Ware ad- 
vertisements. They've been stressed because of our sincere con- 
viction that they offer the Priscilla Ware dealer a profitable proposi- 
tion that’s mighty hard to beat. In fact, we liké to think they're the 
four main reasons why, for over 30 years, Priscilla Ware has enjoyed 
the friendship and confidence of thousands of dealers from coast 
to coast. Think it over. Isn't this the kind of deal you've been looking 
for? 


LEYSE ALUMINUM COMPANY KEWAUNEE 2, WISCONSIN 


WARE 


Speaks for Itself 




















TO HELP YOU SELL 


cme 





to oil and dirt. Each box dispenses 
blades easily and carries a message 
on the outside. Capewell Mfg. Co,, 
60 Governor St., Hartford, Conn. 


Tool Window Decal 


Here is a new Stanley window 
decal give-away, featuring the 
store as a “good place to buy hard- 
ware, paint and Stanley Tools.” 
The decals are sent out with every 











trim order received by the con- 
pany, and are also listed on their 
advertising order blank along with 
other dealer aids. Stanley Tools, 
New Britain, Conn. 


Mat and Cut Service 


A new mat and cut service for 
Columbian vises and Columbian- 
Stevens levels now offers free a 
large variety of product illustra- 
tions for use in newspaper, cata- 
log and handbill advertising. Spe- 
cial bulletin, Leaflet L-5281, illus- 
trates the mats and cuts available. 
Columbian Vise & Mfg. Co., 9021 
Bessemer Ave., Cleveland, Ohio. 


Shelf Hardware Catalog 


A complete line of shelf hard- 
ware specialties is included in at- 
tractively illustrated catalog avail- 
able at no cost. Called Catalog No. 
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~ You get the NATIONAL 
_ HOUSEWARES PICTURE only at the 


NATIONAL 










New Products . . . New 


; . New Display Techniques... 
Changes in Consumer Distrib 


These are all vital factors affect 
you get the national picture no wher 
industry’s one and only national meetifg® 


the NATIONAL HOUSEWARES EXHIB: 


The rapid growth of the housewares 
industry in recent years makes it impossible 
to get a complete national picture of 
your industry any other way. 


JULY 7-11 


(MONDAY THROUGH FRIDAY) 


AUDITORIUM 


ATLANTIC 


To learn and fully understand what your large 
and varied industry is doing and planning, 
you need the NATIONAL HOUSEWARES 
EXHIBIT. It offers you the only opportunity 
to learn top management’s thinking on 
matters necessary to your business— 
and all on a personal, face-to-face basis. 





If you plan to stay — and grow — in the 
housewares business, there is absolutely 
no other way to get the NATIONAL 
INDUSTRY PICTURE. 


CITY, N.J. 


NATIONAL HOUSEWARES MANUFACTURERS ASSOCIATION 


1140 Merchandise Mart, Chicago 54, Illinois 
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DOES EVERYTHING 
PUTTY CAN DO- 


Does it Better! 


Once your customers use 
Flexiseal Glazing Compound 
they prefer it for all work they 
used to do with putty... for 
use under paint... for filling 
cracks and nail holes... for 
wood, steel, aluminiim window 
sashes . . . for industrial, home, 
marine use... prefer it over 
putty because it works so 
easily, lasts so long — because 
it’s so economical, too! 


You’re ahead five ways when you 
stock FLEXISEAL Glazing 
Compound: 


You increase sales 
e@ create satisfied customers 


e reduce your investment 


e cut your inventory 


save valuable shelf space! 


FOR EXTRA QUALITY 
AT NO EXTRA COST 
order 
_ FLEXISEAL 
GLAZING COMPOUND 


from your favorite jobber 
or write 


LANDEN PUTTY WORKS, Inc. 


Malden, Massachusetts 
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TO HELP YOU SELL 


15, it describes in detail the finish, 





| construction and packaging of pre- 


cision-cast hardware, house num- 
bers, sash lifts, door stops, etc. 
Counter and window displays are 
shown and described. Hall-Wessel 
Co., 2116-26 W. Nicholas St., Phil- 
adelphia 21, Pa. 


Display-Demonstrator 

This working display allows easy 
counter demonstration of the Alert 
Friction-Free Flush Valve Guide. 


| When the customer operates the | 


trip lever on the display, he sees a 





complete demonstration of how the 


Alert operates. It is a simple, easy | 


to install device which stops run- 
ning toilets and resultant water 


waste. The display, made of ivory | 
plastic, has a pocket for consumer | 


folders. 
Rittenhouse P]., Ardmore, Pa. 


Heater Display Board 


Four-color display board made to 


| hold Electromode automatic bath- 


room heater is an attractive mer- 








| 
| 


chandising aid. The display, which | 
includes illustrations of the many | 
uses of the item, helps pre-sell the | 


Ardmore Products Co., 9 | 


NEW MAGIC CLEANER— 


Cleans Copper 
Brass and 
Stainless Steel 
Cookware— 


SPARKLING 
BRIGHT 


IN J] secono: 


WIPE ON AND 
RINSE OFF! 


Seal of Approval— 
U. S. Testing Co. 


MONEY-BACK GUARANTEE 
ON EVERY BOTTLE 


Sold through hardware, 





varlety 


RETAIL and department stores exclusively 
8 oz. 
89° COPPER BRITE, INC. 
$149 TULL 1109 N. Poinsettia Place 
PAIR TRADED 


Los Angeles 46, Calif. 








McGill Brand 
mouse and rat 


TRAPS 





@ BRIGHT 2-color printing 
@ CLEAR selected wood 
@ AUTOMATIC or slot set 


McGILL METAL PRODUCTS CO. 


MARENGO, ILLINOIS 
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waiting customer and acts as a 
self-demonstrator. It is 22 in. 
square and has a pocket that holds 
50 pieces of descriptive literature 
which are supplied with the dis- 
play. Electromode Corp., 45 Crouch 
St.. Rochester 3, N. Y. 








Trowel Trade Catalog 


Many new items of tools and 
equipment for the trowel trade and 
building contractors are included 
with 900 others in this 116-page 
1952-53 catalog. The catalog lists 

















QUALITY 





rubbing 


\ 





VARANTEE 
LE 


rare, variety 
es exclusively 


fE, INC. 


Htia Place 


Ae 
. Cm discounts on. many of the items SUN RAY STEEL WOOL 


aa, Which range from groovers to pick 
hammers, from trowels to mortar cog e 
tubs. Available free, this catalog 

id supersedes the firm’s earlier 1952 
catalog. Goldblatt Tool Co., 1920 

‘at Walnut St., Kansas City 8, Mo. 

SELLS FOR YOU! 


The superior quality steel wool in every Sun Ray 











Gift Wrapped Irons 


Steam and dry irons are being 


factory gift wrapped for retailers product is made possible by skillful manufacturing 
as part of NEMA’s “Give Electric methods, vigilant inspection, ytmost care and ac- 
Houseware” campaign. Six - unit curacy in grading and packaging operations. Ex- 


perienced craftsmen everywhere demand Sun Ray 
quality as a safeguard against imperfect work! 


LAYER-BUILT PADS Big, cushiony, work- 
manlike tools for cleaning, rubbing, pol- 
ishing, and smoothing. 


sEX HOUSEHOLD PADS Economical, sani- 
tary, full-bodied pads for cleaning, scouring, 
and polishing pots, pans and kitchenware. 





BULK POUND TUBES The homemaker’s 
and professional worker's economy buy for 
home, shop and general industrial use. 





SELL SATISFACTION ... SELL SUN RAY STEEL WOOL 


shipments include two gift wrapped 
Irons and two full-color counter and Us 






window displays. Casco Products STEEL WOOL PRODUCTS MANUFACTURED BY 


) CO. Corp., 1333 Railroad Ave., Bridge- 
port 2, Conn. 
(Resume reading on page 14) 
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Priority and Price Digest 





News and Interpretations of Government Orders 


Plan Price Decontrol 
Standards for Retail, 
Wholesale Fields 


Though Price Stabilizer Arnall 
continues to warn Congress that 
suspension of price controls will 
jump prices, OPS at the same time 
is reported as getting ready to re- 
linquish its hold on distributors. 

From Washington comes word 
that the agency will shortly draft 
suspension standards for retailers 
and wholesalers. But this does 
not carry with it the promise of 
any widespread elimination of 
price ceilings. On the contrary, 
the agency continues to favor a 
selective program and there is 
little evidence that the hard goods 
fields will be favored in the near 
future. 

Meantime, manufacturers of 
household durable goods continue 
to find their supply problems be- 
coming easier for NPA, in an- 
nouncing third-quarter allotments, 
set them above current levels. 

In addition, the agency indi- 
cated that it would be open to 
applications for supplementary 
allotments should those it set 
work hardships upon individual 
producers. This move is seen as 
relieving pressure in those fields 
which have their peak production 
in the third quarter—wheel goods, 
toys, small electric «ppliances, ete. 


Increase Household 
Goods Allotments 


NPA in announcing higher al- 
lotments of controlled materials 
to manufacturers for the third 
quarter, indicated that allotments 
for all household durable goods 
will be above current levels, and 
some substantially higher. 

Aluminum will be increased to 
45 pet of second quarter base, and 
the general level of copper will 
be raised 10 pct. 

Substantial amounts of steel 
and aluminum, and some copper, 
have been set aside for distribution 
as supplementary allotments and 
NPA advises manufacturers who 
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find their third quarter allotments 
will work a hardship to file sup- 
plementary applications imme- 
diately. Applications will receive 
consideration in the order of their 
arrival. 

In making known the higher 
allotment figures, Henry UH. 
Fowler, NPA Administrator, 
pointed out that many materials 
will continue in tight supply. He 
also noted that authorization to 
many civilian industries will still 
be below their pre-Korean rate of 
use of the controlled materials, 
despite the increase in allotments. 

Mr. Fowler pointed out that the 
higher level third quarter allot- 
ments will enable many manufac- 
turers to meet the normal seasonal 
increase in demand, particularly 
those for whom the third and 
fourth quarters are heaviest in 
production. For example, radio 
and television receivers, bicycles, 
small electric appliances, toys, 
heating equipment, all reach their 
highest points during that time. 


Control Revoked on 
Baler and Binder Twine 


Order M-58, on binder and baler 
twine, has been revoked by NPA, 
that points out that all necessary 
inventory control is now provided 
by the listing of these items in 
NPA Reg. 1, Table IA. 

At the time the order was is- 
sued, April 19, 1951, buying was 
heavy and, although production 
was considered sufficient to meet 
normal demand, it was generally 
feared that shortages would de- 
velop unless preventive measures 
were taken. 


Ceilings Changed 
On Plumbing Fixtures 


Ceilings established by manu- 
facturers under GCPR for vitre- 
ous china and enameled cast iron 
plumbng fixtures are required to 
be reduced by 5 pct. 

Cast brass plumbing fixture 
trim GCPR ceilings have raised by 
1.7 pet. 








Salary Board Asked 
To Hike Commissions 


The Salary Stabilization Board 
has been asked to authorize a 
10 pct increase in the commissions 
of all manufacturers and whole- 
salers salesmen through the ap- 
plication of the “catch up’ for- 
mula, which has been adopted by 
SSB for salaried workers and by 
the Wage Stabilization Board for 
wage earners. 

The request was made in a brief 
filed with SSB by Louis A. 
Capaldo, president of the National 
Council of Salesmen’s Organiza- 
tions, Inc., speaking for “more 
than 50 wholesale salesmen’s or- 
ganizations.” 


Small Boat Makers 
Ask Bigger Allotments 


Demand for all types of small 
boats far exceeds production, man- 
ufacturers told NPA when they 
recently protested that limited al- 
lotments of copper and aluminum 
are interfering with normal 
growth of the small boat industry. 

Aluminum boat makers stressed 
the fact that their segment of the 
industry has a highly seasonal 
market, with demand _  concen- 
trated in the first and second 
quarters. 

The manufacturers objected to 
choice of the first half of 1950 as 
base period for use in allotment 
setting, estimating their current 
potential market as three times 
their pre-Korean sales. 


Industrial Supply 
Distributors Meet OPS 


The Industrial Supply Distribu- 
tors Industry Advisory Committee 
met with officials of the Office of 
Price Stabilization for the first 
time on May 16, for the purpose 
of discussing industry pricing 
problems. 

It was the consensus of the com- 
mittee that industry pricing has 
been generally satisfactory under 
CPR 67, covering resellers of ma- 

(Continued on page 126) 
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FEATURES 


Attractive; Simplest Installation; 
Everlasting Solid Brass; Guaranteed 
Trigger Type Locking Device That 
Is Designed Not To Catch Clothing. 


Spring Construction. 





Illustrating Latch Construction 


DISPLAY SAMPLES 


Available From Your Jobber 
Immediately Upon Request 


FINISHES: 


Polished Brass [US3] 
Dull Brass [US4] Chromium [US26] 
Dull Nickel [US15] 


NOTE:—Metals and Finishes Listed 
Sabject To Availability. 


SALES TERRITORY AVAILABLE 








Combination Screen and Storm Door Sets 
FOR DOORS 2” TO 14” THICK 





All Parts Are Extra Heavy. Set Is Designed So That Anyone Can Install. 
You Need Not Be A Finished Cabinet Maker To Install This Set. 


LATCH—3%” Dia. 2"/,,” Long — Backset 134”; Double Compression 


KNOB — colonial Brass 134” Dia. Lever— Brass With 1"%/,,” Projec- 


. 4? 
tion, Length 24° — 
Roses, Brass. 


ASSEMBLED TO INSTALL: 


Use 5%” Bit and Bore 
Two Holes, Mount 
Trim and Strike. 
Packing: 2% Doz. Per 
Carton. 

Weight: 8 lbs. Doz. — 
20 lb. Carton. 


733 DISPLAY 
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EARLE HARDWARE MFG. CO., REApING, PA. 
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SALES-MAKING STYLE 
combined with practical utility. 
Happy combination that means 
more and more sales for you. 
Hall-Wessel hardware conven- 
iences are super strong. Have 
tremendous impact and tensile 
strength. Beautifully, smoothly 
finished in brass, chrome, bright 
zinc, cadmium or ebony. Priced 
to win customers—to give you a 
worth-while profit. New, better 
packing aids handy storage and 
handling; easier, faster identifi- 
cation, Write for jobber’s name 
—and new free catalog. 


HALL-WESSEL CO. 


2116-26 W. NICHOLAS STREET, 
PHILADELPHIA 21, PA. 



































In Canada: 
GEORGE S. HALL CO 
9 Wellington $t., East, Toronto 1 
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chinery and related manufactured 
goods, and CPR 98, the warehouse 
iron and steel resellers regulation. 

Some members, however, claimed 
there is some confusion in the 
industry with respect to determi- 
nation of ceiling prices under 
CPR 67 as applied to manufactur- 
er’s historic list prices. The com- 
mittee reviewed industry pricing 
practices in connection with his- 
toric list prices with a view of 
having CPR 67 clarified in this 
respect. OPS promised that some 
official clarification will be issued 
at an early date. 

Members of the advisory com- 
mittee are: F. Marsena Butts, 
Butts and Ordway Co., Cambridge, 
Mass.; J. N. Failing, Chas. A. 
Strelinger Co., Detroit; W. John 
Frey, Frey Industrial Supply Co., 
Los Angeles; W. A. Haseltine, 
J. E. Haseltine & Co., Portland, 
Ore.; Carl C. Krueger, San An- 
tonio Machine & Supply Co., San 
Antonio, Tex.; Allison T. Miller, 
Murray-Brooks, Inc., Lake Charles, 
La.; Lloyd B. Mize, Industrial Sup- 
ply Co., Ltd., Richmond, Va.; Joe 
W. Pitts, Brown-Roberts Hard- 
ware & Supply Co., Ltd., Alexan- 
dria, La.; J. H. Ruddell, Central 
Rubber & Supply Co., Indianapolis; 
William T. Todd, Jr., Somers, Fit- 
ler & Todd Co., Pittsburgh; George 
EK. Vandergrift, Desco Corp., Wil- 
mington, Del., and Walker L. Well- 
ford, Jr., J. E. Dilworth Co., Mem- 
phis, Tenn. 


Small Arms Makers 
Ask Relief on Steel 


The Small Arms Manufacturers 
—Civilian—I ndustry Advisory 
Committee at its first meeting told 
the National Production Authority 
of the defense risks involved in 
operating under materials inven- 
tory restrictions. 

Special analysis type steels, 
rolled to specifications, are re- 
quired to meet varying breech and 
cartridge pressures in different 
calibers and types of guns, the 
manufacturers pointed out. 

Lead time on such small special 
orders, normally six months, now 
often runs more than 10 months. 
Inventory restrictions holding pos- 
session of steel down to a mini- 
mum working inventory or 45 
days, whichever is less, are im- 
practical for this industry, the 
committee agreed. 

About 85 pct of the small arms’ 
industry’s output goes into pro- 
tective work such as the training 


and arming of the military ser- 
vices, police and governmental! in- 
vestigating agencies, farm-ranch 
vermin and pest control and for 
order of foreign governments, the 
committee estimated. The remain- 
ing 15 pct is utilized for sporting 
purposes. 


Paint Producers Get 
Cost Pass-Through 


Manufacturers of paints, includ- 
ing pastes and semi-pastes, con- 
taining 60 pct or more or metallic 
lead and zinc, have been author- 
ized by OPS to pass on the actual 
increase to them of higher lead 
and zine costs provided such in- 
crease does not exceed two cents 
per pound of metal. 

Since multiple pigment house- 
hold paints ordinarily contain 
much less than 60 pct of lead and 
zine, this action, according to OPS, 
will have little impact on the aver- 
age consumer. Most of the paint 
products covered by the action go 
into the construction trade. 


No Let-up Due On 
Inventory Control 


Despite an indicated easing in 
the supply of some scarce metals, 
the National Production Author- 
ity has announced that it will in- 
tensify its efforts to enforce com- 
pliance with all regulations con- 
trolling the flow of scarce mate- 
rials to American industry. 

John G. Alexander, NPA gen- 
eral counsel, emphasized that 
while there is a better supply of 
some scarce metals such as sheet 
and strip steel, in recent weeks, 
due to expanded production ca- 
pacity or reduced business activ- 
ity in some fields, no lessening of 
inventory investigation is contem- 
plated. 

He pointed out that critical 
shortages were prevalent in struc- 
tural steel, heavy steel plate, 
nickel, copper, tin, a variety of 
chemicals and other important ma- 
terials used by industry. 


OPS Sets New Standard 
For Industry Relief 


OPS on April 21 issued its prod- 
uct standard to permit industry- 
wide price relief for individual 
product lines, if, on the average, 
the producers are operating at a 
loss. 

This standard will permit price 
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A brand new Walsco 

design at a new 

sales-boosting price 
SSS 













are-cast case with heavy chrome plate. 
Darbon steel blade with prominent, 

y Wack markings. 

eledatid baked by electronic process ws 








@ Foolproof; built-in) automatic brake 
, tem creep. olds tape in place until measure- 
ment is completéd. An adyanced. Walsco design. No. 380 

€ Replaceable pig es... al }economy your customers 6 foot Inside-Qutside 
will appreciatg. " Pull-Push 

@ Available now in 6 foot (Np. 406W) and 8 foot (408W). Steel Rule Tape 






Now available with either the new Walsco dazzling white 
blade with jet black markings, or the regular steel blade. 
The (380 Walsco Steel Rule Tape has created a sensation with its 
beautiful and serviceable new case in Copper Tone — Silver — and 


Powder Blue finishes. 





- « « PLACE YOUR ORDERS NOW. 


Catalog and Prices will be sent on 
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When customers ask for 





quicedbying 
shellac 


You're sure of top quality when 
you recommend Parks quick-drying 
Shellac . . . sure of satisfied customers 
and profitable repeat sales. 


Cash in on the DIFFERENCE 


in shellac! 


Parks “sets” fast, dries hard, powders 
smoothly when sanded. For all in- 
terior uses, Parks quick-drying Shellac 
is preferred by those who know 
shellac. 

Freshness, most important for best 
results, is CODE-CONTROLLED in 
Parks . . . the quick-drying Shellac of 
a thousand uses. 








\ 
satisfaction! NT" 
Federal Specificet! 


THE PA R 4 S COMPANY 


FALL RIVER, MASSACHUSETTS 














| 





relief even though the industry 
may have received price boosts 
under the industry earnings stand- 
ard (Johnson formula). The indus- 
try earnings standard provides that 
general price relief will be granted 
to any industry that can show its 
current earnings are less than 85 
pct of its earnings in the best three 
years of the four years, 1946-1949. 

The product standard requires 
that the ceiling price for a par- 
ticular product be high enough to 
cover the average total cost of 
producing and distributing that 
product. Like the earnings stand- 
ard, the product standard is applied 
to the producers of a product as 
a group, rather than to individual 
firms. The instructions for apply- 
ing product standards are limited 
to manufactured products. 


Arnall Warns Congress 
On Price Increases 


Prices for paint, television re- 
pair services, and certain dinner- 
ware, and glassware will jump if 
price controls are ended, Price 
Stabilizer Ellis Arnall has warned 
Congress. 

These items 
commodity areas 


were among 79 
in which Mr. 


Arnall said there is “current 
pressure for increases in ceiling 
prices.” 

Mr. Arnall gave this list to 


Congress to supplement his earlier 
statement that prices will rise 
without controls. He said the list 
represented only some of the prin- 
cipal items for which ceiling price 
boosts have been requested re- 
cently. 

“Higher ceilings have been 
authorized in a few cases which 
meet our established standards, 
but many others have been or will 
be denied,” he said. 


Actions Filed Against 
230 Service Firms 


More than 230 injunctive ac- 
tions have been filed for the Of- 
fice of Price Stabilization by the 
Dept. of Justice and similar ac- 
tion is contemplated against more 
than 625 other concerns for fail- 
ure to keep and file records and 
reports as required by CPR 34, 
the service trade regulation. 

OPS avers that full compliance 
of service trades establishments 
is important since expenditures 
in this field represent 12 pct of 
the average consumer’s budget. 

Commenting on a nation-wide 


survey of service trades establish- 
ments, Lambert S. O’Malley, act- 
ing OPS Enforcement Director, 
said, ‘““We can no longer be sym- 
pathetic to the claim, so often 
made in the past, by firms in vio- 
lation that they did not know they 
were under price control.” 


OPS Clarifies CPR-93 
Appliance Order 


OPS on June 1 issued a series 
of 12 interpretations clarifying 
coverage of CPR-93 for floor cov- 
erings, appliances, and repair of 
appliances among other things. 
CPR-93 is the construction and 
related services and sales of in- 
stalled materials price order. 

OPS ruled that separate in- 
stalled sales of appliances are not 
covered by CPR-93, but if such 
sales are an incidental part of a 
building contract covered by CPR- 
93, the appliance sales are also 
covered. 

Also, OPS clarified its definition 
of standard floor coverings which 
are not covered by CPR-93. The 
agency ruled also that installa- 
tion, maintenance and repair of 


appliances are not covered by 
CPR-93. 

The agency ruled that where 
manufacturers sell commodities 


and charge separately for instal- 
lation or erection services, the 
ceiling prices for such services 
are under CPR-93. 


Chain Store Pricing 
Jurisdiction Changed 


OPS has announced that since 
local offices are now better 
equipped to handle many chain 
store pricing situations than they 
were when the regulation was 
first issued, these problems are 
now being delegated to regional 
and district OPS offices. 

For chains with outlets and 
principal office entirely located in 
one OPS District, the District 
office is the appropriate OPS office. 
For chains with outlets located in 
more than one District but in only 
one OPS Region, the OPS office 
is the OPS District office having 
jurisdiction over the area in 
which the principal office of the 
chain is located. 

The OPS office for chains with 
outlets and principal office in two 
or more OPS regions remains the 
Wholesale and Central Pricing 
Branch, OPS, Washington 25. 
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“SOUTH BEND” 


point of greotest stress. 


8 


1. Extra long socket covers stress point with steel. 














2. Outer tube is one-piece continuation of blade. 


3. 14 ga. inner tube is one-piece continuation of 
hee! plate. 


4. Extra long armor on “D”. 

5. Ove-piece split “D” handle for max. strength. 
6. River at base of ‘D” prevents splitting. 

7. Fully seasoned, straight-grain, X-grade ash. 


8. Stepped-down chucking permits deep insertion 
in socket for internal support. 


9. Handle double-riveted in shank. 

10. 16 ga. high carbon steel blade Brinell tested; 
— heat treated for extreme rigidity with 
ample flexibility. 


11. Wide turned step adds rigidity to ‘ 
blade; protects shoe and foot. 





12. “Tuff-skin” finish adds wearability to 
blade; cleans easily. 






. Heel plate welded to blade for super- 
strong, smooth surface. No openings to 
become clogged. 


& IWAN ‘sourw seno’ 


"2" SIZE blade 94"xX 12” 


Wt. Approx. 50 Ibs. per doz. 
Shipped 6 per bundle 


Cat. No. SBLR 47" straight handle 
Cat. No. SBDR27"'"'D" handle 


CALL YOUR JOBBER 


IWAN bros., inc. 


1503 PRAIRIE AVENUE e« SOUTH BEND 





TUBE-IN-TUBE CONSTRUCTION 
scientifically proved to give far greater strength 
than a bar of solid steel. Iwan's patent-applied- 
for design provides this super strength at the 


The STRONGEST SHOVEL ever made 
to sell at POPULAR PRICES 


























INDIANA 







Washing ton 
7. NEWS and Views 


Reports on Events Affecting 
The Hardware Business 


(Continued from page 10) 


Strong Farm Machine 


Market to Continue 


The Agriculture Department 
expects a strong, continuing mar- 
ket for tractors and other farm 
machinery and equipment for the 
remainder of 1952 and throughout 
1953. On the basis of reports by 
its state production and market- 
ing committees, production is cur- 
rently running less than require- 
ments for new equipment and 
replacements, tending to sustain 
a good demand. 

Back of the forecast is the fact 
that farms are more highly mech- 
anized than ever before—70 pct 
more in 1951 than 10 years pre- 
vious. Cutbacks in materials, be- 
cause of the mobilization program, 
have caused lower output while 
replacement needs still are grow- 
ing. Exports are also running 
high, although just how much 
effect this has had on domestic 
shortages is not yet known. 

Outlook from the production 
end is that manufacturers will be 
getting sufficient material before 
the end of the year to overcome 
the current lag in output. This 
is about 15 pet on an over-all 
basis, although some specific types 
run higher—such as up to 27 pet 
for tractors and up to 20 pct for 
some kinds of harvesters. 


Steel for Farm Tanks 
In Short Supply 


The outlook is far from good 
for supplying farms with steel 
storage tanks over the next few 
months, in spite of increasing 
availability of raw materials. The 
reason, say manufacturers, is that 
they cannot get the right kind of 
steel—heavy plate. 

National Production Authority 
is looking into the matter, par- 
ticularly in view of the fact that 
not only is there a heavy backlog 
of dealer and other orders at fac- 
tory level, but there is every rea- 
son to believe that the demand 
is rising. 

(Resume reading on page 11) 
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#6000 

DUAL CONTROL | 

. PRESSURE 
REGULATOR 

AND 

RELIEF VALVE 


The #6000 is designed for hot water heating pressure controls of low pressure hot 
water heating systems. The Reducing Valve is set to deliver 10 pounds to the 
system with the Relief Valve set to relieve at 30 pounds. It is made in 2” standard 
pipe size connections and is a diaphragm type. 


Individually packaged—12 per carton. 


sate 


#6300 
PRESSURE AND 
TEMPERATURE 
RELIEF VALVE 


The £6300 is A. G. A. listed and is designed for the protection of domestic hot wa- 
ter heaters and storage tanks. Poppet type. Pressure ranges from 60 to 200 
pounds per square inch. The fusible plug is set to relieve at 212° F; bottom con- 
nection. Standard setting—85 Ibs., 125 Ibs., 150 Ibs., %” male inlet at bottom; 


%" female outlet on side. 


Additional Fusible Plugs are furnished with each valve and can be installed without 
removing the valve from line or changing the pressure setting. 





AUTOMATIC 
REGULATORS 
AND 

RELIEF VALVES 


All models are designed for low 
pressure boilers. They contain Grade 
A Phosphor Diaphragms, non-corrosive 
Monel Strainers, all bronze bodies, nickel- 

plated seats, oil tempered steel springs, and 
are 100% tested. 


Schaible Products are Stocked By All 
Leading Wholesale Plumbing Jobbers. 


The Schaible Company Cincinnati 4, Ohio 


MANUFACTURERS OF QUALITY PLUMBING AND HEATING EQUIPMENT 
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F21G&41D Bench Yoke Vises 


"assure you profitable volume sales 


* All have handy integral pipe rests and benders. 


Yokes and bases of strong special malleable; top qual- 
ity tool-steel jaws—LonGrip jaws up to 6” capacity. 


* Made in bench, post, kit, stand and tristand models. 


Chain vises in bench, post, stand and tristand models. 
It pays you to stock and sell popular work-saver 


| * RIfAID Vises. Write for complete profit data. 


THE RIDGE TOOL COMPANY « ELYRIA, OHIO 
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Monsanto Forms New Division 


To Merchandise Krilium 


Monsanto Chemical Co. 
announced the formation of 
a Merchandising Division to 
handle the consumer sale of 
Krilium soil conditioner for 
the home gardener and other 
Monsanto trade name prod- 
ucts. 

The new division will mar- 
ket Krilium for home use 
only. The new chemical is 
said to change hard-packed 
soil to a loose crumbly con- 
sistency. 

At the same time, Charles 
Allen*Thomas, president, ap- 
pointed Roy L. Branden- 
burger of St. Louis general 
manager of the new division. 
Brandenburger, who joined 
Monsanto on May 1, has 


been assistant to vice-presi- 
dent Felix N. Williams. 

Early in May, the com- 
pany began sales of Krilium 
soil conditioner through re- 
tail distributors throughout 
the country. The new Mer- 
chandising Division will be 
in charge of these sales. 

The sale of Krilium soil 
conditioner for large scale 
agricultural uses and for 
erosion control will be under 
the direction of the company’s 
Organic Chemicals Division. 

Mr. Brandenburger had 
been manager of the Sanita- 
tion Farm Supply Division of 
Ralston Purina Co., St. Louis, 
Mo., before joining Mon- 
santo. 








Gilliam Honored by Eastern Golf A 


Six Dealers Awarded 
Trip to Coleman Co. 


Six prominent heating 
dealers from the Midland 
Empire left Billings, Mont., 
recently on a special trip to 
the Coleman Co. factory, 
located in Wichita, Kan. 

Fred Tinseth, manager of 


the Billings branch of the 
Marshall-Wells Co., an- 
nounced that through co- 


operation with the Coleman 
Co., Marshall-Wells has de- 
veloped a five-year program 
in which a number of dealers 
throughout this area will at- 
tend an advanced training 
school in Wichita each year. 


—e 


He said that the dealers 
are selected on the basis of 
outstanding sales _perform- 
ance during the previous 
year and will attend the 
school with all expenses paid, 

The following men are 
winners of the 1952 Coleman 
trips: Richard Morrissey, 
Gillette, Wyo.; Robert Lar- 
son, Cody, Wyo.; McLean 
Clark, Big Timber, Mont.; 
Randall Roberts, Roundup, 
Mont., and Floyd Johnson, 
Fairfield, Mont. 

J. R. Linton, Marshall- 
Wells Coleman Division man- 
ager, of Billings, also ac- 
companied the group. 


Worthington Wins Eastern Golf Tourney; 
Davey Named President at Shawnee Meet 


John S. Davey of Russel, 
Burdsall & Ward Bolt & Nut 
Co., was elected to the presi- 
dency of the Eastern Hard- 


ssociation 





H. L. “Flick’’ Gilliam, who represents Wood Shovel & Tool Co., is shown receiving 
a huge sterling silver tray which was tendered him by the Eastern Hardware Golf 
Association ‘‘as a token of appreciation for his years of devoted service and as a re- 


minder of the affection in which he is held by the entire membership.” 


Making the 


presentation of the tray, which is engraved with the signatures of all the members of 


the association, is Leo 
— association. 


May, May Hardware Co., Washington, past president of the 
Others present at the presentation from left to right, John S. Davey, 


ussell, Burdsall & Ward Bolt & Nut Co., president; Stuart A. Russell, J. Russell & Co., 
Inc., and Miles T. Hutchinson, Roberts Hardware Co., both past presidents. 
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ware Golf Association, at the 
16th annual golf tournament 
held at Shawnee-on-the-Del- 
aware, May 14 to 16. Mr. 
Davey succeeds Miles T. 
Hutchinson, Roberts Hard- 
ware Co., Utica, N. Y. 

John J. Wallace, Clemson 
Bros., was elected a_ vice 
president. William M. Stout, 
American Hardware Supply 
Co., continues as a vice presi- 
dent. 

H. L. “Flick” Gilliam, 
Wood Shovel & Tool Co., who 
has been secretary-treasurer 
of the organization from its 
inception was presented with 
a large silver tray, as a token 
of appreciation. 

Elected to the board of 
governors for three year 
terms were: J. Roy Snape, 
Frank W. Winne & Son; 
Frank J. Carr, Anderson & 
Ireland, and W. W. Edwards, 
Hanson & Yorke. 

The Hardware Bowl pas- 
sed to Henry M. Worthing- 
ton, H. Lynn Worthington & 
Co., and the medalist in the 
golf tournament was E. H. 
Talman, Imperial Knife As- 
sociates. 

Other flight winners were: 
2nd, H. Prescott Brigham, 


(Continued on page 136) 
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has been in charge of whole- 
sale sales. 

In his new post he will 
carry the responsibility of 
general sales manager. 


Burgess Elects Swanson 
A Vice-President 


T. B. Swanson, sales man- 
ager of Burgess Vibrocraft- 
ers, Inc., Chicago, has been 





Gordon Made Sales Mgr. 
Of Capewell Mfg. Co. 


Seery C. Gordon was ap- 
pointed sales manager for 
the Capewell Mfg. Co., 60 
Governor St., Hartford, 
Conn. He is in charge of 
sales in the United States 
and Canada in the commer- 
cial line of products, includ- 
ing pipe fitters’ tools, band 
and hack saws and parachute 
hardware. 

Mr. Gordon, with Capewell 
for the past nine years, 
started with the company as 
a purchasing agent and later 
moved to the sales division. 
Prior te coming to Capewell, 
he was with the Connecticut 
Light & Power Co. at Bristol, 
Conn., and the General Elec- 
tric Co. in Schenectady, 
N.Y. 





T. B,. SWANSON 


made a vice-president of the 
company. 

Mr. Swanson has _ been 
with the company since 1945 
and for the past three years 


Hotpoint Elevates Sales 


McDaniel to Marketing Division Head 


John F. McDaniel, has 
been promoted to the position 
of manager of marketing of 
Hotpoint, Inc., John G. 








directing all company mar- 
keting activities through a 
national sales organization 
including 11 sales districts, 


Chicago Retail Association 
Elects Anderson President 


The 64th annual meeting 
of the Chicago Retail Hard- 
ware Assn. held May 21 at 
the Como Inn, was attended 
by some 150 members and 
guests. 

Election of officers at the 
meeting saw A. T. Anderson 
chosen president for the com- 
ing year. Other officers 
elected at the meeting in- 
cude A. J. Lensing, vice- 
president; Daniel Trotter, 


director, and Walter W. 
Schauer, director. 

Principal speaker 
meeting was W. A. Phair, 
editor of HARDWARE AGE, 
who spoke of the great need 
in the retail hardware trade 
for a rebirth of the selling 
skills that were displayed at 
retail levels before World 
War II. 

Mr. Phair said that his ob- 

(Continued on page 140) 


at the 








Sharp, president, has an- 
nounced. Mr. McDaniel for- 
merly was sales manager. 

In his new post, Mr. Mc- 
Daniel has responsibility for 


100 distributors, and 11,000 
dealers. 

The marketing function 
comprises all phases of mer- 
chandising, including adver- 


Officers of the Chicago Retail Hardware Assn. shown here 
are, left to right, standing, A. J. Lensing, vice-president; 
J. C. Amis, secretary; ja A. Sternberg, director; Robert W. 
Wolff, director. Seated, left to right, Lester L. Porter, di- 
rector; A. T. Anderson, president; Edgar U. Hamel, chair- 
man of the board and retiring president; George E. Brough- 








tising, sales promotion, and 
sales training. 

McDaniel’s entire business 
career has been with Hot- 
point, beginning in 1934 
when he was graduated from 
the University of Illinois, and 
enrolled in the company’s 
first special sales course. 

Since that time he has held 
positions in sales administra- 
tion in all areas of the com- 
pany’s business. In 1948 Mc- 
Daniel became assistant 
sales manager, moving up to 
sales manager in 1951. 





JOHN F. McDANIEL 
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ton, director. 


and Walter W. Schauer. 





Marshall-Wells Names 
Evey Department Head 


Fred Tinseth, manager of 
the Marshall-Wells Co., Bill- 
ings, Mont., has announced 
the appointment of E. S. 
Evey as manager of the 
Plumbing and Heating de- 
partment. 

Mr. Evey replaces Herbert 
Wanke, who resigned to ac- 


Not shown are new directors, Daniel Trotter 


cept a position with the 
A. Y. MacDonald Co., of 
Kansas City, Mo. 

Mr. Evey, a master 


plumber and heating engi- 
neer, formerly owned and 
operated a retail plumbing 
and heating business in Col- 
lege Place, Wash. He has 
also been associated with re- 
finery installation operations 
throughout this area. 
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P3970M-1 SALESMAKER 
packed 1 to a carton.... 


*114°8. 
P3970M-2 SALESMAKER ‘] 12 33 


packed 2 to a carton.... 


Wood parts F.0.B. Beatrice, Nebr. 
Metal parts F.O.B. Chicago, Ill. 


Send all inquiries and orders 
directly to Chicago, Dept. HA-6. 


CORPORATION 


Western Ave. at 22nd Place « Chicago 8, Ill. 
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Your merchandise is sell-able 5a 
when it’s see-able! Show more... outa pat 
sell more... profit more—with We", 
SALESMAKER! : 
neh 
A complete packaged unit, with wtt0n® 
six shelves (2—10”, 2—12” and “ 
2—14”), that gives you 4214 ° 
square feet of selling space in just qne 
1214 square feet of floor area. grO% 05 
Quickly and easily assembled ed 
(you can do it yourself) and just ° 
as easily changed to meet your . 
current merchandising needs. P4 : 


REFLECTOR-HARDWARE 





News of the Trade 








Chicage Paint and Wallpaper Group Heardl 
Panel Discussion of Dealer Problems” 


it is being proved that dealer 
distribution is the most valu. 7 
able. It was indicated that 
eventually the manufacturer | i 
would find it necessary to use i 
the dealer form of selling and 7 
the dealers were 
fight to have all sales made 
through them. 


Using as its topic “What 
Do You Know About Your 
Own Business?” 132 members 
and guests attended the 
meeting of the Paint and 
Wallpaper Association of 
Cook County and learned 
from a panel discussion that 
the dealer is essential to the 


success of the painting con- One dealer expressed the 
tractor. thought that, “If we dealers 

The moderator of the panel carry lines in competition 
was George Frederick of R. with our source of supply 


then lets drop these lines and 
let the contractors buy them 
direct, that would solve the 
entire problem.” 

Mr. Elvart stated that it 
cost $40 to $50 per painter 
per day to decorate the aver- 
age home and that many 
owners could not afford this 
kind of expense and were 
forced to do their own dec- 
orating. 

The panel agreed that the 
contractor was not entitled 
to a discount on wallpaper 
when he did not sell it. They 
said that the sooner the wall- 
paper people make a flat 
price per ‘roll, the sooner 
this practice would be discon- 
tinued. 

Richard Koretz, president,, 
presided at the meeting and 
stated in closing that this 
was the most profitable meet- 
ing of the year. 

Fred Sorenson, chairman 
of the Golf Committee an- 
nounced that the Association 
tournament would be _ held 
Wednesday, Aug. 20, at the 
Chevy Chase Country Club 
and that all members of the 
industry were welcome. 

The following firms were 
elected to membership: Clar- 
ence Kline & Co. and The 
Color Mart as regular mem- 
bers, and two associate mem- 
bers John Berg Ladder Co. 
and Wilbur & Williams. 


Frederick Paint Co. and the 
panel consisted of Ray Elvart 
of Ray Elvart & Co., presi- 
dent of the Painting and 
Decorating Contractors As- 
sociation of Chicago; Louis 
Schmidt of James Ekart & 
Co., assistant secretary of 
the Contractors Association 
and chairman of the Member- 
ship Committee, and Law- 
rence Redlin, secretary of 
the Contractors Association 
and member of the Joint La- 
bor Board. 

The discussion brought out 
the fact that 75 to 80 pct of 
the contractors depend upon 
the dealer for all of their 
supplies. That the dealers 
are so aggressive they are 
far ahead of the contractors 
in new products, sometimes 
resulting in overstocks be- 
cause contractors are not 
given the necessary informa- 
tion about these new pro- 
ducts. 

It was also said that only 
20 pet of the cost of decorat- 
ing was for supplies, while 
labor costs accounted for 47 
pet of the total overhead. Mr. 
Elvart said that as a rule he 
found the average contractor 
leads in knowledge of both 
color and design and that a 
more superior job of selling 
was done by the contractor 
than by the dealer. 

The question of whether or 
not the contractor had the 
right to purchase direct from 
the manufacturer was dis- 
cussed at length. The panel 
agreed that many times a 
single purchase from the 
manufacturer is larger than 
the stock that many dealers 
carry. Mr. Schmidt main- 
tained that in many cases it 
meant better delivery and a 
great saving in time. 

It was suggested that the 
manufacturers would gener- 





Jacobus Paint Brush 
Line More Extensive 


A. G. Jacobus’ Sons, Inc., 
Verona, N. J., is expanding 
its household line of paint 
brushes and Master Painter 
Rollers. However, a line of 
household cleaning brushes, 
including dusters, brooms, 
scrubs, etc., was recently dis- 
continued so that complete 
attention can be devoted to 





ally find it to their advantage the manufacture of paint 
to sell only dealers and that brushes and rollers. 
HARDWARE AGE, JUNE 12, 1952 
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ORDER AS 


MODEL DKG-S 


TRAFFIC BUILDING SPECIAL 


®@ A real bargain offer . . . your customers 


save $1.55 


@ The same 8 cup Cory Special that was a 
dealer sell-out last year! 


@ Offer ends in 60 days. Get orders in NOW! 


It's Cory'’s sales-booming idea for spring business! 
A new Cory glass coffee brewer (Model DKG-S)—in 
the best-selling 4-8 cup size—available from your 
jobber now—and for 60 days only to sell retail for 
only $2.95 ... a bona-fide $4.50 value. Wait till 
your customers spot that saving! 

Call your Cory distributor RIGHT NOW and be the 
first dealer in your community to offer this fast-selling 
—full profit—traffic building Spring Special. 


ORDER YOUR STOCK TODAY! 





os if By ee SF 









60 Days Only 


CORY 


ALL-GLASS 


Guaranteed 


Against 
Breakage 


Only all-glass coffee brewer 
made! Watch Cory’s exclusive 6 
months guarantee against break- 
oge up your sales! 
3 models . . . 2-4 cup $5.45 
4-8 cup $5.95 — 8-12 cup $6.95 





ee PO Qe 


AND— DON’T FORGET THESE FAST-MOVING 
me, YEAR ‘ROUND CORY PRODUCTS! 














MEERO 
STAINLESS STEEL 


Guaranteed 
For Life! 


Nicro all-stainless steel coffee 
brewer lasts a lifetime. Won't 
break, chip, stain or rust... ever! 
3 models . . . 2-6 cup $9.95 
4-8 cup $11.95 — 8-12 cup $15.95 





, AUTOMATICS 
America’s Finest 

Only fully automatic 

brewer made! Turns 

the coffee.down ... keeps it hot... 
makes perfect coffee every time 
models . . . Featherweight—$28.95 

. . . New Stoinless Steel — $37.50. 
4 , | / ELECTRIC 
~~) Knife 
Sharpener 

going! Sharpens knives profes- 
sionally right at home! America's 
first and most popular electric 


ee 
“\ CORY 
vacuum type coffee 
. .. automatically! All metal... 2 
The most unusual and useful gift 
knife sharpener — $14.95. 





® 
COR : CORPORATION 221 North LaSalle Street, Chicago 1, Illinois 


fhiwsiquectuncnss cate eee ane eamdementecemeniamscmimadilll 








friction 


or 
rubber 





to install HELLER 
STORE FIXTURES 


The lowest priced, highest quality, sectional and 


Write 


interchangeable store fixtures available. 


today for huge catalog No. [Eyany 


W. C. HELLER & COMPANY 
Wlelabaetsiitcla Ohio 











News of the Trade 


| Fairfield Retires After 
42 Years with RB&W 
Alfred J. Fairfield retired 
last month from his posi- 
| tions as Russell, Burdsall & 


| 





ALFRED J, FAIRFIELD 


Ward Bolt and Nut Co.’s 
sales manager at the com- 
pany’s plant in Coraopolis, 
Pa., and as Detroit sales 
manager. The latter post 
had been added to his re- 
sponsibilities in the last few 
years of his 42 years of ser- 
vice with the company, dur- 
ing which period he had con- 
tributed notably to RB&W’s 
success and growth. 

After joining RB&W in 
1910, at the age of 17, Mr. 
Fairfield occupied various 
positions at the main office 








| 

| in Port Chester, N. Y., be- 
| fore entering the sales de- 
| partment. 


He soon became _ widely 


| known in the principal in- 


dustrial centers of the east- 
ern United States. In 1930, 
two years after the com- 
jpany’s new plant at Corao- 


| polis, Pa., was opened, Mr. 


Fairfield moved there as 
district sales manager. 
Following his retirement, 
Mr. Fairfield will make his 
home in Golden Beach, Fla. 


Ahern Heads Committee 


R. J. Ahern, president of 
the Billings & Spencer Co., 
Hartford, Conn., was recently 
appointed a representative in 
the manufacturers’ group and 
chairman of the Standing 


| Committee for the Simpli- 


fied Practice Recommendation 
R220, Open-end and Box 
Wrenches. 

The committee is composed 
of manufacturers, distribu- 
tors and dealers, each group 


| having three representatives. 
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Mr. Ahern succeeds E. J, 
Wilcox as chairman. Mr. 
Wilcox is retiring from busi- 
ness. 


Rubberset Post Given 
To Dr. William Talbot 


The Rubberset Co., New- 
ark, N. J., manufacturers of 
paint brushes, lather brushes 
and paint rollers, announced 
the appointment of Dr. Wil- 
liam Talbot as manager of 
Plastic Products Division. 

Dr. Talbot is the inventor 
of melamine plastics—an in- 
dustrial plastic used in 
molded articles and coatings. 
He is author of numerous 
technical articles and pat- 
ents. Dr. Talbot will make 
his headquarters at the Rub- 
berset Newark plant, and 
will extend his operations to 
the company’s Salisbury, 
Md., plant. 

Dr. Talbot is the former 
general manager of the Fine 
Chemicals Division of the 
Sun Chemical Corp. In addi- 
tion, he has been associated 
with the Stanford Research 
Institute and the Arthur D. 
Little Co. 


Worthington Wins 
Eastern Golf Tourney 
(Continued from page 132) 


Jr., J. Wiss & Sons Co.; 3rd, 
W. W. Conde, W. W. Conde 
Hardware Co.; 4th, J. W. 
Eigo, A. N. Nelson, Inc.; 5th, 
H. C. Smith, Jr., Corborun- 
dum Co.; 6th, John Douglas 
Coath, Frank W. Winne & 
Son, Inc.; 7th, W. W. Ed- 
wards, Hanson & Yorke; 8th, 
M. Gloyd Kimball, Rose, Kim- 
ball & Baxter; 9th, William 
Volk, Chicopee Mfg. Co.; 
10th, Robert Raymond, True 
Temper, Inc.; 11th, James S. 
Sherman, Roberts Hardware 
Co., Inc.; 12th, Peter Bass, 
Bigelow & Dowse Co.; 13th, 
E. M. Welty, Oliver Iron & 
Steel Corp.; 14th, C. E. Ken- 
dall, Jones & Laughlin Steel 
Corp.; 15th, Walter G. Wood- 
worth, Samson Cordage 
Works; 16th, Lawrence Mc- 
Kay, McKay Co.; 17th, Wil- 
liam F. Sewert, Wickwire 
Spencer Steel Co., and 18th, 
John A. Wright, Diamond 
Expansion Bolt Co. 

The event was attended by 
185 members, 152 of whom 
participated in the tourna- 
ment. 
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Costs you... .°56” 
Sells for..... °83% 


Wake up your clock sales with the colorful and 
compact “Gift-o-Time” display. Don’t miss this 
great opportunity to rack up increased sales of 
Westclox. Assortment No. 400 features the ever- 
popular Baby Ben; that fine little favorite, Ban- 
tam; the unique, silent alarm, Moonbeam; the dis- 
tinctive, all-purpose, Travalarm; and the exciting 
new, wood-case, Sphinx Alarm. Colorful ‘‘Gift-o- 
Time” three-piece display is absolutely free—and 
it’s sure to catch your customers’ eyes. The clocks 
themselves will do the rest. All at a handsome 
profit to you! So be sure to fill out and send in the 
coupon today! 


WESTCLOX 


Made by the makers of Big Ben 


GT 
rare] 


PRODUCTS OF CORPORATION 
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Westclox Assortment #400 contains: 





Cost You Sell For 

2 Sphinx Electric Alarm.............. $5.17 ea. $7.95 ea. 
(plain dials) 

1 Sphinx Electric Alarm.............. $5.82 ea. $8.95 ea 
(luminous dial) 

SAS ae ee $3.89 ea $5.55 ea. 
(1 ivory, 1 black with plain dials) 

DF NN cies ckcbadsewscnvcdcvens $4.62 ea. $6.60 ea. 
(1 ivory, 1 black with luminous dials) 

1 Bantam Electric Alarm............. $3.05 ea. $4.35 ea 
(plain dial) 

1 Bantam Electric Alarm............. $3.40 ea. 5.00 ea 
(luminous dial) 

TW cnn cctcccniccancsouatien $5.32 ea. $7.60 ea 
(1 ivory, 1 walnut with luminous dials) ° 

1 Moonbeam Electric Alarm........... $6.47 ea. $9.95 ea. 
(plain dial) 


Plus colorful, 3-piece FREE display! 











r 
| 
| 
| 
| Gentlemen: 
| 
| 
| 
! 
i 
| 


DON’T DELAY! SEND THIS COUPON TODAY! 


WESTCLOX 

La Salle-Peru, Illinois 
Please send me through my wholesaler 

Westclox Assortment No. 400. 


MY NAME IS 
ADDRESS 

MY WHOLESALER IS 
HIS ADDRESS IS 


——— — — — — — — — J 
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If You’ve An Eye 
For QUALITY 


and PRICE— 
Switch To 





RIM KNOB and BROAD BEVEL 


LOCK SETS 


Yes sir, Mr. Hardware Merchant, we’ve concen- 
trated on proving It is possible to build a little 
more-than-ordinary quality into Taylor products 
and keep the prices at VOLUME levels in alert 
hardware stores throughout America. Here are 
two good examples: basic ‘bread and butter’ 
items with the dependable Taylor trademark, 
good for your business because they’re good for 
your customers. 


TAYLOR LOCK CO. 


PHILADELPHIA 32, 
PENNSYLVANIA 


“For Safety Sake Always Say TAYLOR” 
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News of 


| Moore to Direct Market 





Research for Coleman 








JESS L. MOORE 
the Coleman Co., Inc., Wi- 
chita, Kan. 

Mr. Moore joined the com- 
pany in 1947 as a district 


| sales representative and later 


became regional sales super- 
visor. For the past two years 
he has been a special repre- 
sentative for the vice-presi- 
dent and national sales man- 
ager, ‘with headquarters in 
Washington, D. C. 
Prior to his 
with the Coleman Co., Mr. 
Moore was engaged in the 
import- export business in 
Mexico and Central America. 


association 


Pittsburgh Names Heroy 
Brush Div. Manager 
Appointment of James H. 
Heroy, Jr., as general man- 
ager of Pittsburgh Plate 
Glass Co’s. brush division 


| has been announced by E. D. 


Peck, vice president in charge 


of the paint and_ brush 
divisions. 
Mr. Heroy has been as- 


sociated with the firm’s brush 
operations since 1946 and has 
served as assistant general 
manager during the past two 


| years. 


As general manager of the 
brush division, Mr. Heroy 
will have headquarters at the 
firm’s Pittsburgh, Pa., gen- 
eral offices. 


New Arvin Distributor 


Appointment of Williams 
& Shelton, Inc., 801 S. Tryon 
St., Charlotte, N. C., as a 
radio and television distribu- 
tor for Arvin Industries, Inc., 
Columbus, Ind., was made 






The appointment of Jess L. 
Moore as director of market 
research has been made by 


the Trade———__—__. 


recently. The new distributor 
will handle all of South Caro- 
lina and the central and west- 
ern sections of North Caro- 
lina for Arvin. 





Gibson Refrigerator 
Advances Christensen 


J. S. Christensen was 
named divisional sales man- 
ager of the Gibson Refriger- 
ator Co., Greenville, Mich. 
J. B. Croskery was assigned 
manager of Building and 
Government sales, the posi- 
tion formerly held by Mr. 
Christensen. 

In his new capacity, Mr. 
Christensen will cover the 
Kansas, Missouri, Oklahoma 
and Arkansas area. 


Tigue Is New District 
Head for Telechron 


Appointment of John F. 
Tigue as district manager in 
Syracuse, N. Y., was an- 
nounced by M. J. Dunn, clock 
sales manager of Telechron 
Department, General Elec- 
tric Co., Ashland, Mass. 

Mr. Tigue has been with 
the manufacturers of Tele- 
chron electric clocks for 12 
years during which he has 
been in various selling ca- 
pacities in the St. Louis and 
Chicago districts. 





JOHN F. TIGUE 


Previously Mr. Tigue was 
associated with Firestone 
Tire and Rubber Co. and 
Sears Roebuck & Co. 





To Represent Arnesto 


Harold V. Vail has been 
appointed representative for 
Arnesto Paint Co., Inc., 546- 
550 W. 46th St., New York 
19, N. Y., manufacturer of 
Arnesto paints, enamels and 
varnishes. Mr. Vail will rep- 
resent the firm in Florida. 
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UTICA 
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FULL FORGED RIBS 
CAN TAKE IT! 


AND HERE’S WHY: 





\ CROSS SECTION VIEW OF FORGED RIBS 
SHOWING STEEL FIBRE STRUCTURE 





JA RISERS 


EACH RIB SHARES THE SINEW-LIKE 














BECAUSE STEEL FIBRE STRUCTURE IS COMPRESSED 
AND FORCED TO FOLLOW CONTOUR OF RIES 





STRENGTH OF THE ENTIRE JOINT MEMBER 





Full forging of the rib joint is the secret of this 
new Utica pliers. Forging makes the steel fibre 
structure follow the contours of the ribs as shown 
in the diagram above. Hence, each rib shares the 
sinew-like strength of the entire joint. There is 





i 
ys to use quality tools 


pce O'S 


Pa i ata ae 

















Ku 311 ca 


5 





With FAKGED rib-joint 
for added strength 
exactly where you need it. 








no weak point, likely to break, with this method 
of manufacture. 

Be sure you see these new pliers! One look, one 
“heft”, and you'll know that they live up to the 
standard of Utica quality. 


and the tiantd’s best 
tools are made in U.S.A. 


DROP FORGE AND TOOL 


GORPORATION 


UTICA 4, NEW YORK 
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In Canada: ADLAM TOOL & SUPPLY CO., LTD., 
MONTREAL; WALLS-IRONS, LTD., WINNIPEG 
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Richard 


ZCMI Wholesale Distrib- 





RICHARD W. MAYCOCK 


utors, in Salt Lake City, ac- 
cording to a recent announce- 
ment by Harold H. Bennett, 
executive vice-president of 
the firm. Mr. Bennett also 
announced the appointment 
of Kenneth Taylor as sales 
manager and Harold C. Kim- 
ball as merchandise manager. 

Mr. Maycock has served in 
numerous positions for more 
than 20 years in private 
business and with the gov- 
ernment. 

During World War II, Mr. 
Maycock was released from 
the Coast Guard for duty 
with the War Food Admin- 
istration. He last served the 
government as treasurer and 
then as vice-president of the 
Commodity Credit Corp. and 
director of supply of the 
War Food Administration. 
After the war he was an 
executive with the R. H. 
Macy & Co. in New York. 

Mr. Maycock joined the 
ZCMI organization in 1947 
as operations superintendent 
in the retail department 
store. A year and a half 
later he was named manager 
of Zion’s Wholesale Grocery, 
a position which he held un- 
til his recent appointment 
with ZCMI Wholesale Dis- 
tributors. 

In his new position Mr. 
Maycock will be responsible 
for the direction and co- 
ordination of wholesale op- 
eration in the west. 

Mr. Taylor, newly ap- 
pointed sales manager, and 
former merchandise man- 
ager, has been with ZCMI 
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Maycock, Taylor, Kimball Appointed 
Managers by ZCMI Wholesalers 


W. Maycock has 
been appointed manager of 


for 31 years in various ¢ca- 
pacities, starting in 1921. 
He helped organize the fur- 
niture, appliance and floor 
coverings departments in 
1942, and was named man- 





KENNETH TAYLOR 


ager. In that capacity he 
developed a specialty sales 
organization for this unit 


News of the Trade 





which expanded to include a 
branch office and warehouse 
in Boise, Idaho. 

; a buyer of sporting 
goods lines and hardware, 
Mr. Taylor has also had 
broad experience, and at one 
time he managed the ZCMI 





HAROLD C. KIMBALL 


retail sporting goods depart- 
ment in Salt Lake City. 
He is now first vice-presi- 
dent of the National Whole- 
sale Furniture Association 





and a member of the Na- 
tional Sales Executives. 
Mr. Kimball, who was 
named merchandise man- 
ager, started with ZCMI in 
the wholesale billing depart- 
ment in March, 1914. Before 
that time he held a number 
of positions, including office 
work with a wholesale no- 
tions firm and retail sales in 
hardware and dry goods. 
Mr. Kimball joined ZCMI’s 
Wholesale Hardware depart- 
ment in March, 1915. He 
served in various capacities, 
beginning with general office 
work and later as_ inside 
salesman, automotive buyer, 
light hardware buyer, assis- 
tant manager, and manager 
of the wholesale hardware 


department. He continued 
as hardware department 
manager until over a year 


ago, when he became assis- 
tant sales manager of ZCMI 
Wholesale Distributors. 
For two years he was 
president of the Intermoun- 
tain chapter of the American 
Steel Warehouse Association. 


Chicago Retail Association Elects Anderson President 


servations were that consum- 
ers had money to buy goods, 
and were willing to buy 
when they were sold on the 
desirability of a purchase. 
But, he said, too many mer- 
chants seem to have forgot- 
ten how to sell and are 
depending more and more on 
price cutting as a substitute 
for salesmanship. 

This inevitably leads to 
the growth of the “I can get 
it for you wholesale” type of 


(Continued from page 133) 


consumers 
many 


thinking among 
and gives retailers 
problems. 

J. C. Amis, secretary of 
the association, reported on 
various activities of the 
group during the year and 
George E. Broughton, chair- 
man of the association’s edu- 


cation committee, reported 
on the development of the 
sales training refresher 


course that the group will 
sponsor this fall. 


Edgar U. Hamel, retiring 
president, was presented 
with a plaque by the mem- 
bers in recognition of this 
service to the group. In his 
address to the membership, 
Mr. Hamel said he felt that 
one of the most important 
undertakings of the associa- 
tion was the sales training 
refresher course. He espe 
cially urged the membership 
to participate. 





Some of the 150 guests and members who attended the 64th annual meeting of the 
Chicago Retail Hardware Assn. 
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WIRING ‘DEVICES 


PeS SURFEX,. means 
MORE PROFIT 
For YOU 


in that extra light 














for GARAGES... ATTICS... CELLARS... BARNS 
SUMMER CAMPS... FARM BUILDINGS 


for practically every surface wiring job 


As Easy as A. B. C. 


to install 


© No Boxes 

© No Taping 

® No Soldering 
© Saves Time 

© Saves Money 


~ 
A Neat ... Modern Installation in 
; three easy steps — 

1 Fasten to surface with large wood screws. 
| 
| 
| 
l 
L 


2 Remove knockout and run cable to easy-wiring 
terminals — no splicing necessary. 


3 Fasten cover to base. 


Available in All-Plastic (Urea Base) or Plastic Cover- 
Porcelain Base types. 


Write Dept. H for more information 
on this profitable, practical line. 


PASS & SEYMOUR, INC. 
New York 


THE BEST COSTS LESS in the long run 


Syracuse 9, 
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Peerless 


oT oe 
ary Me 1 
a. 


type 


GENERAL PURPOSE 
PUMPS ARE 
DESIGNED AROUND 


MECHANICAL 
SHAFT SEALS 


ma» 


ADVANTAGES 






1. NO LEAKAGE. Simple, positive act- 
ing, shaft seals prevent leakage of liquid 
from pump. 

2. LESS MAINTENANCE. Stuffing box 
is completely eliminated; maintenance 
trouble and expense is reduced to the 
minimum. 

3. CUSTOM PUMP — STANDARD PRICE. 
The Peerless Type AS pump costs no 
more than ordinary split-case pumps. 
You get extra quality without paying 
a premium. 

4. EASILY SERVICED. Entire rotating ele- 
ment can be removed from pump with- 
out disturbing line connections. Shaft 
seals and bearings are standard items, 
easily available from commercial 
sources. , 

WRITE FOR BULLETIN No. B-1350 
which completely describes 

and illustrates the modern 

design and construction features 

of Peerless Type AS pumps. 





PEERLESS PUMP DIVISION 
Food Machinery and Chemical Corporation 
301 West Avenue 26, Los Angeles 31, California 
Please send us a copy of Bulletin No. B-1350 describing 
Peerless Type AS pumps 





NAME 
COMPANY 


ADDRESS 


CITY STATE 
HADW.A. 





PEERLESS BUILDS DEPENDABLE PUMPS 
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MEANS 
SALES 

























For V-Belt-driven 
power mowers, fans, 
air conditioners, farm 
freezers, beverage 
coolers, home water systems, air compressors 
and other equipment, hot weather means harder 
use... many V-Belt replacements! Cash in on 
this profitable market! Gilmer goes all-out to 
help you do it... gives you: 


e GILMER BELT BIBLE, famous for show- 
ing quickly the right belt for each 
application. 

ALL-METAL, 8-HOOK WALL RACKS, 
for your stock. 

A GILMER HANDIMETER for quick, 
accurate measurement of V-Belt length 
and width. 


NET PRICE AND INVENTORY CARD. 


ATTRACTIVE WINDOW CARD identi- 
fying your store as headquarters for 
Gilmer V-Belts. 










































Stock your own choice of sizes... or one of 
Gilmer’s “Minimum Investment’ Package 
Assortments designed to fill 9 out of every 10 
calls for light duty V-Belts. 


Give your next V-Belt order to your 
Gilmer wholesaler’s representative. 
GILMER has the belt! 





Long-lasting, highly 
adhesive Gilmer Friction 
Tape and Gilmer Rubber 
Tape are good, steady 
selling items, summer 
or winter! 


Hot weather boosts hose 
sales, too ! Gilmer’s com- 
plete line of colorful 
plastic and rubber hose 
sells on sight. Guarantees 
up to 15 years! 


L. H. GILMER COMPANY 


Division of United States Rubber Company 
308 Tacony, Philadelphia 35, Pa. 














| 
| 





Nesco Names McKnight 
Western Sales Manager 


Robert B. McKnight has 


| been appointed western re- 


| gional 


sales manager for 





ROBERT B. McKNIGHT 


Nesco, Inc., 201 N. Michigan 
Ave., Chicago, IIl. 

Mr. McKnight will main- 
tain headquarters in Los 
Angeles. The appointment 
was announced by Paul H. 
Hill, vice-president and di- 
rector of sales for the firm- 





| Wholesaler Wins 


Three Nesco Awards 


Walter P. Ladieu, promo- 
tion manager of Woodward 
Wight & Co. hardware 
wholesalers of New Orleans, 
La., was a triple winner in 
the recent Nesco stove con- 
test. 

Mr. Landieu won a 1952 
Chevrolet as the grand prize 
winner, and also a television 
set and a Nesco roaster as a 
result of his sales efforts in 
stoves and heaters over a 
four-month period. 

Other winners of infra- 
red broiler-griddles were 
W. Shell, Florida Hardware 
Co., Jacksonville, Fla.; 
Thomas Carney, Wilmington 
Jobbing & Distributing Co., 
Wilmington, Del.; H. C. 
Caldwell, Long-Lewis Hard- 
ware Co., Birmingham, Ala., 
and E. H. Water, Allison- 
Erwin Co., Charlotte, N. C. 


Gets GE Receiver Post 


G. S. Peterson, formerly 
district manager for the Re- 
ceiver Department of the 
General Electric Co. in Chi- 
cago, has been appointed the 
company’s district manager 
in Dallas, Tex. Mr. Peter- 
son, who has been with the 
company 22 years, will be re- 
sponsible for the sale of ra- 





News of the Trade 
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dio and television receivers 
to the General Electric Sup- 
ply Corp. in Dallas, Houston, 
Lubbock and Oklahoma City, 





T. Kapner Heads Sales 
For Bellaire Enamel 


Thomas Kapner has been 
appointed vice-president in 
charge of sales and general 
sales manager of Bellaire 
Enamel Co., Bellaire, Ohio, 
according to an announce- 
ment by S. L. Kapner, sec- 
retary. 

Max Reiss will continue as 
industrial sales manager, 
and Sylvan L. Kapner will 
continue as secretary and as- 
sistant general manager. 


Named Manager of 
Follansbee Steel Div. 


Norman Johnson has been 
named manager of the Sheet 
Metal Specialty Division of 
Follansbee Steel Corp., Fol- 
lansbee, W. Va. He will be 
in charge of manufacturing, 
purchasing and engineering 
for the division. 

Mr. Johnson was formerly 
factory manager at the Na- 
tional Enameling & Stamp- 
ing plant of Granite City 
Steel Co. 


Weinel Heads Williams’ 
Sporting Goods Dept. 


J. A. Williams Co., whole- 
salers of Pittsburgh, Pa., has 
appointed Arthur A. Weinel 
manager of the company’s 
sporting goods division, ac- 
cording to an announcement 
by Aaron M. Jaffe, treasurer- 
general manager. 

Mr. Weinel was previously 
associated with Jos. Wood- 
well Co. as manager of its 
sporting goods department 
since 1932. 





ARTHUR A. WEINEL 
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Wood- 
r of its 
artment Here’s a profit gold mine for you today . .. rent Amer- 
ican Sanders and strike it rich! 

One successful plan is to set up a ‘Rental Bar’’— 
featuring American Floor Sanders, American Spinner 
Edgers, American DeLuxe Polishers, the popular Amer- 
ican Belt Sanders, and other types of power tools and 
equipment to rent to your customers. 

Sander rentals start 3-way profits rolling ... through 
rental fees . . . extra sales of floor finishes, paints, 
brushes, abrasives, etc. . . . and customer good- 
will! Paint sales have increased up to 20%... 
and up to $12,000 more store volume for 
hardware, paint and lumber dealers from 
coast to coast. American helps you with a 
complete merchandising kit—counter signs, 
advertising pamphlets, window cards and 
banners and other material. Send today for free 
booklet that guides you to golden profits! 





ee 
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MERICAN 


FLOOR MACHINES * PORTABLE TOOLS 






SEND FOR “PROFIT PLAN” BOOKLET, 

Yo. 2 2 2 8 fF ee FF hh Ume.LUmLUD UG 
The American Floor Surfacing Machine Co. 
522 So. St. Clair St., Toledo 3, Ohio 


0) Send 12-page free booklet showing how to make money 
in the floor sander rental business. 
00 Send latest catalog on the following, without obligation 


0 Floor Sanders 0 Floor Edgers 
0D Floor Maintenance Machines 


BAPOSE.. 60.0 00. c cw SSS ce ewoescoecvcssesvereoecece 


6 eee ae ee State .. 


Treen nteiefr to 
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WE GET 
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UP 








ISOUTHERN 
woo SCREWS 


5 





(Slotted or Phillips Heads) 
have lots to be proud of! 


Lots of friends, that is! We're proud of the many old 
friends who’ve been handling Southern wood screws 
for years. And we're proud too of the new friends who 


every day are discovering what a swell line of 
fasteners Southern is to sell. We hope you're already a 
friend of Southern. If not, you'll enjoy becoming one. 
Here’s why: 

Southern wood screws create customer good will 
and bring you profitable repeat business. Only top 
quality materials go into their manufacture. Our plant 
is entirely modern, our machinery and methods com- 
pletely up to date. A rigid and unique inspection rou- 
tine makes it absolutely certain that only precision 
perfect screws ever leave the factory. 

And that’s not all! Southern wood screws are ex- 
pertly packed for safe shipping, easy handling and 
storing. Bulk screws are packed in indestructible steel 
cans with sealed locking covers . . . a convenience 
exclusive with Southern. 

Write today for the Southern catalogue. 


FACTORY WAREHOUSES 
325 W. Ohio Street 


4100 Dell Avenue 
Chicago 10, Ill. 


North Bergen, N. J. 
280 Decatur S.E. 
Atlanta, Georgia 


SOUTHERN 


SCREW COMPANY 


104 RICKERT STREET 
STATESVILLE, NORTH CAROLINA 

















News of the Trade 











HARDWARE BRIEFS 








| California 


The Fred Eyerlys, junior 
and senior, have opened a 
new and larger hardware 
store in Palto Alto. The 
Eyerlys own their new build- 
ing at 550 Waverley St., 
with 5500 sq. ft. of selling 
space, 





Fred Griffin has bought 
the Whitehall Hardware 
Store in Redondo Beach. The 
new owner has been in the 
hardware field for the past 
27 years. 


Georgia 


Lucius Gaines recently 
purchased the Ray Hard- 
ware Co. in Royston from 
John A. Ray. The new 
owner will change the firm 
name to Gaines Hardware 
Co. 


A new hardware store, 
United Hardware and Auto 
Supply, has opened at 916 
W. Washington St. in Bloom- 
ington. It is operated by Ray 
Hardwick and Merle Wilson. 





Dale Sayre recently 
opened Dale’s Hardware 
Store No. 2 at 1112 E. Oak- 
land Ave., Bloomington. The 
main Dale’s store is at 601 
N. Main St. 





City and County Commis- 
sioner Leo Hindman has pur- 
chased the Long & Kunze 
Hardware Store at 11 E. 
Main St., Du Quoin. 





Indiana 


Chuck Lennertz and Al 
Cornet opened their new 
self-service hardware store 
at the intersection of Old 
Lincoln Highway and Broad- 
way in Merrillville. Known 
as the Lennertz Ace Hard- 
ware, the modernistic store 
is affiliated with the Ace 
Hardware Corp., Chicago. 





lowa 

C. M. Sorenson is now 
with the Cheney Hardware, 
Manly, operated by H. V. 
Cheney. 





George Weese of Collins 
has bought the hardware 


business owned by Harley 
Urbatsch. The business, in 
Goodell, includes a_ brick 
building, fixtures, stock and 
truck. 





Lewis Miller who sold his 
hardware business in Nashua 
to Herbert Ide last March, 
has recently bought a hard- 
ware store in Dewar. 





The Ace Hardware Store 
in Hawarden recently held 
its opening. The firm, man- 
aged by Ken Higgings, was 
formerly the McCown Hard- 
ware Store. 





Massachusetts 


Ed Myles and Dot Costello 
recently opened their third 
store in Worcester, at 100 
Pleasant. Albert Ackerman 
is in charge of the new store. 





Nebraska 


Glen A. Custard is the new 
owner of All Makes Electric 
& Hardware Store, 4040 
Hamilton St., Omaha. 





New York 


The Northport Hardware 
Co., Northport, has under- 
gone extensive renovation 
and is now completely mod- 
ernized. Nicholas Kunst is 
manager of the Main St. 
store and is assisted by Olive 
Forde. 





South Carolina 


Charles Shealy and Joseph 
C. Brunson have opened the 
Capital Appliance & Hard- 
ware Co., 3129 Milwood Ave., 
Columbia. 





South Dakota 


The Raph Hardware store 
in Castlewood has been com- 
pletely remodeled by Mrs. 
Anna Raph, owner, and 
Ralph Sims. It is now con- 
veniently departmentalized. 





Washington 


Fire caused an estimated 
$30,000 in damages to the 
Parkland Lumber & Hard- 
ware Co. plant in Parkland. 
The cause of the blaze was 
unknown. 
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GOLDBLATT MASON TOOLS 








Give YOU 


Give Your Customers; 











QUICKER TURNOVER 


+—®> MORE PROFITS 


REPEAT CUSTOMERS 


FINEST QUALITY 
GREATER VALUE 
LONGER WEAR 









1 

Ow Ss ! 

BRICKLAYERS’ AND 1 

STONE MASONS’ JOINTERS 1 
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1 
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SIDEWALK 
EDGER 


ATTRACTIVE 
DEALER DISCOUNTS 
Goldblatt sells direct 
to dealers, is there- 


especially attractive 
dealer discounts. 
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Goldblatt Tool Company 


1920 Walnut Street 
KANSAS CITY 8, MISSOURI 





PLASTERING 
TROWEL 


BRICK 
TROWEL 







Send TODAY for 


FREE 


ILLUSTRATED 
CATALOG 


Write for your 1952 copy of 
Goldblatt's illustrated cata- 
log describina the largest 
and most complete line of 
masonry tools and supplies. 







FIRST CHOICE OF THE TRADE FOR 65 YEARS 





News of the Trade 





Carey Co. Names Hess 
Cleveland Manager 

L. W. Clarke, vice-presi- 
dent in charge of sales of 
the Philip Carey Mfg. Co., 





W. E. HESS 


Ave., Lockland, 
Ohio, has an- 
appointment of 


| 224 Wayne 
Cincinnati, 
/ nounced the 


W. E. Hess as manager of 
the Cleveland district. 
Mr. Hess, assistant man- 


ager of Carey’s Pittsburgh 
district office since 1950, re- 
| places G. B. Bodwell who 
| has resigned to operate his 
own business. 


Ekco Buys 92.8 Pct. 
Of Republic Stock 
Purchase of 92.8 pct of 
the stock of Republic Stamp- 
ing & Enameling Co., Can- 
ton, Ohio, by Ekco Products 
Co., 1949 N. Cicero Ave., 
Chicago, Ill., was recently an- 
nounced by Arthur Keating, 
chairman of Ekco’s board of 
directors. 


Republic, which in 1951 
made and sold more than 
three million dollars worth 


of enameled kitchen utensils 
and other products, will be 
operated as an Ekco sub- 
sidiary, according to Mr. 
Keating. Manufacture of the 
firm’s present products will 
be continued, he said, and 
its sales and production per- 
sonnel will be absorbed into 
the Ekco organization. 


GE Department Moves 
Headquarters for the elec- 
tric sink and cabinet depart- 


ment of General Electric Co. 


have been moved from 
Bridgeport, Conn., to Louis- 
ville, Ky. This department 
is the third of the major ap- 
pliance division’s five prod- 
uct departments to set up 





headquarters at Louisville, 
where the company is build- 
ing an “Appliance Park.” 





Pressure Cooker Co. 
Appoints Evans, Hill 

Jules Lederer, vice presi- 
dent and director of sales for 
the National Pressure Cooker 
Co. of Eau Claire, Wis., has 
announced the appointment 
of a new assistant sales man- 
ager and the promotion of a 
field sales representative to 
executive status. 

Leonard E. Evans will be- 
come assistant sales manager 
of the company. Mr. Evans 
was with Schick, Inc., of 
Stamford, Conn., for the past 
six years, rising from the 
post of service manager to 
that of assistant sales man- 
ager. In his new position, 
Mr. Evans will make Eau 
Claire his headquarters. 

At the same time, Mr. 
Lederer appointed E. Dale 
Hill as field sales supervisor. 
Mr. Hill has been with the 
National Pressure Cooker Co. 
continuously since 1941 ex- 
cept for his war service in 
the U. S. Navy. 

The company also an- 
nounced the appointment of 
J. J. Jacques as field sales 
representative for the Ohiec 
and western Pennsylvania 
territory, replacing Mar- 
shall Hanson, resigned. 


Honeywell Names New 
Regional Sales Heads 


John A. Robinson has been 
named sales manager of the 
Eastern and Mid-Atlantic re- 
gions for the Industrial di- 
vision of Minneapolis-Honey- 
well Regulator Co., South 
4th Ave. and 27th St., Min- 
neapolis, Minn. 

Joseph J. Matulis was 
made industrial manager for 
the midwest region, succeed- 
ing Mr. Robinson. Also pro- 
moted was C. G. Behnke to 


industrial manager of the 
company’s Chicago branch 
office. 

Mr. Robinson succeeds 


O. B. Wilson, recently named 
field sales manager. 


Fuller Tool Co. Moves 


The Fuller Tool Co., Inc. 
has moved its factory and of- 


fices to 3522 Webster Ave. 
New York, N. Y. The quar- 


ters have been newly equip- 
ped and modernized. 
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BUYERS... plan now to attend, fill 


Your admission badge, which will 
admit you without further registra- 
tion, will be mailed to you. 





for INTELLIGENT BUYING 


The NATIONAL HARDWARE SHOW 
is the only place in the world where 
buyers can see, feel and compare 
thousands and thousands of hard- 
ware and allied products on display 


at one time and one place. 


Here over seven hundred manufac- 
turers (America's finest) show their 
newest and latest products and their 


best merchandising plans. 


Here over 30,000 buyers annually 
come to get the facts and measure 
the Hardware Industry that they may 
intelligently plan their buying for the 


coming year. 


Here buyers meet the principals of 
America's best manufacturers and 
get first hand information on delivery, 


production and prices. 


OCTOBER 6-7-8-9-10 ¢ ¢ GRAND CENTRAL PALACE, NEW YORK CITY 


out and mail the registration coupon. 


Save time by registering NOW. Fill in and mail this registration coupon 
and your admission badge will be mailed to you. Please check below if 
you wish us to make hotel reservations for you. (Please Print). 


Title - 


Nome . . 
NATIONAL apenas eee | 

Z Street aloe ; pain 7 ee a ee ' 

ove . HARD - ——* 
EN 2 Type of Business ___ sensaingiiitaamiaiaipcatin ' 


ly named 





Co., Inc., 

y and of- Please check below the classification of your business 

er Ave., C] Wholesaler (C) Retailer C] Dept. & Chain Store Buyer 
(C) Importer-Exporter [J] Mfgrs’ Agent () Manufacturer [) Other 


ye 331 MADISON AVE., NEW YORK 17, 
MURRAY HILL 2-4802 


(CD Please send us your hotel reservation blank. 


Minors under 18 yrs. of age will not be admitted under any circumstances 
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NEW-LOW COST-PACKAGED 


ROCKET 1000 


SLIDING DOOR HARDWARE 
4 Dikterent Corriers/ 


— Rocket Hardware is available for all 
size doors — up to 50 Ibs. per door. 
Carriers for top mount adjustable, top 
mount non-adjustable, side mount for 
%” doors and side mount for 13%” 
doors. Installation can be self facing 
—no trim required! Track painted to 
match room colors. 





[0 nf 
ae 


NO. 1040 SERIES 
---FOR BY-PASSING 
1%” DOORS. 


Packaged 


Hardware sets are packaged in bright red, customer- 
attracting tubes. Twelve sets to a carton. Labels are 
color-coded for easy and quick dealer identification! 


% § A World of 


- Rocket Carrier, 


iiers. No me 
: rot allows 5 different 


different 
available in two 
Dole ait doors up to 1% arined 
sianot jump track! Track can 

as facia trim. 


, to 50 Ibs. 
for all door sizes UP 
Pea Nene as facia trim. 


Can be w 


‘cone 


single floor guide 
bicparting doors. 





4 









we 
Nylon Outer Race Ball Bearing 


‘ontact. Adjusting 
tai to etal adjustments ! 





by- 
joor guide for 
Late oo installations. 


for single sliding and c.tC(‘ 









The most complete, dynamic — ‘‘dealer-conscious” sales aid 
program ever, backs the Rocket in its flight to sales! Ad Mats, 
Broadsides, Stuffers, Specification Sheets, Window Streamers, 
Free Working Models and powerful National and Regional 
Advertising climb on the ROCKET sales! 


Send for complete information on Rocket Hardware! 


GRANT PULLEY & HDWE. CO. 
31-83 WHITESTONE PKWY. © FLUSHING, N. Y. 
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Clark to Cover West 
For Standard Tool Co. 


Robert R. Clark has been 
appointed western represent- 
ative for Standard Tool Co. 


he 
wee 


ROBERT R. CLARK 





of Cleveland, Ohio, manufac- 
turers of cutting tools. 

Mr. Clark will serve west- 
ern Texas, northwestern Ar- 
kansas, southern Kansas, 
New Mexico and Oklahoma. 

He will reside in Tulsa. 





Mastic Tile Appoints 
Boesing District Head 


Henry W. Boesing has 
been appointed district man- 
ager for the Mastic Tile 
Corp. of America, New- 
burgh, N. Y. He will super- 
vise sales in Ohio, Indiana, 
Michigan, West Virginia and 
Northern Kentucky and 
maintain headquarters in 
Cincinnati, Ohio. 

Mr. Boesing has been a 
sales representative for the 
company since 1948. Prior 
to that time he was with 
Carthage Mills. 





Joins Fleischmann Co. 


Leslie G. Reuther has been 
elected vice-president in 
charge of all plant and man- 
ufacturing operations of 
Fleischmann Handle Co., Bal- 
timore, Md., and Bedford, 














Va. Mr. Reuther was for- 
merly with True Temper 
Corp., and its predecessors, 
American Fork & Hoe Co., 
and Turner, Day & Wooi- 
worth Handle Co., for more 
than 25 years. 





Shields Rubber Moving 


The Shields Rubber Co. is 
moving its Chicago branch 
operations into larger quar- 
ters at 108-112 N. Clinton St. 


The new location is two and 
one-half times larger than 
the old one at 564 W. Ran- 
dolph St. 





A. G. Monroe to Head 
Auto-Lok Sales 


Appointment of A. G. Mon- 
roe as sales manager of the 
Aluminum Auto-Lok Window 
Sales Division has been an- 
nounced by Max Hoffman, 
president of the Ludman 
Corp., Miami. 

Mr. Monroe has been con- 
nected with the Ludman or- 
ganization since 1945. For 
the past two years he has 
been district manager of the 
Midwest office in St. Louis, 





Murray Ohio Co. Adds 
Bender to Sales Staff 


Latest addition to the 
Murray Ohio Mfg. Co. sales 
organization is Murray H. 
Bender who will make his 
headquarters at the firm’s 
New York office, 200 Fifth 
Ave., New York, N. Y. 

Mr. Bender will serve as 
assistant to Lloyd Reynolds 
selling Murray Ohio baby 
walkers, juvenile wheel 
goods and bicycles. The ter- 





Dai af 


MURRAY H. 


BENDER 


ritory he will cover includes 
New England, New York, 
Pennsylvania, Maryland and 
New Jersey. 


Buys Vitrophane Corp. 


American Decalcomania 
Co., 4844 Fifth Ave., Chicago 
24, Ill., has purchased the 
Vitrophane Corp., Brooklyn, 
N. Y., manufacturer of Vitro- 
phane plastic coated window 
decoration. The new owners 
now have an extensive na- 
tional and local promotional 
campaign on Vitrophane un- 
der way. 
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HERE’S 


ONE 
Franchise 


that covers 
All Four P’s! 


QUALITY LINE Porter-Cable makes a full line 
of guaranteed portable electric tools and 
abrasive belt machines. As a Porter-Cable 
Distributor, you have more than 100 distinct 
markets to sell to. 


EQUAL DISCOUNTS No other distributor ever 
gets a bigger discount than you. More, you’re 
sure that the territory you cultivate brings 
profit to you. 


STRONG BACKING Porter-Cable backs you to 
the hilt with aggressive national advertising 

. provides a wide variety of promotion 
material for your use. 


GA 
mn ~ 
ag 


fpeviiithe Ye YA 


= MG, 
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SELECTIVE DISTRIBUTORSHIP We agree to dis- 
cuss with you the contemplated appointment 
cf any new distributors in your marketing 
area... you're protected from indiscriminate 
competition. 


aie | 


2 
os 
booklet contains all the details. / —~< 


a, 


Want a copy? iS Sey 


Porter-Cable 


Machine Co. 


1186 N. Salina St., Syracuse 8, N. Y- 


f 
Our 12-page Distributor Policy I: 





In Canada write: Strongridge, Lid., London, Ont. 
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FARMERS NEED 


These 


DIAMOND 
Tools 






Electronically 
Hardened 


cutting edges 
















DIAMALLOY 
HEAVY DUTY 
CUTTING NIPPERS 


This strong, yet conveniently light- 
weight nipper is a very practical 
tool for farmers, carpenters or 
builders and in construction work 
everywhere. Has great leverage 
and will cut large size nails and 


Drop forged from 
high quality Diamalloy 
steel. Handles and jaws 
heat treated throughout 
and tempered to great 
toughness. Has a short 
cutting edge, electronically 

hardened and honed to per- 
fect finish. Stops prevent the 

edges from dulling each other 
and can be filed to give proper 
adjustment as edges are re- 

sharpened or worn. Individually 
tested. Green enameled handles. 
Polished head. 


DIAMALLOY 
End Cutting 
Nippers 
DIAMALLOY 
Staple 
Pullers 


Designed with wide throat 
clearance and ample handle 
leverage with jaws at just 
the right angle for easiest 
cutting. 


For use on metal or wood 
posts. Starting and pulling 
point on one jaw—corru- 
gated hammer head on the 
other. 


Sold by Leading Jobbers Everywhere 


DIAMOND CALK HORSESHOE CO. 


4622 GRAND AVE. 
DULUTH, MINN. 
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News of the Trade 














NEWS OF 
MANUFACTURERS’ AGENTS 








Chemnitz, Pilkington Charles Co. and _ General 
Liquids Corp. Mr. Kramer 


Appointed By Buch ~ es 
B : wl e concentrating in all 
ph gan pA ye New a of housewares dis. 
land, Ore., has been appointed a 
to cover Washington, Ore- 
gon, Idaho and Montana for Erwin H. Funke Makes 
the Buch Mfg. Co., 800 S. Partner of Hoffman 
Market St., Elizabethtown, Soute i, eat af 
Pa., manufacturer of wheel- « ss , _ ©, 41 Union 
barrows, metal stampings, Sa. New York, N. Y., has 
water ballast rollers and $6" partner inthe fim. Mt 
It was also announced that sieog wd ‘'e patina lr 
Eg yer necrg ena oe | that the company will now 
” , " . be known as Funke & Hof.- 
handle the Buch products in ,»»q». 
Virginia, in addition to North Ate 
Carolina, South Carolina, 
Georgia and Florida, terri- Gasstrom-White Named 
tories previously covered. By Peck Spring Co. 
Gasstrom-White & Co. 
P Inc., 520 Hunts Point Ave. 
Pearl-Wick Corp. Adds New York, has been ap- 
L. Karden, M. Fischer pointed to represent the Peck 
Pearl-Wick Corp., hamper Spring Co., Plainville, Conn., 
manufacturer, 27-50 First M@nufacturer of springs, 
St., Astoria, L. I, N. Y., has WiTe forms and screw ma- 
named Leonard Karden, of chine products. ; , 
Denver, Colo., exclusive rep- The representatives will 
resentative for its products °°’ New York City, Lorig 
in Colorado, Utah and Ne- Island and northern New 
veiie. Jersey. 
Also named exclusive rep- 


resentative was Max Fischer, ‘ 

of the H. M. Johnston Asso- Westbrook Appointed 
ciates, who will cover the 4: W. Westbrook & Co. 
northern California area. 119 Peachtree Circle, N. E,, 
This excludes southern Cali- Atlanta, Ga., was named to 
by represent Buck Bros., Mill- 





made Edwin C. Hoffman a 


fornia, being handled 
M. J. Rosenfield. bury, Mass., in Alabama, 
. Florida, Georgia, North 
ie eae Carolina, South Carolina and 
Mississippi. 


Kramer to Represent 


Plastiglide in Calif. 
J. R. Kramer, former sales L. M. Gardner Named 


manager of the houseware Lewis M. Gardner, Ft. 
division of New Plastic Worth, Tex., manufacturer's 
Corp., has recently reentered agent, has been appointed 
the manufacturers represen- lawn sweeper sales represen- 
tative field covering the en- tative of the Parker Sweeper 
tire state of California for Co. for Texas, Oklahoma, 
Plastiglide Co., John C. Arkansas and Louisiana. 





Cummins Service Station wood Ave., Chicago 40, Ill. 
The station is fully staffed 


A factory service station ** : d 
with experienced servicemen, 


to facilitate repair and ser- : 
vicing of Cummins portable #"d carries a complete stock 
tools has been installed at Of replacement parts for ef- 
318 Harvard St., Brookline, fective handling of all types 
Mass., by Cummins Portable of work for various dealer, 
Tools Div., Cummins Chi- distributor and customer 
cago Corp., 4740 N. Ravens- jobs. 
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AERMOTOR auucuuces 


a New Packaged Water Pump System 


with Fittings for Deep or Shallow Wells 


9's the Grand Yew 
CONVERTIBLE JET PUMP 


The same pump unit, tank, and tank fittings are 
used for both shallow and deep wells. The factory- 
packaged sets of parts described to the left make this 
possible. Solves your inventory and stock problem. 
While just announced publicly, these new Convert- 
ible Jet Pumps have been in actual service on many 
farms for a test period of more than 2 years. They 
embody all the finest features. 2-Piece bronze impel- 
lers for smooth contact surfaces that hold water fric- 
tion to a minimum. 40-Gallon pressure tank regularly 
furnished is galvanized inside and out. NEMA stand- 
































THE SHALLOW 
WELL PACKAGE 


(illustrated below) 
Used where the depth to 
water does not exceed 25 feet. 
Just complete the bly of 
the pump by using the parts 
shown in the illustration below. 
The operation is such that a 








part of the water circulated in ik 4 
the case is directed thru the - ard ball bearing motor, 3450 rpm with built-in ther- 
nozzle (which is screwed into THE DEEP WELL mal overload switch. All the quality features that in- 


sure long, useful life, and customer satisfaction. 


the inlet flange) and into the 
venturi tube, thereby increas- 
ing the suction lift and build- 
ing up the tank pressure. 


PACKAGE 


(illustrated above) 

This outfit is used when 
the depth to water exceeds 
25 feet. The deep well in- 
let flange, shown above, 
provides for a suction pipe 
and a smaller pipe which 
directs water under 
pressure to the nozzle and 
venturi tube in the well, 
located preferably below 
the water line. 
















AERMOTORS 


Wheels 6 ft to 20 ft in diameter. 
Let the wind pump for you with- 
out cost for power. Capacities from 
105 to 3300 gph. 


DEEP WELL PUMP 


For pumping depths, 20 to 730 
feet. Available in 4 sizes with 4 
to 3 hp motors. Capacities of 118 
to 4950 gph. 


SHALLOW WELL PUMP 


For total suction lift of 22 feet or 
less. 4%, 4, & 4% Hp 60 cycle a-c 
110-220 volts electric motors for 
capacities of 250, 350,and 500 gph. 


VERTICAL JET PUMP 


For 2’, 3”, and 4” wells, or larger, 
with motors ranging from }4 to lhp 
to raise water from a depth below 
a suction lift of 22 ft. 


ADVERTISED... So be ready to show them 


to read. These advertisements say, “Now at dealers to see, and 
for quick delivery.” Be sure you have pumps of each type to 
demonstrate and deliver. 


State farm papers and regional farm papers (total circulation 
over 4'4 million) are running a regular schedule of advertisements 
in the months during the year when farmers have the most time 







If you are not selling Aermotor Water Systems, 
inquire about profit-making dealer franchise. 
AERMOTOR COMPANY, Dept. 8006, 2500 Roosevelt Road, Chicago 8, Illinois 
Factory branches for warehouse shipment and sales assistance 


Oakland e Kansas City * Omaha ° Des Moines ¢ Minneapolis 


Amarillo . 


Dallas » 
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for full details, now! 


OUT-0-WAY CABINET 


Keeps bathroom needs out of 
sight, off the floor, yet handy. 
Attractive, sturdy steel cabinet 
with white baked enamel finish. 
Plastic bristle bowl brushes in- 
cluded. Ingenious grip-clips fas- 
ten cabinet to either side of tank 
—no tools needed. Looks like 
part of tank when closed. 


Cash in on the ads in these top 
national publications. BETTER 
HOMES AND GARDENS, 
HOUSE BEAUTIFUL, AMERI- 
CAN HOME, GOOD HOUSE- 
KEEPING. 






Universal No. 16 
Fits tanks with 
exposed center pipe. 





NORTHERN INDUSTRIES 


Nationwide advertising has pushed these items 
to the top with phenomenal results that have 
made sales history! Every single home, resort, 
service station, tavern, office or hotel is a pros- 
pect. Traffic-stopping displays furnished with 
your initial order account for fast, profitable 
turnover. Get your jobber on the phone or write 


TOILET TANK TRAY 


\ a glance. 


am tanks. 
\ identifies correct style. at 


Modern No. 17 
Fits tonks resting 
on bowl. 


310 N. Water St., Milwaukee, Wis. 


Pleose send complete facts about your Veri Neet ‘‘Out-O-Way” 
Cabinet and Aluminum Toilet Tank Trays. 



























The perfect answer to 
moisture drip — keeps 
floors dry! Light weight, 
rust proof aluminum 
with baked white enamel 
finish, will not tarnish 
or stain. No tools needed 
to install. 
Two styles fit 95% of all 
Package design 





Address 





City 


State 
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Toop to Cover Southern 
States for McKinney Co. 


Harold V. Toop recently 
joined the McKinney Mfg. 
Co., Pittsburgh, Pa., build- 





HAROLD V. TOOP 


ers’ hardware manufactur- 
ers, and will travel the states 
of North Carolina, South 
Carolina, Tennessee, Ala- 
bama and Georgia. 
Previously, Mr. Toop 
served as regional manager 
of contract sales for Yale & 
Towne Mfg. Co. since 1948. 
Before and after World War 
II, during which he was an 
Army officer in the Euro- 
pean theater, he was in the 
retail and contract hardware 
business as the Paine & Toop 
Co. 
A member of ASAHC, Mr. 
Toop has done extensive lec- 
ture work on architectural 
builders’ hardware. 





Van Sciver Appointed 
Sales Head By du Pont 


Albert B. Van Sciver has 
been appointed general sales 
supervisor of the household 
products sales section of the 
Fabrics and Finishes depart- 
ment of the du Pont Co., 
Wilmington, Del. Mr. Van 
Sciver will be located in Wil- 
mington. 

Since 1950 Mr. Van Sciver 
had been district sales super- 
visor of specialties sales in 
the middle western area. He 
will succeed Paul A. Brice, 
who had been district sales 
supervisor of the household 
products section. 





Riegel Corp. Moves 


The Riegel Textile Corp. 
has recently moved its New 
York office from 342 Madison 
Ave. to 260 Madison Ave. 
However, the company will 
continue to use its present 


News of the Trade———___ 


mailing address, P. O. Box 
170, Grand Central Station, 
New York 17, N. Y. 





Dixon Crucible Names 
Van Why Salesman 


John B. Van Why has been 
appointed a salesman by the 
Joseph Dixon Crucible Co, 
167 Wayne St., Jersey City, 
N. J., to cover Connecticut, 
Rhode Island and western 
Massachusetts. He will han. 
dlet Dixon Silica - Graphie 
paints and Dixon Graphite 
and Graphited Lubricants, 

Mr. Van Why’s previous 
affiliations include the James 
B. Sipes Co., Union Hardware 
Co., and Pittsburgh Plate 
Glass. 


Leykum Named By 
Majestic Radio 

Robert J. Leykum has 
been appointed vice-presi- 
dent in charge of manufac- 
turing by Majestic Radio & 
Television, division of Wil- 
cox-Gay Corp., Brooklyn, 
N. Y. He was formerly with 
Garod Radio Corp., a Majes- 
tic subsidiary, joining the 
firm in 1935. 





Advance Promotes Riley 
To Sales Supervisor 


James A. Riley has been 
promoted by Advance Pump 
Co., Berkeley, Calif., and 
Hamilton, Ohio, to traveling 
sales supervisor for the 11 
western states and Texas, 
Mississippi, Louisiana, North 
and South Dakota, and 
Minnesota. 

Mr. Riley has been suc- 
ceeded in his former position 
as sales engineer for the 
northwest territory by 
Robert R. Brighton of Port- 
land, Ore. 
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on Orepat KIMBLE GLASS BARS WON'T RUST sell on sigh tf 








a "s+ STAY NEW-LOOKING! 
ny’s previous j 
de the James A. Kimble Button-End Glass Bars — crystal “— a 
ion Hardware gn epel Gin with ciimdable wetct t- HERE’s AN ITEM your Customers won’t droom, kitchen, bathroom or nursery. 
burgh Plate - tings. 18°’ long. eo be able to resist once they see what use- Most important, our tremendous pro- 
B. Kimble Double-Purpose Glass tien: ful, economical, handsome helpers _ duction facilities make it possible for us 
“i __ erystal glass with adjustable fittings for Kimble Glass Bars can be. to sell at a cost that gives you an unusual 
d By ~~ partial or full-length vse. 24" long. With their polished metal fittings and profit margin. Decide now to order these 
C. Kimble Bent-End Gloss Bars — ¥/,"’ crys- sparkling glass, Kimble Glass Barsarean _ fast-moving bars from your wholesaler, 
. "gal or opal gloss with strong, modernis- attractive addition to any room—be it or write to us direct. 
veykum has tic metal fittings. 18°’ and 24” lengths. 
‘ o- D. Kimble Deluxe Glass Bars—%/,” 
° ¥,"" crystal- 
tc Made ferdeariniecr smentimes! §—-s- K TM BLE GLASS 
stic Radio & s fittings. 18"! and 24” lengths. : TOLEDO a OHIO 
pote nee Ai Division of Owens-Illinois Glass Company 
ormerly with 
"p., a Majes- L.. 


joining the ae eaten ee = 


; a STREAM of profits SATISFIED USERS, EVERY WHERE, 
otes Riley SPRAY your way /ENDORSE THE REVOLUTIONARY NEW 


inst | from FAUCET-QUEENS! — kITE DRAIN CLEANER 

















posits, sewer gases, germs and odors like magic. Leaves 
pipes clean and sanitary. Ideal for use in homes, hotels, 
motels, stores, offices and factories. Satisfaction 
guaranteed. 


| BIG PROFITS — SMALL INVESTMENT 


SPECIAL INTRODUCTORY OFFER! | 
anil Retails YourCost Profit 

Prize-winning display with 1 doz. Easel-back display with 1 doz. 3 DeLuxe Drain Cleaners $22.35 $13.35 $9.00 

assorted colors. $3.90 per doz. assorted colors. $2.30 per doz. 10 ##. hose 

1 Sample Unit $4.00 Prepaid 


Order now from your jobber nN Quantity Discounts on Request 
cet ueel Free descriptive literature and newspaper mats 
<a Gates) DEPT. 52 
au cutea®)| H. D. CAMPBELL CO. 


The Faucet-Queens, Inc. Good Gates) ROCHELLE, ILL. 


119 W. Hubbard St., Chicago 10, Ill. Des conennsce EF | DISTRIBUTORS INQUIRIES INVITED 


Calif., and a flick of the finger Cleans stubborn, clogged 
to traveling ‘ drains in a jiffy without 
for the 11 ; gives | chemicals or powders, oper- 
and Texas, SPRAY OR STREAM . | alae ACTION 
iana, North Yj, 
oe i | 1—EMPLOYS CONDENSED 
WATER PRESSURE 
. flexible type regular model | 
een suc 2—USES POWERFUL 
ner position retails for AY retails for QOe | WATER SUCTION 
sd _for the Model “‘A” FAUCET- QUEEN has Regular model FAUCET-QUEEN Methinn the t on 
rritory by flexible bellows-like neck for has rigid-neck sprayer. See Way "a Gime Soe e 
a reaching every part of the sink. strainer and anti-splasher. More ' “Sens 
on of Per Has strainer & anti-splash fixture. than 22,000,000 sold! | pth pres pg cay a om 
| 
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Florida-Georgia Hardware Association 
Elect Officers at Recent Convention 





Officers of the Florida- 
Georgia Hardware Associa- 
tion (shown in the photo- 
graph) elected at the 
convention of the two 
groups, held at the Hotel 
George Washington, Jack- 
sonville, Fla., on May 21, 
take a brief time-out from 
their activities to pose for 
their first group picture. 
From left to right are W. W. 
Howell, Waycross, Ga., ex- 


ecutive manager of both 
groups; Olin Williams, 
Georgia Hardware & Marine 
Supply, Brunswick, Ga., vice- 
president of the Georgia as- 
sociation; Hugh King, King- 
Hicks Hardware Co., Coving- 
ton, Ga., president of the 
Georgia association; Ken- 
neth Hill, Hill Colonial Hard- 
ware Co., Orlando, Fla., 
honorary president of both 
groups; A. C. Stine, Hill 


News of the Trade 








Hardware, Sanford, Fla, 
vice-president of the Florida 
association, and M. A. Car- 
ter, Carter Hardware Co., 
West Palm Beach, Fla., 
president of the Florida as- 
sociation. 

Directors of the Florida 
association are Fred Down- 
ing, Downing Hardware, 
Jacksonville, Fla.; O. W. 
Brady, Jr., Brady Mercan- 
tile Co., Miami, Fla.; S. E. 
Bartlett, Bartlett Hardware, 
Vero Beach, Fla.; A. E. 
Folds, Folds Hardware Co., 
Gainesville, Fla.; David Pey- 
ton Yon, Yon Hardware, 
Tallahassee, Fla., and Stan- 
ley Bumby, Bumby Hard- 
ware, Orlando, Fla. The 
group’s advisory committee 
includes C. Eric Markham, 
Peoples Hardware, Lake 
City, Fla.; John K. Wood, 
Knox stores, Orlando, Fla.; 
Carroll Smith, Carroll Smith 
Co., Winter Haven, Fla.; 
W. B. Makinson, W. B. Mak- 
inson Co., Kissimmee, Fla., 
and Kingsley Harris, Kings- 
ley’s, Leesburg, Fla. 

Directors of Georgia asso- 
ciation are Frank Hudson, 
Newnan, Ga.; W. M. Flemis- 
ter, Fulton Hardware Co., 
Atlanta, Ga.; Forrest Knapp, 


Thomasville Hardware and 
Supply, Thomasville, Ga,; 
R. W. Hatcher, Hatcher’s, 
Inc., Milledgeville, Ga.; C. E. 
Weir, New Peoples Hard- 
ware, Douglas, Ga.; J. F. 
Raines, Raines Hardware, 
Cohutta, Ga.; Charles E., 
Giddens, Adel, Ga., and H. G. 
Teaford, Americus Hardware 
Co., Americus, Ga. The ad- 
visory committee lists W. A. 
Crawford, Crawford Hard- 
ware, Hogansville, Ga; 
James B. Harley, P. N. 
Harley Hardware Co., Way- 
cross, Ga.; W. S. Williams, 
Williams Hardware Co., Cor- 
dele, Ga., and Alvin Wight, 
Wight Hardware, Cairo, Ga. 





Central States Golf 


Central States Hardware 
Club of Chicago will hold 
its 14th annual golf party 
on June 27 at the Sportsman 
Country Club, Northbrook, 
Til. 

The committee in charge of 
the party includes: Frank J. 
Koch, chairman; George H. 
Beaudin, prizes; L. S. Pick- 
up, scoring; J. H. Perry, en- 
tertainment; Sim _ Strauss, 
foursomes; Ben Leve, secre- 
tary, and J. A. Billings, 
treasurer. 
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W. C. Retzloff 


W. C. Retzloff, for many 
years Wisconsin sales repre- 
sentative for Marshall-Wells 
Co., Duluth, Minn., died re- 
cently. He had retired in 
1950. 

Bill Retzloff started his 
career in 1904 with Nichols- 
Deane & Gregg, St. Paul, 
Minn., as an order clerk. He 
joined E. Garnich & Sons 
Hardware Co., Ashland, 





Wis., in 1911, as a traveling 
salesman. 

In 1914 he joined Mar- 
shall-Wells, first in the pric- 
ing department, then in the 
audit department, later going 
on the road in Wisconsin, un* 
til he retired in 1950. He 
made his home in Antigo, 
Wis. 

Even after his retirement, 
he took special pleasure in 
attending the Marshall-Wells 
Congresses to talk hardware 
with his many friends. One 
of his pet expressions was, 
“An ounce of loyalty is 
worth a pound of clever- 
ness.” 

In a tribute to Bill ex- 
pressed by a Marshall-Wells 
executive, it was said, “When 
in the fullness of time we 
reach the Other Shore, we 
will expect to find Bill Retz- 
loff up there pitching, with 
his catalog right up to date, 
all pages in order and all 
price changes made. 

“From time to time we 


may be obliged to record the 
passing of good men and 
true, but we shall never find 
a better man.” 





Milford M. Feaman 


Milford M. Feaman, who 
was manager of the water 
heater and kitchen utilities 
department of the Westing- 
house Electric Appliance 
Div., died May 23, after an 
extended illness. 

Mr. Feaman joined West- 
inghouse in 1931 as a dis- 
trict merchandising super- 
visor. 





H. Paul Nelligan 


H. Paul Nelligan, 49, presi- 
dent of Easy Washing Ma- 
chine Corp., Solar and Spen- 
cer Sts., Syracuse, N. Y., 
died suddenly May 17 of a 
heart attack. 

Mr. Nelligan became a di- 
rector of the firm in 1934, 
and from 1936 to 1941 he 
was vice-president and gen- 
eral counsel. Since 1941 he 
had been president. 

Survivors are his widow, 
two sons and a daughter. 
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John W. Bentley 


John W. Bentley, manu- 
facturers’ agent, died re- 
cently in Wilmette, IIl., where 
he made his home. 

Mr. Bentley handled fish- 
ing tackle and sporting goods 
and covered the middle west- 
ern territory for Ed. W. 
Simon Co., 320 Broadway, 
New York, for the past 26 
years. Prior to that he was 
with Shakespeare Co., Kala- 
mazoo, Mich. 

Mr. Bentley is survived by 
his widow, son, and two 
sisters. 





JOHN W. BENTLEY 
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A report in pictures of 
people and events 
in the hardware trade 


At the recent Industrial Supply Con- 
vention in Atlantic City, N. J., mem- 
ber firms which had been repre- 
sented at the initial meeting of the 
Southern Industrial Distributors’ 
Association on May 15, 1902, in 
Charleston, S. C., were honored 
with commemorative plaques. Seat- 
ed, left to right, are: D. E. Doyle of 
Southern Railway Supply Co.; L. F. 
Perkins of Henry Walks Co.; W. 
Blun of Georgia Supply Co., and 
G. W. Sydnor of Smith-Courtney 
Co. Standing are: R. Alcott of 
Riechman-Crosby Co.; C. M. Har- 
rington of Hyman Supply Co.; J 
H. Mulherin of Georgia Supply Co.; 
W. Bilbro of Cameron & Barkley 
Co., and G. W. Sparks of J. G. 
Christopher Co. Not present was 
the only living member who had at- 
tended the 1902 meeting, John A 
Riechman of Riechman-Crosby Co. 


Pictured here are some of the 30 
salesmen and company officials who 
altended the annual Stanley Elec- 
tric Tools, New Britain, Conn., five- 


day sales conference held last ~ 


month. Frederick O. Fuller, sales 
manager, and Elmer W. Ellsworth, 
assistant, presided at the meeting. 


HA Photo Angles 








Mrs. Mary Dutton, left, and Miss 
Jackie Currie of the Virginia Sup- 
ply & Well Co., Atlanta, Ga., watch 
C. B. Sattler, Myers sales training 
manager, demonstrate characteris- 
tics of centrifugal pump perform- 
ance. The demonstrator was built 
by the company specifically for 
training purposes. The women are 
the first ever to attend a Myers sales 
training class. The history-making 
class was in session last month. 


[he Ox Fibre Brush Co. 
of Frederick, Md., re- 
cently held a banquet 
in honor of 125 men 
and women with over 
25 years’ service. A 
special award was pre- 
zented to G. E. Van 
Fossen, second from 
right, with the firm 63 
years, and a 25-Year 
Club was formed. 








TANK BALL 


THE SURE-WAY TO STOP TOILET LEAKS 


E 
ith the N 
. IMPROVE og TIP 


COMPLETE 
WITH ROD 


RAN ing | ae 
e PREVENTS LEAKS 
e SAVES WATER BILLS 
e ENDS ANNOYING NOISES 








Made of the finest quality rubber 
to prevent swelling or distortion. 


COLORFUL 
COUNTER CARD 


Supplied FREE with every dozen tank balls 


Sold through Authorized 
Jobbers and Distributors 
Or Write to: 


FRANKLIN 


i ee, On On 


2701 N. BROAD STREET PHILA. 32, PA 


Manufacturers of a Full Line 
of Rubber and Brass Plumbing Specialties 
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Model 5-N Portable 
Compressor Unit = 

Engineered for automotive, 
industrial painting and rental 
fields. High delivered air 
volume, 1/2 hp., 5.31 cu. ft. 
displacement, 50 Ib. working 
pressure. Rugged piston type. 





All New Streamlined 
Sharpecraft ‘'40"' 

Compact, lightweight, 
champion for hard, lasting 
performance. 1% hp. motor 
delivers 2.3 cu. ft. free air 
at 40 Ibs. per minute. Motor 
optional, Sturdy oilless 
diaphragm type. 


Sharpe Spray Guns 
Choice of internal mix 
pressure, external suction or 
combination types for cup 
or material container use. 
Precision-machined air and 
material nozzles. 


Additional data upon request. rs 2 


Dealerships available, write for details. 


SHARPE MFG. CO. 
1224 Wall St., Los Angeles 15, Calif. 


Modocoll is America’s quality wallpaper 
paste. It doesn’t stain even the finest 
wallpaper . . . keeps no matter what 
the weather .. . holds tighter . . . stays 
longer . . . stretches further. Modocoll 
is all paste! 

Contact your local distributor or . . . 


NU PASTE 
ADHESIVE CORP. 


1026 Third Ave., N. Y. 22 
TEmpleton 8-4770 
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Made of highest grade aluminum. Created by 
Kursh, the originator of reflecting numbers! 
Different numbers on each side give you 100% 
selling coverage with only Aalf the inventory. 
Clearly visible by day. Extra brilliant at night. 
Unaffected by weather. Size 24” x 3%”. 
Beautiful mahogany grain metal counter display rack and colorful 
window display given FREE with fast-moving assortments. Small in- 
vestment . . . fast turn-over . . . no dead stock. Frames and lawn 
stakes included. 


Ask Your Jobber, or Write for Full Information and Prices 


Ballonotp METAL PRODUCTS CO. 


2536 EUCLID AVENUE ° CLEVELAND 15, OHIO 


In Canada: Canadion Housewares, ltd, 20 Wellington St., Toronto, Ont. 


BACK 





FRONT 














KNOWN FOR QUALITY 


DUST 
PANS 


WAFFLED DOOR 
MAT 4 


DESIGNED FOR 
INDUSTRIAL, JANITOR 
OR DOMESTIC USE. 








Heavily made to stand rough 
commercial service. Manu- 
factured in black enamel, red 
or green, either the hooded 
or open pattern, with extra 
large and heavy corrugated 
bottom. Packed 4 dozen to 
the container. 





A foot scraper mat that will help you scrape up 
extra sales. A highly popular, useful mat. 
@ Multi-scraping action @ Easy to clean 
@ No wires to rust @ Water drains through 
@ Tough, durable rubber Modern styling 

@ Reinforced with Fabric cord 


Write today for literature and price list 
on the “Fulton Line" | 


ACE RUBBER PRODUCTS, INC. 
PATENT NOVELTY CO. | a 


iReleom -{-1-14,myig-1-3/ 








DEPT. HA FULTON, ILLINOIS 
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PARKER MANUFACTURING CO. | 


MASS., U. $. A, 
ACKERMANN-STEFFAN DIVISION 


Manufacturer of Famous Trojan Coping, Jig and Jewelers’ Saw Blades 


WORCESTER 1, 
and 
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‘‘Murdock’s quite a hero since his 
mother sent him his 
PARKER HACK SAW!’’ 


You can earn a medal of thanks yourself from 
one customer after another, by selling them the 
Parker Hack Saw model they like the best. All 7 
Hack Saws in the Parker Line are stars in quality 
and ruggedness, 

















FAYETTE R. PLUMB, 
president of the Philadel- 
phia tool firm that bears 
his name, had intended to 
go on to law school fol- 
lowing his graduation 
from Harvard in 1899, 
but during that summer 
he went to work in his 
father’s plant “to keep his 
eye on the business” in or- 
der that his father could 
enjoy a few weeks of va- 
cation. Fayette, Jr., dis- 
covered that his father 
was kept so busy with all 
the details of running a growing business, that 
he decided to forego law school and stay with his 
father who needed his help. He held the position 
of plant superintendent and treasurer, and upon 
the death of his father in 1905, assumed the presi- 
dency which he has held ever since. He is also 
president of the Delta File Works, Inc. and the 
Graham Rotary File & Tool Corp. Mr. Plumb 
was president of the Philadelphia Hardware & 
Manufacturers Association in 1916-17 and was 
president of the American Hardware Manufac- 
turers Association in 1917-18. During World 
War II he served as a member, representing in- 
dustry, of the Third Regional War Labor Board, 
and previously had served as a member of the 
Philadelphia Regional Labor Board. He was a 





FAYETTE R. PLUMB 
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member of the National Industrial Conference 
Board from about 1918 until 1930. He was a 
member of the Taxation Committee and Industrial 
Relations Board, of the Philadelphia Chamber of 
Commerce, of which he is a former director. Mr. 
Plumb is a member of the National Council Boy 
Scouts of America and a former president of the 
Delaware-Montgomery Council. He also belongs 
to the American Academy of Political and Social 
Science. His hobbies are tennis, soccer and rid- 
ing cross country. Mr. Plumb will celebrate his 
75th birthday on June 18. 


WILLIAM E. HUFEN- 
DICK, manager of the or- 
der department of the 
Tenk Hardware Co., 
Quincy, Ill., is known by 
practically every hard- 
ware dealer in the 30 
counties covered by the 
wholesale firm. He has 
been associated with the 
company since June 4, 
1901, and started work in 
the stock room and then 
worked in various depart- 
WILLIAM E. HUFENDICK ments. In 1910 he was 

given a territory of Chari- 
ton, Randolph, Lynn and Macon Counties, Mis- 
souri, and covered this territory for several years 
until he was made chief price clerk, which posi- 
tion he held for a number of years. He still finds 
time to call on a number of dealers each week. 
Will Hufendick’s father was the first salesman 
the Tenk Hardware Co. sent out to call on dealers, 
back in 1881. Mr. Hufendick served six years as 
an alderman of Quincy and has always taken an 
interest in civic affairs. He has been an active 
member of his local Chamber of Commerce for 
the past 20 years. Having played semi-pro base- 
ball in his youth, he still lists baseball as his 
hobby, but is definitely interested in all sports. 





LUTHER E. NELSON, 
president of L. E. Nelson 
& Son, hardware firm of 
Omaha, Nebr., began his 
hardware career in 1902 
as a clerk in a hardware 
and lumber business in 
Stanton, la. He owned a 
hardware store in part- 
nership with C. V. Blade, 
in Stanton from 1903 to 
1907. From 1907 to 1919 
he was a salesman and 
manager of the builders’ 

LUTHER E. NELSON hardware department for 

Jas. Morton & Son Co., 
Omaha, Nebr., and held the same position with 
Johnson Hardware Co., Omaha, from 1920 to 
1924. He started his own business in October, 
1924. His son, Vincent, is associated with him. 
He was president of the Nebraska R.H.A. in 1937, 
and is a member of the American Society of 
Architectural Hardware Consultants. He is a 
Mason and belongs to Kiwanis. 
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For more than 50 years Griffin 

hinges have been known for their 

fine materials and workman- 

ship. Griffin hinges are 

part of a wide variety of light 
builder’s hardware . 

quality produced by 

; Griffin. 


Pesery DOOR NEEDS THREE! 


-( ;RIFFIN- 
[FF 
anufacturin 2g Company 
ERIE » PENNSYLVANIA 


THE B. S. ALDER COMPANY 
45 Warren Street 
New York 7, N.Y. 
HARVEY D. RUSH & SONS WALTER S. JOHNSON & SONS E. H. FARRAR 
4638 Nichols Parkway 917 St. Charles Avenue 6637 Golf Drive 












Kansos City, Missouri Atlanta, Georgia Dallas 5, Texas 
WILBUR H. DAVIS H. C. GLOVER CHARLES L. LEWIS 

1639 W. Fargo Avenue 2611 Garrison Bivd. 1355 Market Street 
Chicago 26, Illinois Baltimore 16, Maryland San Francisco 3, Calif, 
GEORGE A. GREGG ROY L. ROGERS R. F. BEVERS 

17134-6 Wyoming Avenue 1620 Garfield Street 4524 East 60th Street 

Detroit 21, Michigan Denver 6, Colorado Seattle, Washington 
AUSTIN & EDDY INC. W. C. MEIBAUM & CO. L. G. FULLER, JR. £ 


6954 Oleatha Avenue 644 Wellington Rood 
St. Louis 9, Missouri Jackson 6, Mississippl& 
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The Business Outlook—Markets and Price News 


(Continued from page 14) 


Jewelry sales also advanced 
slightly on a seasonally adjusted 
basis. The remaining groups in 
the durables groups recorded 
small declines of 1 to 3 pct. 


Construction Awards 
Greater in April 


April construction contract 
awards in the 37 states east of 
the Rockies aggregated $1,597,- 
517,000, a 21 pct rise over March 
and 16 pct more than in April, 
1921, F. W. Dodge Corp. reported. 
The total for the first four months 
of 1952 was $4,706,068,000, a 2 per 
cent drop from the corresponding 
1951 period. 

Non-residential awards in April 
amounted to $562,235,000, a 21 pct 
gain over March and 9 pct above 
April a year ago. Residential con- 
tracts showed a 15 pct rise over 
March and a 15 pct gain over 
April, 1951, the total being $681,- 
614,000. 

For the first four months of 
this year residential awards to- 
taled $2,008,490,000, down 5 pet. 


Radio and Appliance 
Sales Volume Down 


March sales of retail radio and 
appliance dealers were estimated 
at $202 million, a drop of $8 million 
or 4 pct, from the previous month 
and $61 million under the March, 
1951, total, a decline of 23 vet. 

Sales in March of all electrical 
goods wholesalers amounted to 
$393 million, a decline of $9 million, 
or 2 pet under the February esti- 
mate and $146 million, or 27 pez. 
below March, 1951. 

Total inventories of all electrica? 
goods wholesalers at the end of 
March were estimated at $760 mi:- 
lion, a rise of $33 million, or 5 pct 
above the February level and $18 
million, or 2 pct above the total for 
the same time a year ago. 
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$3 Price Reduction 
On Rid-Jid Tables 


The price on the Rid-Jid ad- 
justable all-steel ironing table has 
been reduced from $13.95 to $10.95, 
effective June 1. 

No further reductions in the 
line of Rid-Jid metal or wooden top 
ironing tables, extension ladders, 
or stepladders are contemplated at 
present, the J. R. Clark Co., Spring 
Park, Minn., announced. 





10 Million Freezers 
In Use in 5 Years 


There are expected to be 10 
million home freezers in use 
by 1957, compared with 4 mil- 
lion at present, E. W. Williams, 
publisher of the trade publica- 
tion, Quick Frozen Foods, told 
the Advertising Club of New 
York. He cited other facts 
from a _ recent study which 
showed that there are expected 
to be 700,000 retail cabinets in 
use, compared with 250,000 
now; 1,500 frozen food packers, 
as against the present 1,280; 
and 400,000 retailers handling 
frozen foods, compared with 
220,000 at present. 











Prices Lowered on 
Frigidaire Products 


Frigidaire Division, General 
Motors Corp., announced reduc- 
tions in suggested retail prices 


of certain refrigerator and range 
models, the automatic washer and 
electric dehumidifier. Dealers 
will be rebated for stocks on hand. 

Prices on six refrigerator models 
were reduced $15 to $45 and four 
range models $7 to $18. The 
washer was reduced $10 and the 
dehumidifier $20. Biggest change 
was in an eight cubic foet stand- 
ard model refrigerator that went 
from $244.75 to $199.75. 








Farm Equipment 
15%Short of Need 


The rate of manufacture of farm 
machinery and equipment, as a re © 
sult of curtailment of critical mg-~ 
terials since mid-year 1951, is now” 
about 15 pct below farmers’ cur. | 
rent needs, Secretary of Agricul. 7 
ture Charles F. Brannon reported, 
on the basis of a recently completed 9 
national survey. 

Farmers’ requirements for new ‘ 
farm machinery and equipment for 7 
the 1953 crop year will be only 9 
slightly higher than current needs, 7 
but requirements for repair parts © 
are climbing at a faster rate. 4 

The survey indicated that farm- 7 
ers will need a total of about 16 
pet more new farm machinery and 
equipment than they bought in : 
1949. 
Farmers’ machinery and equip- 
ment requirements for 1952 are 16 
pet above 1949 purchases. 

Aggregate requirements during 
1958 for farm machinery repair 
parts will be about 26 pct above 
1949 sales. 
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Output of Washers 
Down 13% in April 


Factory sales of standard-size 
household washers in April ,to- 
talled 217,211 units, compared, to” 
248,431 units in March, or a de- 
crease of 12.6 pct, according to 
figures for the organization’s 
membership announced by the 
American Home Laundry Manu- 
facturers’ Association. The April 
total compares to an _ industry- 
wide total of 292,193 units sold 
in April, 1951, a drop of 25.7 pet. 

Automatic tumbler dryers sold 
in April aggregated 36,109, down 
12.3 pet from 41,161 in March 
and a gain of 9.6 pct over 32,960 
units sold in April a year ago. 
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Sales of ironers in April BEW \ 
amounted to 8,938 units, compared who fi 
to 13,913 in March, down 35.8 pct, thing v 
and were 62.3 pct below 23,700 rics .. 
units sold in the comparison mark” 
month of 1951. useful 

farmer 
Government Cuts a 

e clalilyv V 
Price on Rubber posses 

In what he termed “the last For wh 


the government will teners | 
apply in the rubber program,” 
Jess Larson, General Services 
Administrator, announced a reduc- 
tion of 10.5 cents a pound to 38 


cents in the price the government 


price cut 
she ha 
any wa 
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“Never again will I buy anything of theirs!” 


BEWARE the fury of a woman 
who finds she’s been sold some- 
thing with fasteners that stain fab- 
rics... or leave a greasy “ghost- 
mark”... and also fail to live a 
useful life as long as that of the 
garment itself. 

And who can blame her? Espe- 
cially when she’s the victim of an 
unnecessary substitute for Brass. 
For whether she knows those fas- 
teners are Brass or not, she knows 
she has no trouble with them in 
any way! And neither do fastener 


“Bristol-Fashion” means 


manufacturers (or any other Brass- 
fabricators). For there is no substi- 
tute for Brass in ease of forming 
and annealing... or in freedom 
from™ metallergies” like blistering. 

Now what's all the shooting for? 
That’s a question that ought to be 
asked much more often, when cop- 
per production is on the steady in- 
crease, both here and abroad, to 
an extent which recently prompted 
the world’s largest producer to say 
this: “On the basis of the facts, 
there is no need to consider long- 


range substitution of other mate- 
rials forthe red metal”. So whether 
you are a user or fabricator of 
Brass in anything from fasteners 
to refrigerators ... stand fast, and 
don't settle for less. Yow ll get it, 
and sooner than you think. 

The Brisro. Brass CORPORATION, 
makers of Brass since 1850 in Bris- 
tol, Conn. Offices or warehouses 
in Boston, Chicago, Cleveland, 
Dayton, Detroit, Los Angeles, Mil- 
waukee, New York, Philadelphia, 


Pittsburgh, Providence, Rochester. 


Brass at its Best 











DEPEND ON TURNBUCKLES 
To Save You Money and Time 


INDIANA 
MICHIGAN 


MICHIGAN CITY 
GRAND BEACH 





PORTABLE ELECTRIC 


SEALED BEAM +) 


HAND LANTERN 














Throws a Powerful Beam for 
HALF-A-MILE 


Adjustable 120° swivel beam. ¢ Sealed-Beam 
makes battery last up to EIGHT times as long as 
ordinary bulb. © Rubber covered steel handle. 
Fatigue, shock and frost proof.e U. L. approved 
slide switch within easy thumb reach. * Made of 
beautiful, heavy gauge polished aluminum. 


APPEALS TO AN UNLIMITED MARKET! 
* Home owners © Sportsmen ° Repairmen 





* Motorists ¢ Farmers © Railroaders 
© Truckers ¢ Watchmen ¢ Mechanics 
¢ Firemen ¢ Janitors ¢ Tradesmen 





EXCLUSIVE FEATURES: One-second loading fea- 
ture. Patented contatt device—works automatical- 
ly when cover closes. No wires to connect. Bat- 
tery fits in ANY position. 

Requires ONE STANDARD 6 volt lantern battery 
—available anywhere in the world. 

Replaceable Westinghouse Sealed-Beam Unit — 
Stays 100% bright for the life of the lamp. 

So perfect in design and manufacture that it will 
operate EVEN IF COMPLETELY IMMERSED IN 
WATER! 


Ask us About f te Richb 


RICHBERRY ELECTRIC CO. 


2335-45 WEST CERMAK ROAD CHICAGO 8 ILLINOIS 
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charges for crude natural rubber. 
‘the new price became effective 
June 1. The price in effect during 
April and May was 48.5 cents. 

Mr. Larson said the new price 
wouid be in effect until June 30, 
when the government gives up its 
exclus.ve import authority over 
rubber. 


Floor Coverings Market 
May Have Better Year 


Sales of hard surface floor cov- 
erings are reported to have held 
up well this spring at both the 
wholesale and retail levels. Prod- 
ucts of this industry did not share 
in the scare buying that followed 
the outbreak of the war in Korea 
to the extent that other lines did 
and to this is attributed the fact 
that the market is now in a 
healthier condition. The recent 
level of sales has led some ob- 
servers to see the possibility that 
sales this year will top 1951 levels. 

Sales of linoleum are believed 
to be lagging behind those of 
other hard surface floor cover- 
ings. One reason for this is be- 
lieved to be the competition offered 
by floor coverings which are com- 
paratively new, such as asphalt 
and vinyl tile. These products 
have been obtaining a large share 
of the volume in recent years. 

Sales of felt base goods are re- 
ported heavy with producers un- 
able to keep up.with the demand. 
Volume of rubber and asphalt tile 
is said to be showing gains over 
a year ago. 


Non-farm Employment 
Showed an Increase 


Non-farm employment between 
March and April showed a rise of 
280,000 due to seasonal employ- 
ment expansion in contract con- 
struction and service industries, as 
well as in retail trade. 

There has been a decline of about 
410,000 production workers in the 
nation’s manufacturing plants over 
the year, reported the Bureau of 
Labor Statistics. More workers, 
the bureau said, were laid off in 
consumer goods and building mate- 
rials manufacturing than were 
hired in industries connected with 
defense. 

In contrast to the decline in pro- 
duction worker .employment, how- 
ever, the number of non-production 
workers in manufacturing indus- 
tries rose by 210,000 over the year. 


$5 Billion Increase 
In Nation's Output 


National output set a new all- 
time high in the first quarter of 
this year, when it was at an an- 
nual rate of $3391 billions, the 
Commerce Dept. reported. This is 
$5 billion above the estimated 
rate of the national product, 
which is the market value of the 
nation’s output of goods and ser- 
vices, in the fourth quarter. 

The department termed the in- 
crease “moderate,” attributing 
the rise to a larger physical pro- 
duction volume, since average 
prices didn’t change. 

Consumer spending advanced 
from a rate of $206,700,000,000 in 
the fourth quarter to $209,600,- 
000,000 in the first quarter of this 
year. Most of the increase, ac- 
cording to the department, repre- 
sented larger physical volume. 

There was a drop in the rate 
of inventory accumulation for the 
third quarter in a row. The first 
quarter rate was estimated at 
$200,000,000,000, a drop of $4,700,- 
000,000 from the fourth quarter 
of 1951. 


Gas Heat Equipment 
Shipments Greater 


April shipments of gas-fired cen- 
tral heating equipment amounted 
to approximately 40,200 units, 
estimated the Gas Appliance Man- 
ufacturers Association. This com- 
pared with approximately 35,200 
units in March and brought the 
total for the first four months of 
this year to 155,000 units. The 
April total consisted of 22,000 
gas-fired furnaces, 4,000 gas-fired 
boilers and 14,200 gas conversion 
burners, compared with March 
estimates of 19,700 furnaces, 4,300 
boilers and 11,200 conversion 
burners. 


25% Drop in Factory 
Sales of Vacuums 


Factory sales of standard-size 
household vacuum cleaners in April 
totaled 217,169 units, compared to 
290,092 in March, or a decrease of 
25 pet, according to industry-wide 
figures announced by the Vacuum 
Cleaner Manufacturers’ Associa- 
tion. 

Sales in April were 4.4 pct lower 
than 227,216 units sold in April, 
1951. 
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ii th 
% Masters 


DAISY 


introduces 


WORLD'S TOUGHEST, 
LONGEST WEARING 


FAUCET 
WASHERS 









& CARDED + BOXED + IN BULK 


No more leaky faucets with the 
New DAISY Neoprene Faucet 
Washers. These amazing new 
washers are so tough they’ll last 
indefinitely—engineered to give 


oO perfect service. Be sure to stock 
them now. Send for prices and 
details on our complete line of 
DAISY rubber goods today. 


SCHACHT RUBBER MFG. COMPANY 


|” Dept. H ° Huntington, Indiana 


CHECK 
LVES 


CAV I/ f 
metal 


poppet 





All position. Can‘t leak. 
For cold or hot water or 
steam. 150 Ibs. pressure. 
Noiseless. Write for Bul- 
letin No. 302. 


ORDER FROM vous — 


Tome eres Et 





STRATAFLO PRODUCTS, INC. 
FORT WAYNE 1, INDIANA 
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| Wholesale Inventories Still Out of Line 
With Retail Sales, But Ratio Is Now Better 


| in March, 


Manufacturers inventories were 
56 pct above normal for this decade 
while retail sales were 
33 pct acove and department store 
sales only 13 pct above, according 
to an analysis of the sales-inven- 
tory situation prepared by L. M. 
Demarest and Associates, indus- 


| trial engineers and consultants. 


The study said that wholesale in- 
ventories at 48 pct above, and retail 
inventories at 42 pct above, are 
still out of line with sales, although 
they have shown great improve- 
ment in recent months. It stated 
that a comparison of conditions 
in March in the past five years 
shows that in all but the present 
instance manufacturers’ invento- 
ries have ben at a lower rate than 


| retail sales. 


Failure of manufacturers’ inven- 


tories to drop from their peak 
above normal, the report said, 
raises questions for the future as 
to whether goods will be unloaded 
on the market, with a consequent 
reduction in prices, and whether 
production will be curtailed, “with 
its inevitable consequences of lower 
employment and consumer income.” 

Noting that consumer buying as 
reflected in department store sales, 
had shown a considerable decline in 
rate since January, the report said: 

“It is difficult to say whether 
this is the result of voluntary buy- 
ing restraint in the hope of lower 
prices later, or whether it repre- 
sents increasing inability to buy. 
Whichever it is, it will not help in 
the reduction of manufacturers’ in- 
ventories.” 


Consumer Goods Supply Picture Better Now 
Than Last Year, Despite Curtailment 


While the impact of mobilization 
necessarily is greater on consumer 
durables than on soft goods, the 
supply outlook is generally good, 
the National Association of Manu- 
facturers said in reporting on the 
consumer supply situation. 

Expenditures on consumer du- 
rables, the NAM said, amount to 
only about 14 pct of the total con- 
sumer budget. 

“Production of all major con- 
sumer durables in the early part of 
1952 will be below the abnormal 
peak levels of 1950 and 1951, but 


| high compared with other years,” a 


statement issued by the organiza- 
tion said. “In addition, consumers 
are better stocked with durables 
than ever before.” 

Noting that the “outlook for con- 
sumer goods supplies is even 
brighter today than a year ago,” 
the NAM declared that “govern- 
ment officials who are searching for 
shortages of consumer goods as an 
excuse to extend price and wage 
controls will have a hard time find- 
ing any.” 

“In spite of dire predictions by 
government spokesmen in the last 
year that additional control powers 
would be needed to hold down infla- 
tionary pressures caused by short- 
ages of goods, the shortages did not 
appear and a relative stability of 
prices actually was achieved. 

“Today, in the face of improved 
supplies of both consumer soft 


goods and durable goods, there is 
less justification than ever for con- 
tinuing price, wage and material 
controls. Production and not con- 
trols was responsible for the rela- 
tive stability of the price index in 
1951.” 


Predicts Growth In 
Use of Gas Appliances 


Seven out of 10 new homes 
built this year will be heated with 
gas in those areas where gas is 
available, predicted Louis Ruthen- 
berg, president of the Gas Appli- 
ance Manufacturers Association, 
in addressing the organization’s 
annual convention at Colorado 
Springs, Colo. He said that all 
types of heating equipment and 
appliances have experienced some 
recession in demand during the 
past year, largely on account of 
credit restrictions, metal scarci- 
ties, but that the gas equipment 
manufacturers should be among 
the first to recover. 

“Now that new areas in the 
Northwest, New England and 
Southeast are being opened up to 
natural gas, the gas appliance in- 
dustry should make decided gains 
over competition,” he said, “Ex- 
perience has shown that wherever 
natural gas pipelines have opened 
new areas to service there has 
followed swiftly a marked expan- 
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AND WATER SYSTEM 


You can pick your pump to fit your needs 
from Universal's line of 300 pumps and 
water systems . . . and get these extras 
too — more water at lower cost, trouble free 
24 hour performance, easy installation and 
long-lasting service. Write for catalogue 
describing injector and centrifugal pumps 


and water systems for home, farm and 





ROUBLE 
FREE” 





UNIVERSAL MFG. 








J*116 | There's a Universal for you ! ! ! 





Dealer HomeHeater Sales Prove it! 


eS 


uperflome Wim 
Gives “SAFETY PLATE” 


oC 2 i a> Ga Om ie me Oe a 
| EXTRA PROFITS FOR YOU! 
From Every Home, Office 
and Factory 
& GITS ‘Safety-Plates"" make it impossible 
to insert objects into electrical ovilets. 
8 ALLE LDELE DE BEELER 





Holds loose plugs firmly in receptacle. 
“Safety-Plate" automatically snaps closed 


. Volume and Profits...For The ce” ceca . 
Dealer! Superflame consist- * when the plug is removed. 








ently gives dealers Maximum Simple fo Operate / 
by using same single-screw attach- 
Write for FREE BOOK® GITS 
"29 Tested Ways to Volume Home Heater Sales” | Molding : 


sales and profits! 
Complete Line! 25 oil and gas / 
heaters in all. A popular Simple vo Tunstall | 
priced model for every need! Remove old receptacle cover plate 
Help To Dealers! More Sales- 
ment. Order from your jobber ond 
be sure to ask for attractive, color- 
QUEEN STOVE WORKS, INC., Dept. HA62, Albert Lea, Minn. 4612 WEST HURON STREET 
e ° CHICAGO 44, ILLINOIS 


Replace with GITS “SAFETY-PLATE"’ 
making promotions. Only 
Superflame has Superfan, the 
most powerful heater sales 
sous overs ful, “Try-It-Yourself” display. 
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1440 SAN PABLO AVE., BERKELEY 2, 





HOURS 
CONTINUOUS 
SERVICE 


UNIVERSAL PUMPS 


S 


A—Multi-Stage Pumps 
Larger volumes of 
water at high dis- 
charge pressures 
from depths to 300 
feet. 


B—Convert-!-Jet 
Shallow well, self 
priming, city pres- 
sures, convertible to 
deep well. 


co. 
CALIFORNIA 


Dept. 115 HA 5 






SHOW 'EM 
AND 
YOU'LL SELL "EM 





RETAIL LIST 


49c cach 


Order a sample dozen now. 
tenn 











~, 
J 


2 MORE sion in demand for gas equipment 
and appliances followed by a 


SHARON REFILLABLE leveling off to a steady rate of 


growth.” 

ASSORTMENTS He predicted that gas ranges 
in use at the end of 1954 should 
to make your fastener department reach a new peak of 33,250,000 
more compicte . . . more profitable waite. 



















ASSORTMENT No. HS-238 
SCREW HOOKS 


238 electro galvanized screw 

hooks .. . 7 sizes from No. 14 

to No. 2... all sizes com- 
pletely refillable. 


Hardware Sales Down 
15% From March 1951 
Large hardware firms (operat- 
ing from 1 to 10 stores) did 8 pct 
more business in March than they 
| did in the previous month, the 
| Bureau of the Census estimates. 
| However, these estimates were 
| not adjusted for seasonal or price 
changes or number of trading 
days. 
ASSORTMENT No. SE-656 March sales of these large re- 
tail firms were estimated to have 


SCREW EYES been 15 pct lower than those of 


last March. 








Yes, we now have 62 Assortments 


... AND THEY'RE ALL REFILLABLE! 








656 electro galvanized screw eyes .. . 


10 sizes from No. 216 to No.0... Sales in the first three months 

eons every size completely refillable. of this year were 15 pct under 

th those in the comparable period 
: oe = of 1951. 

a “s ASK YOUR JOBBER OR WRITE TO US The following table shows the 


| percentage of change in sales for 
S4 Boe << ZC. stohbael. large retail hardware firms: 

Pct Change in Sales 

woteeed < Laut ere " MASS. Mar. Mar. 3 mos. 

1952 1952 1952 

from from from 

Mar. Feb. 3 mos. 

1951 1952 1951 

Jefferson Co., Ala. —17 +19 —13 











You round up more sales Los Angeles Co, |, 
Bl. cevdscceses —li — —<Z 
with the complete line of Sacramento Co., 
* ena np —i 4g «<t 
Hartford & Tolland 





Cos., Conn. .... 23 +6 —27 
D. of C., City of 

Alexandria and 

Arlington Co., 

Va.; and part of 












Montgomery Co., 
ins xo waiteralne —ll +17 —12 
| Cook Co., Ill..... —28 +15 —25 

ss Adams & Allen 
oS ee — 7 +42 —20 
















| 

| Suffolk Co. and 
8 Fully Vented Heaters parts of Middle- 

15,000 BTU to 85,000 BTU 
22 Unvented Heaters 

10,000 BTU to 50,000 BTU 


Leaders in Style and Quality 


All Martin Heaters 
AGA et for natural, 
liquified and manufactured gases 


| sex and Norfolk 
Cos., Mass. ... —1 + 
| Wayne Co., Mich. —12 — 
| St. Louis and St. 
Louis Co., Mo., 
and East St. 
Louis, Ill. .... —1 +17 — 4 
| New York City anc 
| part of West- 
chester Co., N.Y. —20 + 

Erie Co., N. Y.... — 7 + 
| Monroe and Wayne 
a |. ee —i 28 —$ 


Na 
| + 
ns 


Over 45 years 


stove experience 
Philadelphia Co., 


ee 
| Norfolk & Princess 
Anne Cos. and 
| Norfolk. South 
Norfolk and 






Write your jobber or direct 
for new free complete catalog 





Portsmouth, Va. +15 +416 +1! 


MARTIN STAMPING & STOVE CO., Huntsville, Ata. | King Co, Wash. "6 420 25 _ 


kesha Cos., Wis. —32 —6 —26 
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6 —27 
Ever since you were knee-high to a hop-toad,  COMPETITION—not “regimentation”—is what 
you’ve heard about America’s wonderful natural —_ eggs a man on to do his best., 
17 — e . : . . 
15 25 resources—the bountiful fertile fields, the towering CQMPETITION—not government control—is 
— timber growth, the boundless wee Pees, and what urges a business to give its customers ever 
the untold wealth of gold, iron, oil, silver, coal and greater value for their money. 
other natural treasures that lie buried in the ground. : i “s . Sie: 
; ; So let’s say “NO SALE” to the ism peddlers who 
: he Is it because America has more natural resources would have us swap our U. S. A. system of free 
than any other country that Americans enjoy the competition for their “planned” regimentation— 
world’s highest standard of living? No—many trade our U. S. A. freedom and plenty for their 
— countries have as much—some have more. serfdom and poverty! 
Then is it because Americans do more with what 
: — they’ve got? = 8 
=— § 
— Yes! And the reason is as plain as the nose on This report on PROGRESS-FOR-PEOPLE is published by 
our face. It’s because Americans are free to de- this magazine in cooperation with National Business Publica- 
y gs Pp 
5 — 8 velop their natural resources—and their natural tions, Inc., as a public service. This material, including illus- 
ful in the otal li f tration, may be used, with or without credit, in plant city ad- 
resourcetulness—in the wholesome Climate of open vertisements, employee publications, house organs, speeches 
and strenuous COMPETITION. or in any other manner. 
> +17 
— THE COMPETITIVE SYSTEM DELIVERS THE MOST TO THE GREATEST NUMBER 
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Consumer Mailers 
FOLDING 


New Wholesalers’ Aids for Dealers’ Use 
STEEL | 


LEGS | Fishing Tackle Catalog for Dealer Use 






For tables | 
and plat. | J 
forms of all | A consumer fishing tackle cata- 


| which is imprinted on the cover. 
, types. Tested ‘ 
gael "for 5,000 Ibs. | log, especially designed for use 
steel with pbtenbed al. | of hardware and sporting goods 
| 


Other distributors who are sup- 
plying the catalogs are: Sloss & Li 

















oe yin Sizes 24” | stores, has been prepared by Britain, San Francisco; Bluefield 
and 3 righ. : “ay feces 
ad | M. Sharf & Co., Inc., 320 Newbury Hardware Co., Bluefield, W. Va.; 
} : 
SCAFFOLD BRACKETS | — , 
All-steel with slotted holes oe 
for quick and easy installa- | ; : 
tion and removal. Tested for | 4 
4,000 lbs. per pair. } 
LADDER BRACKETS | 
All-steel, adjustable, with 
holes for safety rail and 
10” plank. Used on either 
side of ladder. 
All-steel, with extra long at- | 
taching leg for wood or com- 
position roofs. Designed to 
prevent sliding, rubbing or 
gouging. 
Order today or write for prices 
Oe Oe re ene St., Boston 15, distributors of Momsen, Dunnegan & Ryan, El 
WAGNER MANUFACTURING CO. | . ortin oods and toys Paso, Texas; Paxtor & Gallagher, 
Box HA-52 CEDAR FALLS, 1owa | °P 5 oes on A 
os , - . Omaha, Nebr.; Robinson Whole- 
a ee This 16-page catalog, printed in : , — 
kei pa te sale Co., Des Moines, Ia.; Midland Se 
| DEACK, Diue and orange, Sporting Goods Co., Chicago. 
able to dealers at about $6.50 per This is the second issue of the 
100 copies, with the dealer’s name National Fisherman Catalog. 





JOB-TESTED @ ET 
FLOOR SWEEPS 


Get the right 





New Farwell, Ozmun, Kirk Circular 








sweep for every 
job-Costs less per 
sq. yard cleaned 







A four-page, tabloid size cir- 
cular, for dealer distribution to 
consumers about the middle of 
June, has been prepared by Far- 
well, Ozmun, Kirk & Co., hard- 
wholesalers of St. Paul, 


promotion is necessary, some deal- 
ers find that they have had to 
“purchase themselves to death” 
in order to have ample stock for 
each promotion. 

F.O.K. announces that almost 









| Ware 

| Minn. twice as many dealers took this 

| This Early Summer Specials smaller type circular as took the 

| circular, printed in color, contains last double-page newspaper size came 
sweeps in over | | 75 instead of the usual 125 to 150 with twice as many items. to retail o 


100 different com- 
binations of filler, 
filler arrangement and 


items usually featured in this type 





construction. Sizes 12°'-36” 


Sener” 


MAIN TYPES JOB-TESTED SWEEPS 
LIST - 14” 
SUPREME 614 LINE for medium and 
smooth floors to remove light and 
medium dirt $5.50 
WIRE-CENTER $-2714 LINE for smooth 
unpolished surfaces to remove light 
and medium dirt 4. 
3014 BORDERLINE for smooth unpolished 
surfaces to remove light and medium 














of promotion piece. 

The smaller number of items 
was decided upon as a result of 
a survey which showed that in 
these times when constant sales 


POSTAL PERMIT 
& 
CUSTOMER ADDRESS 





Plans Ready Soon For 


Housewares Campaign 


Plans for this year’s Fall and 
Christmas phase of the Electric 
Housewares Gift Campaign will be 
announced next month, reports 
J. P. MclIlhenny, chairman of the 
Sales Promotion Committee of the 





dirt * 
, ’ Electric Housewares Section of the E 
SAMBO LINE for rough unpolished 
surfaces fo remove wet or dry, medi — og =e National Electrical Manufacturers on 
iv fT 5 ; . . e e ° wis. wg 
ai i aii a ae, —e Association and vice-president in with tongs | 
SS SS fess charge of sales of Waring Products serving bow 
Corp. colors, Attro 
LAITNER BRUSH CO. OUR NAME HERE | “Our campaign,” said Mr. Mc- pga 
Ilhenny, “which is aimed at achiev- 
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: KEEP THE PROFIT-POT “BOILING” 


Sales ... PROFITS! These are the worthwhile rewards enjoyed 


by the ever-increasing number of hardware distributors who 










































> re, Feature recognize the terrific “pulling'’ power of Chein quality toys. 
are sup- 
Sloss A That's because Chein toys offer originality, action, multi-colors 
3luefield Lithographed Toys and other strongly attractive s-a-l-e-s features . . . at no 
W. Vas ddi . Id | 
P ‘ additional dealer cost. 
From Americas 
Furthermore, the latest Chein line of lithographed toys is more 
Foremost Maker extensive than ever, providing almost unlimited variety for 
P 9g Y 
steady sales in any season. 
So stock Chein toys and keep that profit-pot "boiling" the year 
‘round. Write today for catalogues and price lists. 
J. CHEIN & COMPANY 
Executive Offices New York Showroom 
an, El 744 Broad Street, Newark 2, N. J. 200 Fifth Avenue, Rm. 228 
lagher, 
Whole- 
fidland See 
x0. 
of the 
e She will buy these bette f 25 , 
SALAD TO LG a or the past years experienced 
je = || hardware men have always sold 
e deal- ’ ° 
iad to HARRY SALL & C0.’s profitable _ 
death” = 
— 
ck for PUSH BARS = 
almost SW \ ' =— 
k this QQ uit = 
ok the oS 
T-40 TONGS | 
, Competitively priced | “= SS 
to retoil at... 29% y } WS 
DISPLAY PACKAGED —> 
or For counter merchandising —ae fo al 6 Lannover 
© You'll pick up extra sales with —_ 
ign these all-purpose spring — 
l_ and serving 109% tomers shopping | + AWAILABLE FOR IMMEDIATE DELIVERY 
i for hing Lustro-Ware to gl 
“ saan dake iba. ‘Be aa 3 | 
includ ith t order. s 
port er tae ay any You, too, can enjoy these 
f the Columbus, Ohio. ° . ° 
rb ; profits with quality products 
of the BS-3 SALAD SET . é i 
urers Beautiful flower-petal shaped . lane § 
P bowls... 11” mixing si i 
nt in with tongs poe Pl matching 6” PLASTIC HOUSEWARES HARRY SALL & CO., Inc 
ducts serving bowls in modern kitchen 5 
colors, Attractively gift packaged. oor, ee eee say 
Mc- Retails $1.98. Bowls also avail- Guaranteed by 
shiev- a ee oe 802-04 W. GIRARD AVENUE PHILA. 23, PA. 
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built by economy methods in the most modern fac- 
tory of its type, the thing that makes Universal by 
long odds the best sprayer line to handle is the un- 
deviating policy of selling entirely through jobbers 
and their salesmen — the same square deal to 
everybody. Your jobber's warehouse stocks are 
in your locality . . . that means better service. 
His freight rates are lower... he can save you 
money. The Jobber's Salesman is a fellow you 
know and can trust. He stars in the act that 
brings you the most profitable sprayer deal 
in the world. Let him tell you about 
UNIVERSAL. 


UNIVERSAL METAL PRODUCTS CO.’ 
SARANAC, MICHIGAN / 








STEEL WASHERS 


FOR EVERY NEED 


A DEPENDABLE SUPPLIER 
FOR 38 YEARS... 


Your requirements for standard and 
special steel washers are sure to be 
satisfied at Joliet. A bank containing 
thousands of special dies in many 
shapes and forms, 9/32” to 8" O.D., 
gauges No. 28 to 3/8", stands ready 
to answer your needs. A VARIETY 
OF FINISHES IS AVAILABLE to 
meet your special needs, including: 
Electro-plating, Galvanizing, Parker- 
izing, and Cyanide hardening. 


After ALl/ 
THERE'S NO SUBSTITUTE 
FOR QUALITY AND SERVICE 






Your emergency re- 
quirements are our 
special concern. 


204 CONNELL AVE. 
\ JOLIET, ILLINOIS 
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ing an eventual goal of a billion 
doilars a year volume, is now only 
in its third year. In comparing 
ours with similar programs of other 
industries, we feel that a great 
deal has been accomplished in mak- 
ing the trade more aware of the 
tremendous sales potential existing 
in the multi-billion dollar gift 
market. 


Urges Promotion of 
All-electric Laundry 


A seven-point merchandising 
program designed to help promote 
the all-electric automatic home 
laundry, was outlined by Harold P. 
Bull, laundry sales manager for 
Bendix Home Appliances, at a con- 
ference of the Northwest Electric 
Light & Power Association. The 
all-electric laundry, he said, would 
attain equal popularity with the all- 
electric kitchen, which was success- 
fully pioneered by the utilities, if 
the power companies would help 
promote them, he said. 

He suggested utilities aid deal- 
ers in installing demonstration 
home laundry units in their stores, 
and in the homes of dealers and 
their employees. 

He forecast that more than 6 
million clothes dryers would be 
built and sold in the next five years 
and added that in 1952 for the first 
time more automatic washers would 
be built than conventional models. 


Fewer Failures 
Among Retailers 


Failures among retailers 
dropped to 74 in the week ended 
May 22, from 93 in the previous 
week, Dun & Bradstreet, Inc., re- 
ported. The decline in this group 
of business was responsible for 
the decrease in all business fail- 
ures during that week to 145 from 
154 in the preceding week. This 
compared with 191 in the com- 
parable 1951 week. 


Coated Abrasive 
Products Standard 


A proposed revision of Simplied 
Practice Recommendation R89-46, 
Coated Abrasive Products, in- 
corporating adjustments suggested 
by manufacturers, has been cir- 
culated to producers, distributors, 
users and other interested parties 
by the U. S. Dept. of Commerce, 
Commodity Standards Division. 
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VAL: 
BLOW TORCH 


You get added safety and added tom. The Wall blow-proof pump 
performance in Wall Blow Torches means added safety. Available in 
with the revolutionary new Pisto-Grip brass or steel. No extra cost for this 
handle. Drawn steel tank has brazed new handle. It will sell on sight! Write 
inserts and electrically seamed bot- today for complete catalog. 
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COMPOUND KETTLES © FIREPOTS © OILERS © SAFETY SHIELDS © SOLDERING IRONS 
e SOLDERS e OjL CARRIERS e PAINT POTS @e ACCESSORIES 







MANUFACTURING CO. 
Grove City, Pa. 


De ata tow 
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YOUR PROFIT —*16° 


sceetet | The new Congress 50 A Counter | See Your 
| Assortment, redesigned for maxi- Jobber 
Dependability, Uniformity mum Sales Appeal, assures —_ 
: ulley turnover and high profits. 
and Wide Size Range. " Semele from 14” ° 5”. Order 
vours from your Congress jobber 
wooD SHEET METAL today. All pulleys are hand- 
SCREWS SCREWS | somely packaged in 3-color boxes 
Range from 0 Available in all with pulley and bore sizes plainly 


Diameter through standard head printed. Counter display matches 
pulley box colors and each pul- 





ies¢ 








30 Diameter and styles, materials WRITE . ¢ Sand ¢ 
up to 6” inlength. and plated finishes. for ley’s position is indicated for 
CATALOG handy inventory control. 





World’s Largest Manufacturer of FHP Pulleys 


CONGRESS °::3° DRIVES 





Contact your nearest jobber or write direct 





THE SOUTHINGTON HDWE. MFG. COMPANY 
Southingt Conn 3750 E. OUTER DRIVE, DETROIT 34, MICH. 


e 1867 
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AT A PRICE 


Hous! 


TECT 


KEEPS METALS BRIGHT 
WITHOUT POLISHING 


‘ay —Preserves Metal 
\ Lustre for Years! 


Used on sterling, silver 
plate, chromeware, auto 
chrome, brass, copper, 
S etc. There are 
thousands of other 
uses in Home, Gar- 
age, and Industry. 
b Easy to apply with 
attached handy 
ok dauber. Dries in |5 
AG minutes. 





FREE! 


Self-selling counter 
display holds one 
dozen bottles TECT 
Protective Coating. 

fast moving year RETAILS 






‘round profit maker! “me AT 

Order through vour jobber 

further details. re) 9 c 
A PRODUCT OF 


today. Or write direct for 
TECT, INC. ENGLEWoon, N. J. 


A PROTECTIVE COATING 


ANYONE CAN AFFORD! 








Bewildered ?? 


oo + + MOD 5 + os 
WASHINGTON NEWS 
AND VIEWS on page 
10 of this issue. Here 
are accurate, authentic, 
easy-to-understand re- 
ports on the latest de- 
velopments in Washing- 
ton affecting hardware 
This helpful 


issue 


dealers. 
feature in each 
is another reason why 
HARDWARE AGE is 
the No.1 choice of hard- 
ware dealers through- 


out the nation. 
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Promotions 


Manufacturers’ New Merchandising Plans 


New Hoover Program 


The Hoover Co., Canton, O., has 
announced a wide expansion of its 
merchandising activities, designed 
to coordinate more closely the work 
of Hoover’s own electric cleaner 
sales organization with dealers, 
and also to provide better service 
for the Hoover user. 

It is planned eventually to have 
every Hoover dealer assigned a 
Hoover salesman to work closely 
with him. More emphasis will be 
placed on service. 

Dealers will get commissions on 
all sales whether made in their 
stores or by Hoover salesmen in 
the field. 

Hoover salesmen will be compen- 
sated by salary plus commission. 
Salaries will be based on service 
work, and commissions on sales. A 
new service plan is based on peri- 
odic inspection and repair of the 
cleaner in the home. 

The new program is already in 
effect in a number of key areas 
which include Washington, Minne- 
apolis, Buffalo, Flint, Detroit and 
San Francisco. 

A national advertising campaign 
built around the new sales plan is 
being formed. 


Elections Campaign 


An intensive sales drive will be 
started next month by Westing- 
house’s Electric Appliance Divi- 
sion, backed by 2 $3 million politi- 
cal television and radio program 
running from July 6 to election 
night returns. 

The “Get on the Bandwagon” 
program is claimed by the company 
to be the biggest industry promo- 
tion ever staged for electric house- 
wares, bed coverings, fans and 
vacuum cleaners. 

Both political conventions will be 
televised over 40 television stations 
and over 190 radio stations. 


Krylon Ad Program 


Krylon, Inc., Philadelphia, has 
announced that it will spend more 
than $100,000 this year to further 
promote consumer and _ industrial 
uses for Krylon Acrylic sprays. A 
total of 23 consumer and trade pub- 


lications will carry the firm’s ad- 
vertising. 

A new product, Krylon Black, 
will soon be added to the firm’s 
clear, aluminum and white acrylic 
sprays. 


Electrolux Campaign 


Electrolux Corp., vacuum 
cleaner manufacturer, has an- 
nounced that it will start the first 
national advertising campaign in 
its 27-year history in a_ few 
months. The campaign will in- 
troduce a new product, described 
as “the cleaner you never have to 
empty.” 


Flatware Promotion 


A promotion on the ‘“‘“New Look” 
pattern of Ekco Diamondware 
stainless steel table flatware, or- 
iginally scheduled to begin June 1 
in six major market areas, has 
been extended to include all sec- 
tions of the country. 

The basis of the promotion is 
a controlled, limited time price 
reduction on three ‘New Look” 
teaspoons, regularly priced at 
$1.65, which will be offered in 
factory sponsored newspaper ads 
for 98 cents during the month the 
promotion is in effect. 

Dealers qualify for participa- 
tion in the promotion by buying 
a minimum display assortment 
that includes a counter display 
unit. 





HARDWARE HUMOR 
By Hardware Age 





"Just as soon as business picks up we're 
going to have a pencil sharpener.” 
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4 Out of 5 Farms Had 
Electricity in 1950 


Increased availability of electri- 
city on farms has created a greatly 
increased demand for electric 
equipment on farms. The 1950 
Census revealed that 4,214,000 
farms out of a total of 5,382,162 
had electric service. 

The number of farms provided 
with electricity between 1945 and 
1950 was 1,426,000, or at the rate 
of nearly 300,000 per year. 

There were 2,011,000 electric 
water pumps on farms in 1950; 
936,000 electric hot water heaters; 
and 651,000 home freezers. 

About three out of five farms 
had electric washing machines, the 
actual number being 3,155,000. 

Electric chick brooders were on 
801,000 farms, and electric power 
feed grinders on 62,000. Farms 
equipped with electric milking ma- 
chines numbered 636,000. 


Urge Color Harmony 
For House Exteriors 


Devoe & Reynolds Co. has intro- 
duced a new idea in color correla- 
tion for house exteriors, involving 
the use by home owners of the 
same principles for exterior deco- 
ration that they have been using on 
the interiors for years. The com- 
pany demonstrated a new line of 
sidewall and trim and shutter col- 
ors selected and developed to har- 
monize with popular and prevalent 
roof shingle colors. 





More Tv Sets Than 
Powered Homes by ‘60 


The number of television re- 
ceivers in operation in the 
United States may exceed the 
number of homes with elec- 
tricity by 1960, predicts Dr. W. 
R. G. Baker, General Electric 
vice president and general man- 
ager of the G-E Electronics 
Division. 

He said that G.E. market re- 
search indicates that 53 million 
sets will be in operation by 
1960, more than three times the 
present number and five million 
more than the number of homes 
expected to have electricity by 
that time. 

Dr. Baker forecast that be- 
tween seven and 10 million 
homes will have two television 
sets. 
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7G. N. Coughlan Co., 
W. Orange, N. J. 
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TO SHOW THEM IS TO 
SELL THEM 







A COMPLETE LINE 





5 Gal. od 
KNAPSACK 
SPRAYER 


Finest knapsack sprayer made. 
Pump lever develops high pres- 
sure easily while spraying. 5 
gal. zinc-grip steel or copper 
tank. Tank is air conditioned 
preventing dampness reaching 
the back. Adjustable brass noz- 
zle, (Recommended by Exten- 
sion Services.) 


Streamlined BLIZZARD 


Copper Continuous Sprayer 


World's finest continuous sprayer. 

















SPEEDEX GARDEN & 
| TREE SPRAYER 

- gf ® Solid bress. 
FLAME GUN SPRAYER 1 hanay eteete: 


HUNDREDS OF USES / <€ ‘ 
b spraying trees, 





2000 d trolled heat. Large, glistening solid copper 

Gemeaye eed, truth, ett. tank. Pump barrel is highly pol- shrubbery, 
For burning safety strips and ished brass, seamless. Appealing, { flowers, weed 
fire lanes. 4 gal. tank. 7 ft. aes gg ge oli gen wr killing, ete. 
i i quid, inf, vor’ ounce/. 

oil proof hose. Light. Compact. Sturdily built. 


Strongest construction. Extremely 











Portable. Burns kerosene or 
range oil. 


D. B. SMITH & CO. 4z6main st. UTICA 2, N.Y. 


“ORIGINATORS OF SPRAYERS SINCE 1888" 


BOX 847, SANFORD, N. C 


popular. A fast seller. Low priced. In big demand. 





SEND FOR CATALOG 
DESCRIBING THESE ANB 
OTHER ITEMS 






SOUTHERN TERRITORY dpENJ. D. SMITH, JR 


CAMADIAN REPRESENTATIVE GORQON | COHOON, 1265 STANLEY ST. MONTREAL 2, CANADA 
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YOU'LL BE HAPPY, TOO, 
WITH THE BIG PROFITS FROM 


Ose Electric ones 


These remarkable hair clip- 
pers have a smoother, lighter | 
touch. Small-size and light- | 
weight are combined with 
speed, power and economy. 
Once your customers pick 
one up they'll recognize 
Oster’s superior quality. A 
fast-moving, high-profit line. 
Ordertoday from your jobber. 













full line of high quality models. 


SSS = 
You'll do better with 
JOHN OSTER MFG. CO. 
Racine, Wisconsin © 1952 








MEET HANSER’S HUSTLERS! 


35 top-notch salesmen concen- 
trated in a rich sales territory 
. - 85 result-producers work- 
ing directly for you, giving you 
Complete Coverage in: 
NEW ENGLAND STATES; NEW 
YORK (Incl. Metropolitan area); 
NEW JERSEY; PENNSYLVANIA: 
MARYLAND (thru to Cape Charles 
Va.); DELAWARE; DIST. OF 
COLUMBIA (Incl. Alexandria and 
Arlington, Va.) 


The HARRY HANSER 
ORGANIZATION 

Manufacturers Representatives 

1841 Broadway, New York 23, N.Y. 



















THE NEW Columbiana 
CAM-LOCK HYDRANT 
""Sold the World Over" 


woe, 8 Sost-crtiine new Cam-Loek tHe- 
érast fer use on pressure lines. Sturdily- 
bullt with few moving parts, this Colum- 
blesa Hydrant has ne Ayn te rust swt. 
its many sew featur nelude: 

& ONE-P'ECE SRONZE VALVE #@DY 
7 ee VALVE ASSEM- 


LY 
* ANTI- FREEZE ACTION 
* CAM-LOCK HANDLE PREVENT 
DRIPPING AND WATER WASS 408 
pd \s we pe aes a 2 the 
_ et. eeeant ‘or com @ interme- 
Pig. M—i300 ff thea. Established (888 





Colambiaws PUMP CO., Columbiana. Obie, 0.5.A 











YATES 
COMPANY 


EXTRUDED PLASTIC PRODUCTS 
Precision Extruders of Rods, Tubes, 
Strips, Special Shapes for builders 
hardware, chemical industries, elec- 
tronics, furniture, toys. 

Send inquiries for engineering recommendations 


YATES Company 


2211 Cemetery Road Erie, Pa. 
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Silver Jubilee Of 
Dog Week, Sept. 21-27 


National Dog Week, Sept. 21-27, 


will be promoted by the Junior | 


| 


Kennel Club of America, created | 


for young people, to promote the 
care and management of pedigreed 
dogs and to foster good sports- 
manship and citizenship. 


iTHFU LLy 
A URS 


NATIONAL DOG WEEK 


SEPTEMBER 21-27 


257% ANNIVERSARY 





Each local chapter will hold a 
match show during Dog Week. 
This year’s Silver Jubilee observ- 
ance of Dog Week will again have 
the active participation of such 
youth organizations as the Boy 
and Girl Scouts, Camp Fire Girls, 
Boys’ Clubs of American and the 
National Recreation Association. 


More Installations 
Of Gas Heating 


Addition by the gas utility in- 
dustry of 1,540,000 new gas house- 
heating customers during the 
1951-1952 heating season was re- 
ported by the American Gas Asso- 
ciation. This compares with 1,014,- 
000 gas house heating installations 
in the previous heating season 
and lifts the industry’s composite 
gas househeating saturation to 
44.7 pet. 


More Bulbs Predicted 


Electric lamps shipments in 1951 
totaled 2,080,000,000, valued at 
$264,000,000, compared with 2,088 
million lamps valued at $243,000,- 
000, shipped in 1950, the Census 
Bureau, Dept. of Commerce, re- 
ported. The 2,341,000,000 lamps 
produced in 1951 topped 1950 out- 
put by 12 pet. 

(Resume reading on page 15) 











by CABLE CLAMP 
DIAMOND & PIPE STRAPS 


5™ 
wou C57 


STEEL 






MALLEABLE IRON 
1 MOLE STEEL 


ASK FOR CATALOG . 


DIAMOND EXPANSION BOLT CO., 
DEPT.H.A. ¢ GARWOOD, N. J. 


INC. 











WATER HEATER 
REPAIR COILS 


For old, new and 
obsolete heaters. 
100 DIFFERENT MAKES 
Single, Double, Triple, 
instantaneous, Multi-Coil 
Send for Catalog Typeu 


DORMONT MFG. CO. 




















1314 High Street Pittsburgh, Po. 
IMMEDIATE , , 


‘CHAIRS DELIVERY! 


All types, wood and 
steel in stock. , 
Also Folding Tables 


State requirements! 


Write us when 
Ee ee in- 


BB ee clubs, sizes 


ete. Dept. C-23. 


; ADIRONDACK CHAIR CO. 32, “se 


| 





@€aASiéR TO Use 
LASTS LONGER 
@ CLEANS BETTER 
ASK YOUR JOSBER 








Genunt On TAN 
MADE USA DOUBLE VALUE TO THE 
J OOUBLE OUTY CONSUMER 








—— "Selling Is Our Business" —— 

@ Complete coverage of the East; 
permanent show rooms, 

@ Representing leading house- 
wares and hardware manufac- 
turers. 

Inquiries solicited regarding 
additional lines. 


SALES 
SAM WEISMAN oncanization 
200 Fifth Ave., New York 10, N. Y. 


———— Direct Factory Representative —_! 








His Hardware Age 
Ad. Brought Results— 


“As co Manufacturers’ Representative, 
getting the HARDWARE AGE is a 
necessity, especially in view of the fact 
that | have secured several desirable 
lines through the Advertisement | 
placed in the AGE in March. With 
best wishes for your continued success." 
Sincerely yours, 








A Satisfied Advertiser 





HARDWARE AGE, JUNE 12, 1952 











USAT. Ni 
ESS 











PARTS 
FISHING 
STAMPS 
NOTIONS 
HOBBIES 
HARDWAR 
TOOLS 
BUTTONS 
JEWELRY 
HAIR PIN: 
TOILETRIE 
SEWING 
NAILS 
COINS 
SUPPLIES 
PAPER CL! 
ELASTICS 
PACKAGIP 
FIRST AID 
KITS 





A “Sure-Fir 





individual sz 
fine quality 
Woodenware 
Mapie, with 
SEAL finish 
WARP! Har 
other exciti 
Cherry Ripe, 
rich English 
size range 6” 
SEND 
COLORFU 
There’ 
ere : 
chandi 








HARDWA 





LEAGLE IRON 


CO., INC. 
J. 








z 
s 


O. 





rgh, Pa. 
————— 





ATE... 
ERY! 


s 
TT 


roadway 
N.Y, 


i?7e*eeeeeeeee 


oO vse 
INGER 
SETTER 





East; 


puse- 
ufac- 


's— 
itive, 
is a 
fact 
able 
nt | 
With 








, 1952 



















Heavy steel ferrules } arthege wt wd "SKROO-ZON" The file handle— 


compressing, die in 
a that cuts its own thread. 





place (with sharp V threads 





4 Combination die 

properly spaced Stays on— Never Splits — Economical 
. Outlasts the file—You can rescrew 

rage Nimiy handle on new file. 

Ses “ ——— SAFETY TOOL CORPORATION 

USPAT.NO 1374715 - 135542 CAN.PAT.NO. 198587 FRANCE PAT.NO. 515160 JEFFERY ST., WATERTOWN, WN. Y. 






























ich QUALITY| MT RU SSB ee 


BLUE RUBBER 








> cuBERT | 
PLASTIC BOXES 






NON-JIGGLE 





For Every | _— 
| oases 6% TANK BALL 
| | eee 
IL PRI . . 
PARTS LOOK FOR the stops toilet drip! 
FISHING blue ball with ? 
STAMPS These transparent os y renael Easy to install Fits any flush valve 
NOTIONS plastic utility boxes m ; 
sete sell on sight! Your Cash in on ° 
1001S customers can use | 26,000,000 potential ° 
BUTTONS them for keeping . customers who will read ° 
JEWELRY small items neatly about NON-JIGGLE in ° 
HAIR PINS stored . . . easily LIFE Maaazine! Sell ° 
Sewae a identified. Available J yi © 
NAILS in 6 sizes with a NON-JIGGLE, the perfect © 
COINS choice of 24 com- seating tank ball — . 
prescincnuiees aba — backed by a national , Individually boxed in new red. 
rite or sampies * 48 s ' white an ue package. 
ELASTICS ; advertising campaign! e : b 
prc and prices today! Ee FS a 
Sig Soe Specialists in plastic 


. packaging from planning 
stage to finished package. 


GILBERT PLASTICS, INC. 


1415 Chestnut Ave., Hillside 5,N. J. 








FOR PAPER TOWELS 
ANDO 
WAX PAPER 












The Only 





Ce + FULLY COVERED 
DOGWOOD one 
A “Sure-Fire hit American-made, COMBINATION 
individual salad bowls . Another 
fine quality product by Rio Grande DISPENSER 
Woodenware, made of Northern Offered to Jobbers 
Mapie, with our exclusive DURO- 
SEAL finish and guaranteed NOT TO at $1.00 List 
WARP! Hand decorated in 
other exciting designs of Size: 12/4" x 74" x 4%" 
Cherry Ripe, Red Apple and WRITE FOR DETAILS 
rich English Ivy. Complete 
se range 6220, I. LEVY SONS 
SEND FOR OUR 1107 BROADWAY, NEW YORK 10, N. Y. 

COLORFUL CATALOG. _ 2421 McKINNEY AVE., DALLAS, TEXAS 





Looking for New Merchandise ? 
There's still lots of new merchandise being introduced to retail hardware markets. Keep posted on new mer- 
chandise by reading ‘What's New," which appears in every issue on page 12. During each month HARDWARE 
AGE brings you more listings of new merchandise than any other hardware magazine. 


HARDWARE AGE 100 East 42nd Street New York 17, N. Y. 
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Pratierrerts ORIGINATED 1896 AND ALUMINUM 


E/ CS men, MASONS 
~ won <= a 


MAYES GUARANTEES ACCURACY, SERVICE 


ASK oun DEALER *AND DURABILITY = Soy eee 


maves Toots (MAYES BROS. eae CO.. Inc. Port Austin. Micu. 
























Clear price marks make QUICK SALES! 
Si/aisOe/7 METAL MARKERS 


PRINT PRICES PLAINLY 


“Contains Mutton Tallow 
STOP BELT 




















Blaisdell Markers write easily on metal, CUPPING. Waterproof 
china, glass, plastic or any glossy surface. os 
Marksare legible, bril- Canvas 
liant and lasting, but Guatags 
easy to remove with a soa 
damp cloth. Made in Pure hom ed | Brick 
792-T Thin Black and Neatsfoot Olle War | Cement 
795-T Thick Black. torproofs, preserves | Srone 
leather, boots, shoes, | Wood 
Order from yeur decler-—er | SorTews own puesroues saddies, luggage. Dist. by 
poy for Fr ~‘eeens naming NEATSLENE CO Animal = ——— 
| aaeivonnes Sport, Drug 
H and Saddlery 


































Neatsione Harness 
. Oil Houses. 
7 (ifaisdeti METAL MARKER °%%: a) Mfgd. by NEATSLENE CO. 
- et SSF “SP eT Sa Gmaha 8, Nebr. Roy W. ‘‘Shep”’ 
BLAISDELL PENCIL CO.. BETHAYRES. PA. ‘ ; __ Shepard 
if 
VC 


FOR HARD OR SOFT WOOD FOR METAL, WOOD, PLASTICS nail 
Cuts ier — simplified desi blade-slippage. Chrom Goo Sak Snes Hole Cutter replaces several 
gay iy ne " : diameter cutters. High speed steel blade cuts clean, fast 









vanadium steel blades, all chromed body. Quick, t 
press, portable drill or hand brace. Eas 
adjustment; self-clearing lead screw. No. 250: %’-1%", ost Or any pak ne ND 100: wre 1%", et retails $2.95; No. _ 
retails $1.89; No. 251: %’-3”, retails $2.19. Guaranteed. 1’-2%", retails $3.95. Guaranteed, 
NATIONALLY ADVERTISED © 2 oon YOUR JOBBER OR WRITE DEPT. HA-6 
ROBERT H. CLARK COMPANY, Beverly Hi . of Fine Precision Cutting Tools 

















Health-0-(V eter. . ihe oricinat Bath scale 


BUILT RIGHT ¢ PRICED RIGHT © ALWAYS RIGHT 

















for both casting and reeling-in! 


Price and Priority Digest 


For fast, accurate reports on latest developments in 

OPS price ceilings, and how they affect hardware 
dealers, don’t miss reading the PRICE AND PRIORITY 
| Dicest which appears in every issue of HARDWARE 
|| AGE. This popular feature helps thousands of dealers 
|| keep up with the changing picture in Washington. It 
|| contains information written exclusively for hardware 





The only reel with fixed drum | 
| 


panera S P| N N | N G RE EL | dealers and which is obtainable no place else. Check 
the contents of this issue on page 5 for the page num- 











ORDER FROM YOUR JOBBER ber of this valuable service to the hardware trade. 
SPECIALTY IMPORTERS, INC.. 11 WEST 42ND ST. N.Y. 
SenenereEREE EEE nneetteel 














"MARSHALLTOWN 


MARSHALLTOWN TROWEL COMPANY «¢ MARSHALLTOWN, IOWA 
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See Your Jobber or Write for Your Nearest Distributor 


PHOENIX TABLE MAT CO., 1718 Eas: 75th Street, Chicago 49 





for your fine cooperation 


THIS “‘trio’’ of popular MILK FILTER DISCS has 
won the No. 1 spot in dealer distribution because 
your merchandising sense has recognized them as the 
profit line, designed with your CUSTOMERS in mind! 


BEST LINE - BEST ADVERTISED - MOST PROFITABLE 
Again: Over 43 Million Ads in 1952 


to help you sell your farm trade. Free ‘‘dealer helps’’ 
also available. 


ASK YOUR JOBBER . . . or write for FREE SAMPLES. 


SCHWARTZ MFG. CO., Two Rivers, Wis. 





> AUTOWASH 


FOUNTAIN TYPE BRUSH 


MORE THAN 


50% PROFIT 





No. 840 No. 8401 
AS YOU @ Blended horsehair $ $ 
bristles in replaceable . = . 
CLEAN plate. e Aluminum 34" HANDLE or” aaee 


handle. e Rubber pro- 
tective bumper. Write Dept. 145a for more information 


‘FLOUR CITY BRUSH CO. 














PACIFIC COAST BRUSH CO. 1507 


America’s No. 1 FILTER DISC LINE © Tops in profits? | 










BETTER HARDWARE DEALERS FROM COAST TO COAST 


REPORT ARISTO-MATS VOLUME SALES 


WORLD’S FINEST STOVE & ALL-PURPOSE UTILITY MATS 








Fauk You! ) OPLOBPE ass 


OPENS ANY SIZE 
SCREW-TOP JAR 


A ready seller for a 
Teltlelameyey-talleve Me] oMlaMial= 
kitchen. An item that cus 
tomers pick up, test and 
buy on their own. Free 


colorful counter display 


THINK OF 


Ldlund 


for 
BETTER KITCHEN TOOLS 


BURLINGTON, ¥ 








: ~ 














MIDWAY Auger Bits 
for every purpose! 


FACIORY he o*e 


MELY :! 








Whidway 
THE MIDWAY 10014CO., INC 


renner ee 








v4 
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Che Perfection Line L. HOPKINS MFG. in North Girard, Pa, 


NO-MAR GATE 
MOUNTING 

A unique accessory, pat- 
ented by us, holds gate 
safely without wood 
screws. Adjustable. Easy 
to mount. Will not harm 
any surface. Sold as 
extra. Ask Your Jobber 
or Write us. 
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| Classified O tunities Section 7 
— ————————— 
CLASSIFIED ADVERTISING RATES —* 
Help Wanted, Accounts Wanted BOXED DISPLAY AD RATES NOTE: Samples of merchandise, literature, 
Business Opportunities catalogs, etc., will not be forwarded to box 
er $8.00 per column inch number ‘advertisers unless accompanied by 
Representatives Wanted, etc. 5% di a te sufficient postage for remailing. co) 
; : f. discount allowed for 4 or more con- a 
ner we Eachedalional word:..... | 10 secutive insertions of Boxed Display a ee ee Financiall 
a uts or special borders not accepte ' 
Geiae ween t- _ Address your correspondence and pon to eenmene a8 cg ogy | = vnwe < 
blication date. obbers ‘ 
adh eddilenal ood so. he HARDWARE AGE aa ecnpreg se Ra Ce packaged 
Allow Seven Words for Keyed Address Classified Opportunities Dept. ee See currency or pany. Te 
or Your Address 100 East 42nd St., New York 17, N.Y. stamps. Have thr 
cilities fc 











credits. | 
properly 


Representatives Wanted | Representatives Wanted | Representatives Wanted om, oe 


jobbers ir 



















































































EXPERIENCED HARDWARE SALESMEN PLUMBING SPECIALTIES. SALESMAN, 
MANUFACTURERS' CALLING ON lumber yards, large dealers and | WITH FOLLOWING, for established New York Address | 
jobbers, wanted by reputable manufacturer for | Firm. Sell to Hardware Stores and Plumbing 100 Ea 
line of builders hardware. Competitively priced, | Contractors. Choice (protected) territories open. 
REPRESENTATIVE generous commissions, state territory now cover- | Commission. Replies confidential. Address Box 
| ine and lines handling in first letter. Address | A-644, care of HarpWare AGE, 100 East 42nd 
Manufacturer 55 years in business, offers Box A-650, care of Harpware AGE, 100 East | Street, New York 17, N. Y. SID 
excellent line of specialty paint products | | 42d Street, New York 17, N. Y. esimeer E> By SA 
not ordinarily handled by most paint com- OLD ESTABLISHED VISE MANUFAC. y . 
panies, Rubber base paints with unique | REPRESENTATIVES WANTED— | TU RER DESIRES to correspond with manufac- Covering 
color system. Special process, high hid- Three manufacturing oo geo age —- pe — age —"s = sections of ars aeney ficient Stores in 
i ; j many lines, to represent us in the inneapolis- | well-establishe perienced agents with suffcien 
ing, low cost house paints, also line of St. Paul area, Soeen area and northern Cali. number caieanen ro cover territory will be con- chester ar 
one-coat hiding house paints, flats and fornia. Only men experienced in builders hard- | sidered. Commissicn basis. Address Box A-663, line. 
enamels. Exclusive territories granted. For ware and with connections in the field, calling | care of Harpware Acr, 100 East 42nd Street, Address 
complete information write on contract builders hardware dealers, hardware | New York 17, N. Y. L___00 Ea 
| icbbers, | and architects, will be considered for Si aL a 
this nationally known and accepted line. A good 
MERIT PAINT & VARNISH CO. | opportunity oo those chosen. If you will give us ALES REPRESENTATIVES, EXCLUSIVE mg lt 
| a resumé of your present activities, your inquiry TE “At TORIES OPEN. M: inufacturer requires : ’ » 
3748 East 91st St. Cleveland 5, Ohio | will be acknowledged. All replies will be held | factory representatives for jcbbers, distributors, partners wh 
| in strict confidence. Our present representatives | department stores. A staple, non-seasonal, repeat ny 
a =s | know of this ad. Address Box A-642, care of | product of interest to super markets. hardware, one re, . 
Harpware Ace, 100 E. 42nd Street, New York | houseware outlets. Liberal commissions. Address line went 
i. Ai | Box A-644, care of Harpware AGE, 100 East od a ® 
NATIONALLY KNOWN LOCK LINE AVAILABLE } |” ~ | 43nd Street, New York I, Ne ¥, are of Hat 
in sever choice terr rie nen wi hese | ani a 
qualifications: ee SALESMAN WANTED — PROMINENT | — 
1. Builders Hardware selfing experience to | en r BRUSH ; + goat eye has on n = | aa eae” eaten wt hese sages Se? 
HARDWARE WHOLESALERS & CONTRACT ries for successful sa es preducer. refer met F R FAST MOVING CNIC specialty an RY. J 
BUILDERS HARDWARE DEALERS now calling on paint, hardware, lumber dealers | housewares items. Representatives established TIVE DES 
- “ 4 and industrials. Drawing account against good | with jobbers, chains and drug connections. Give have minimu 
2. Executive-type salesman with proved record, commissions. Will also consider side line man or | full details in letter. There are several territories sale trade 
capable of selling large volume buyers. manufacturer’s agents. Address Box A-656, care open. Address Box A-632, care of HARDWARE automctive, | 
This is a rare pportunity to represent well | of Hari WARE ” dna 100 East 42nd Street, New | Ace, 100 East 42nd Street, ew York 17, N. Y. cessful recor: 
estat j of finest quality Yerk 17, N of Harpwar 
cylin x1 d cks in the low price range. | | jae ae oii em 5 To ee York 17, Ne 
Line nationally recognized and accepted. | PLUMBING GOODS SALESMEN WANTED ——_—_ 
Generou r n assures high earnings to SIDE-LINE AND SPECIALTY SALESMEN BY long established, well known firm. Many ENERGE1 
tor prod Give f particulars on |CAN SELL 8 out of 10 dealers or jobbers with | choice protected territories open. Sideline selling REPRESEN 
sales experience omplete business back | this ; idvertised product. This is a large volume, | to retail hardware stores, plumbers, lumber yards. ufacturer in 
ground ther ne handled, etc., in first | | fast savnetven item that will not conflict with your | Cemmission. Give complete details first letter. dress Box J 
lette Conf t | present line. Full commission. Full merchandising | Address Box A-614, care of HARDWARE Ace, 100 East 42nd S 
Address Box A-654,, care of HARDWARE AGE pave ang gt yy ~. —g Riddle’ Commany East 42nd Street, New York 17, Z. 
100 East 42nd Street, New York 17, N. Y. Dept. H, 75 E. Wacker Drive, Chicago, Mlinois A SALES 


NG a terri 
——— a es spobsinipereeenmapedteenenineeaiieenyeierersntee Accounts Wanted gh 


| WANTED: MANUFACTURER’S AGENT BY wares or ha 
New Englan 
























































H | WELL ESTABLISHED manufacturer of Locks, | 
Direct IMPORTERS Lock Sets and general line of Builders’ H: - dwa ire | » vania, Virg 
. Roos Address Box A-658, care of Harpware AGE, } NATIONAL DISTRIBUTORS Georgia and 
want active commission agents for Sack 42nd Street. Mew York 17. 8. Y. P ~ | Established—Reliable Aggressive of Harpwar 
Flexible Steel Rules, Circular Saws, ; bei: ANCO CORPORATION Pittsburgh 22, Pa York 17, N 
Padlocks, etc. eee Mier ieiae Branch Offices —_—— 
| SALESMAN WANTED WHO IS NOW New York @ Philadelphia © Detroit YOUNG. . 
AMERICAN EXPORT TECHNICIANS, Inc. | COVERING Hardware trade in state cf Florida, Cleveland @ Louisville EXP ERIEN! 
2 Broadway, New York 4, New York ihe handle fast moving line of garden hose and Covering all classes of jobbers. We will carry ware, plumb’ 
| rubber goods, Goodyear Rubber Products Com the accounts or you can bill direct. furniture. | 
a * S| zany, 2534 Central Ave., St. Petersburg, Florida | | Write for further information and references. wholesale hor 
Syren | Telephone 47-1818. | and retail ov 
MANUFACTURERS REPRESENT ATIVE, Situated Ke 
NOW CALLING ON HARDWARE, House ee ee ———— | eae eee A-669, care 
wares and Plumbing supply jobbers in New York | AGRICULTURAL AND INDUSTRIAL WANTED—ONE SHORT LINE BY firmly Street, New 
nigel nol comet ger jel a be of service | CHEMICAL SALESMAN required by expand: | and well established manufacturers representa- 
to manufacturers of quality lines distributed | ing trm. Territory—Southern States, east of the tive covering Michigan, Indiana, Ohio and , 
through the above type outlets. We have had | Mississipi River. Prefer southern resident cen Kentucky, calling on hardware, houseware and wEARD Ww 
twenty-five years experience merchandising hard- | ¢,y; illy lcated. Please state background and ex- | specialty jobbers, chain stores, major department r AN sales 
ware and allied lines. Address Box A-661, care perience. Excellent opportunity All replies con s 4 j : Add Box following an 
HaRDWA Ace, 100 East 42nd Street, New al Ayah a ¢ tores and premium goods users. — other large 
of Hans ane a " fidential. Address Box A-668, care of HARDWAR! A-535, care of Haroware Ace, 100 East 42nd York bene N 
0 4o Ne “ ( } Sact 42 aes c. 4 7 ~ , I 
a a Ne AGe, 100 East 42nd Street, New York 17, N. Y Street. New York 17, N. Y. for one addi 
SALESMEN WANTED WITH EXPERI. | ; ; SE gly 
ENCE AND FOLLOWING in retail hardware SALESMEN WANTED. PLUMBING SPE. | MANUFACTURERS REPRESENTATIVE, Street, New 
and lumber yard trade to represent progressive | CIALTIES SALESMEN, with active following, | CONCENTRATING ON FLORIDA'S growing ’ 
whelesaler specializing in top lines of carpenter | to sell to plumbing and heating contractors and | market desires an additional reputabie line. Keg- 
and masons hand tools. Liberal commissions. Pro- | hardware st°res. Various (protected) territories | ularly calling on hardware jebbers, chains, mill _ATTENTI 
tected territories open. Full or part time. No ob- | open. Full time or side line will be considered. | supply, houses, large retailers and machinery NATIONAL 
jections to non-crnflicting sideline. Correspondence | Drawing account against commissions plus ex- | dealers. Will only consider good lines on direct and heating 
confidential. Address Box A-666, care of Haxp penses when qualified. Write or phone for appoint- commission, exclusive territory basis. Address turing busin: 
5 | Rox A-651, care of Harvware Ace, 100 East Assoc. Inc., 


WARE Ace, 100 East 42nd Street, New York 17, | ment. Silver Sales Co., 39-15 28th i, kn bp GO, 
: i New York. ST 4-6316. | 42nd Street, New York 17, N. 
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hed New York 
and Plumbing 
rritories open. 
Address Box 
00 East 
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country. Only 
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ITATIVE, 
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lains, mill 
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on direct 

Address 
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Classified Opportunities Section 








Accounts Wanted 


Accounts Wanted 


| Positions Wanted 








COMPLETE SERVICE 


Financially responsible sales agency can 
handle one additional line going to 
jobbers and syndicates. Now handling 
packaged goods of large Chemical Com- 
pany. Territory North Atlantic States. 
Have three warehouse set-ups and fa- 
cilities for doing billing and carrying 
credits. Interested only in line which is 
properly programmed as to sales promo- 
tion, discounts and trade. Can take car- 
loads into our warehouses and reship to 
jobbers in minimum freight shipments. 
Address Box A-657, care of HARDWARE AGE 
100 East 42nd Street, New York 17, N. Y. 








—sinE Tine oat 
SIDE LINE WANTED 
By SALES REPRESENTATIVE 
Covering Hardware and Housewares 
Stores in Metropolitan New York, West- 
chester and Long Island. Prefer fast-selling 


line. 
Address Box A-673, care HARDWARE AGE 





100 East 42nd Street, New York 17, N. Y. 








MANUFACTURERS ATTENTION! ILLI- 
NOIS, WISCONSIN AND MINNESOTA. Two 
partners who sell all major hardware jobbers, 
department stores and mail-order houses, desire 
one short, established housewares or hardware 
line. Twenty-five years’ experience. Merchan- 
dise Mart display room. Address Box A-612, 
care of Harpware Ace, 100 East 42nd Street, 
New York 17, z. 








MINNESOTA: SURROUNDING _ TERRI- 
TORY. MANUFACTURERS REPRESENTA- 
TIVE DESIRES ONE additional line. Must 
have minimum high five figure potential. Whole- 
sale trade only. Coverage hardware, chains, 
automcetive, electrical and similar jobbers. Suc- 
cessful record of sales, Address Box A-638, care 
of Harpware Ace, 100 East 42nd Street, New 
York 17, New York. 








ENERGETIC SALESMAN DESIRES TO 
REPRESENT HARDWARE or housewares man- 
ufacturer in Oregon, Washington and Idaho. Ad- 
dress Box A-646, care of oe AcE, 100 
East 42nd Street, New York 17, N. 


A SALES ORGANIZATION THAT IS DO. 
ING a terrific job for manufacturers is seeking 
one or more lines. Will consider either house- 
wares or hardware items. Complete coverage in 
New En land, New York, New Jersey, Pennsyl- 
Vania, irginia, North and South Carolina, 
Georgia and Florida. Address Box A-647, care 

Harpware Ace, 100 East 42nd Street, New 
York ay: Be He 








YOUNG, AGGRESSIVE SALESMAN, WITH 
EXPERIENCE, selling retail and wholesale hard- 
ware, plumbing, housewares, sporting goods and 
furniture. Formerly with a large general line 
wholesale house. Am looking for lines for jobber 
and retail outlets on a straight commission basis. 
Situated Kentucky, Indiana area. Address Box 
A-669, care of Hanpws ARE AGe, 100 East 42nd 
Street, New York 17, ¥. 





HARD WORKING AND AMBITIOUS TWO 
M sales agency, established with strong 
following among department, stores, jobbers and 
other large volume outlets in metropolitan New 
York and New Jersey, offers complete coverage 
for one additional direct factory line. Will attend 
Atlantic City Housewares Show, Address Box 
A-655, care of HARDWARE Ace, 100 East 42nd 
Street, New York 17, N 





ATTENTION MANUFACTURERS. HAVE 
NATIONAL SALES distribution for hardware 
and heating items. Will purchase small manufac- 
turing busipess or entire output. E., J. Colley & 
Assoc. Inc., 225 Lafayette St., N. Y. 12, N. Y. 
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| When 


= ed 








DISTRIBUTOR NOW OR.- 
FINANCED and well rated 
Dun and Bradstreet, seeks lines for sale to auto- 
motive and industrial jobbers exclusively. We 
offer you services of factory branch at minimum 
Inquiries solicited from responsible manu 


WAREHOUSE 
GANIZING, WELL 





of cost. 
facturers, Address: J. Alvin Perilloux, 529 Iber 
ville St., New Orleans, La. 

SALESMAN, MANUFACTURERS REPRE 


SENTATIVE, WITH MORE than 600 accounts, 
Hardware, Paint stores and Variety stcres, cover 
ing Michigan, seeks additional quality lines. Ex 
clusive basis. Address Box A-672, care of Harp 
or AcE, 100 East 42nd Street, New York 17, 


MANUFACTURERS’ REPRESENTATIVE, 
WITH COMPLETE COVERAGE of hardware 
addi 





and builders supplies jobbers, desires two 
tional lines for the state of Indiana. Address Box 
A-665, care of Harpware AcE, 100 East 42nd 
Street, New York 17, N. Y. 





Help Wanted 


MANUFACTURERS DIRECT REPRE 
SENTATIVE WITH 
ines needs men who can sell to jobbers. Must 
have initiative and ambition and willing to work 
m straight commisson. Several territories in the 
11 Northeastern States open. Also required is a 
man in New York City for the Export trade 
writing, you may state all particulars in 
omplete confidence. Address Box A-178, care of 
nee Ace, 100 East 42nd Street, New York 





_ HARDWARE SAI-ESMEN AND/OR MANU- 
FACTURERS’ AGENTS. Experienced only: 
own car. Good following Industrial, Woodwork 
ing and Furniture Manufacturin Wonderful 
opportunity with well known New Fork manufac 
turer and wholesale jobber. Protected territories 
Write in full detail. Address Box A-401, care cf 
a Ace, 100 East 42nd Street, New York 


FOR MANU 
VES for lead 
hardware wholesalers and 
Must have car and he 
and bonus. Give refer 
A-675, care of 


New York 





HARDWARE 
REPRESENTATI 


SALESMAN 
FACTURERS 
ing lines, to call on 
mill supply distributors. 
willing to travel. Salary 
ences and experience. Address Box 
HarpwareE AGE, 100 East 42nd Street, 
se Se A 

NATIONAL HARDWARE MANUFACTUR 
ER WANTS A single man for their New York 
office. Good opportunity for a man interested in 
a selling career. Must be willing to travel if 
necessary, Address Box A-667, care of Harp 


WARE AGE, 100 East 42nd Street, New York 17, 
x. =F 





LONG ESTABLISHED HARDWARE, 
GROSSING $400,000, in a town of 25,000 near 
Detreit, Michigan, seeks man 28 to 40 as man 
ager. Must be thoroughly experienced and well 
qualified. Chain store training preferred but not 
essential. Give full details in first letter. Address 
Box A-659, care of Harpware Ace, 100 East 42nd 
Street, New York 17, N. Y. 








Positions Wanted 


AVAILABLE, WAREHOUSING EXPERT 
WITH WIDE KNOWLEDGE of hardware 
warehousing methods encompassing fork-lift and 
conveyorized facilities. Have averaged 28% re- 
duction in warehouse personnel. Have effected a 
more accurate inventory control which has saved 
many thousands of dollars through the elimina- 
tion of over-buying. Address: > Clausen, 
4135 Nagle Street, Sherman Oaks, California. 





EXPERIENCED TRAVELING SALES REP. 
RESENTATIVE SEEKS connection with manu- 
facturer or distributor selling Florida retail trade. 
Has experience selling both wholesale and retail 
trade. Will travel one or more Southeastern 
states, excellent sales record and references fur- 
nished. Salary or commission. Address Box A-611, 
care of Harpware AGez, 100 East 42nd Street, 
New York 17, N. Y 








EXCEPTIONALLY fine | 


SALESMAN. RECENTLY 
Called on hardware and de- 
as a direct 
only 


TOP NOTCH 
SOLD my business. 
partment stcres. I now wish to serve 


tactory representative for one manutacturer 
with a line of merit. Will detail jobber salesmen, 
Desire Chicago and surrounding territory. 
dress Box A-671, care of Harpware AGE, 100 


East 42nd Street, New York 17, N. Y. 


EXPERIENCED HARDW ARE AND PAINT 
MAN, twenty years’ experience retail store, ell 
accounting. De 


phases, buying, merchandising, 

Sires connection as representative tor hardware 
jobber of paint manufacturer, prefer established 
territory W. Va. or adjacent; or inside job with 
established firm. Age 41, married. Address Box 
A-670, care of Harpware Ace, 100 East 42nd 
Street, New York 17, N. Y. 








Business Opportunities 


WEST COUNTY 
APPLIANCE 
Ideal place 

low rent, 





MIDDLE 
HARDWARE, 


farm cé mmunity 


FOR SALE 
SEAT TOWN 
and Bottle Gas store, 
Six room apartment above store, 


to live. 

long lease or will sell building. Priced at less 
than invoice as have other business interests 
| Address Box A-674, care of Harpware AGE, 100 
| East 42nd Street, New Yerk 17, N. ¥ 
| FREE CATALOG HARDWARE BUSI- 
| NESSES, FARMS, Ranches, income property 
for sale in California, Arizona, Nevada, New 
Mexico, Oregon, Utah, Texas. Contains names, 
locations, gross, lease, rent, price, etc. Specify 


desired and we place your 
Service Bulletin sent to 
owners. No obligation. Write for Catalog No. 
317, National Business & ne Exchange, 
4101 W. 3rd St., Los Angeles 5, Calif. 


business or property 
request in Special 





SALE: HARDWARE & PAINT 
STORE, doing a successful business for over 21 
years in Rochester, N. Y. Inventory $25,000, year 
ly business over $55,000.00. Property can be 
had for $10,000.00. Low overhead, low taxes 
A real money maker. Owner wishes to retire. 
No Brokers. Address Box A-652, are of Harp- 
ware AcE, 100 East 42nd Street, New York 17, 
r ¥ 


FOR 


| FOR SALE A PROGRESSIVE HARD 
| WARE, building supplies, paints and electrical 
appliance business; in one of the mest progresive 
small cities in South Carolina, adjoining the 
| enormous AEG project. Ideal location for busi- 
ness. Reason for selling is age and health. Ad- 

| dress P.O. Box 385, Allendale, S. C 
WANTED: LONG ESTABLISHED HARD.- 
WARE BUSINESS, minimum volume $150,000 
annually in city minimum population 30,000, with 
industrial and rich farming’ purchasing power. 
Business must stand investigation Maximum 
$50,000 inventory. Address Box A-662, care of 
E, 100 East 42nd Street, New York 


HiaRpwWare AG 
a . Be 


HARDWARE AND SPORT- 
located in the rich 
the magic Rio 
10,000 popula- 
Close to New 


FOR SALE: 
ING GOODS BUSINESS 
agricultural and oil section of 
Grande Valley. Growing City of 
tion, trade territory over 100,000. 
Falcon Dam. Close to Gulf Fishing. Close to 
Old Mexico. Tourist and recreation center. Cen- 
trally located medern building, beautiful fixtures, 
excellent stock inventory about $20,000. Address 
Box A-653, care of Harpware Ace, 100 East 
42nd Street, New York 17, ; 











PARTNER WANTED, SUCCESSFUL HARD 
WARE AND PLUMBING STORE near Flint, 
Michigan, Master plumber preferred or will ac 
cept top-notch hardware man. Reason: too much 
work for one owner besides being in high wage 
area, Will accept partner with $30,000 or will sell 
outright for $60,000, Address Box A-660, care cf 
Harpware Ace, 100 East 42nd Street, New 
| York 17, N. Y 
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| SELL... 
SWAN GARDEN Hose! 


@ FIRST IN VALUE 
@ FIRST IN SALES VOLUME... 
@ FIRST IN RETAIL PROFITS 


SWAN RUBBER CO. 
BUCYRUS, OHIO 


World's Largest Manufacturer of Garden Hose 











5 bie. 4 QUALITY TROWELS 
DEAROSA he 


MASONS 
TROWELS & HAWKS hai 


FLOOR LAYERS 





Made Right! 
Priced Right! 
QUALITY 


DEAROSA MANUFACTURING CO_iNC, 
Home Office — Mi. Vernon, New York 
2 Se Chemee &: 74 Moreny raat 
Chicago 6, Hl.’ New York 7, N.Y 
Write vs for name of Nearest GUARANTEED! 
Sales Ropementotive 










| 
| 











FACT LEVELS 


¢ Most Complete Line of Aluminum & Wood Levels 
© Finest Construction, Precision and Eye-Appeai 
¢ Competitively Priced © Fully Guaranteed 








ECONOMAT ALUMINUM LEVELS 
18", 24", 28", 30" 
Write For Catalog On EXACT & ECONOMAT Lines 





MFG. CO., INC. 


NEW JERSEY 


LEVEL & TOOL 


HIGH BRIDGE 











sold through 
wholesalers only 


THE COLUMBIAN VISE & MFG. CO 
CLEVELAND 4, OHIO 


180 











Index to Advertisers 























A F 
Ace Prod. Co. ss csseeeeeeseess 157) Fairbanks, Morse & Co. 44-45 
Adirondack Chair Co. .......... 174| Faucet-Queens, Inc. » an 
Aermotor Co. ... eeeeeeeeee 151} Flour City Brush Co. .. coe ae 
Amalite, Inc. .... .... 90] Franklin Metal & Rubber .. 156 
American Chain & Cable Co..... 6} 
American Fi. Surfacing Mch. Co. 143 | 
American Grease Stick Co. 116 | G 
—— on spe — Gardner Wire Co. “° 112 
American Screw Co. : ‘ 5! , ‘ 
: General Electric Co., Lamp Div. 19 
American Thermos Bottle Co., The 22 
| Getty & Co., Inc., H. S. ... 14 
Geuder, Paeschke & Frey Co. 2 
Gilbert Plastics, Inc. eine 175 
8 Se 
Ballonoff Metal Prod. Co. ...... 157| Gits Molding Corp. ....--.--.... 165 
Barcalo Mfg. Co. ..............- g7| Goldblatt Tool Co. ...... vee 14 
Barr & Co., W. Me ....... cece 10g | Grant Pulley & Hardware Co... Me 
Black & Decker Mfg. Co. ....... 8! Greenlee Tool Co. .......-+-+---» 18 
Blaisdell Pencil Co. 176 | Griffin Mfg. Co. ....-----0+++++ ad 
Boston Woven Hose & Rubber Co. 112 
Bridgeport Fabrics, Inc. ...... . 48) 
Bristol Brass Corp., The .. 16h] H 
Brown Corp., W. R. .........++-- 129] peauwWessel Co. ....2--ccceeee 126 
EY Willd. BE vcucadentssemous 100! tancock Mfg. Co. —— 
Hanser Organization, Harry.. 174 
Heller Bros. Co., Newcomers- 
Cc town, Ohio ........--.-++++:: . & 
Campbell Co., H. D. ........... | fecha la meatal 7 
: Hodell Chain Co. .....--+++-+++: 
Champion Hardware Co. ....... 182 ' Catelegs «.....-- % 
Chase Brass & Copper Co., Inc. 30 Home Ouners 
‘ Hopkins Mfg. Co., L. ....---+-+- 177 
I Bl, “s cearsadeeaseeraen 169 & Worthen Tanning Corp... 174 
Cilcaqgoe Serew Ce. ......ccceces 90 Hoyt oe 
er rea 25 
Clark Co., Robert H. 176 | ' 
Coburn Prod. Div. ...... = 19 
Colorado Fuel and Iron Corp. 119] Ingersoll Steel Div. .... .-.-+--+: 38 
Columbian Rope Co. ............ 26| Iwan Bros., Inc. .....--+eeseee: 130 
Columbian Vise a ee 
Columbiana Pump Co. ........ 174 
Columbus Plastic Prod., Inc...... 169 J 
Congress Drives .. ast 171 ee ene 38 
Continental Scale Sus. = coe ie 7 
Copper Brite, Inc. ......00ccc00- 122 _cansagageon dina thecal mele amit 
gg pias Joliet Wrought Washer Co. .....- 170 
Corbin Div., P. & F. sgasiaiecee ee ek hlin Steel Corp..... 39 
Corbin Cabinet Lock Div. ........ 79| 2ones & “ous 
Cory Corp. ...... 135 
Coughlan Co., G. N. Seacas ae K 
Country Gentleman ............ 77 
Crescent Tool Co. ......... 17] Kay-Tite Co. ......----seeeeeee 28 
GCyatene Fence Biv. ...0..ccccers 43 Kessler Arms Corp. .....-+--+++: 94 
Keystone Wire Cloth Co. ........ 118 
Kilgore, Inc. ......++--seeeeeeres 18 
D Kimble Glass Div., Owens-Illinois 
TS ee 153 
Dearosa Mfg. Co., Inc. ......... 180 RMN, Sook onc cceaseve scene 108 
Diamond Calk Horseshoe Co..... 150] Kigin-Logan Co. ........2ce0e008 107 
Diamond Expansion Bolt Co., Inc. 174 cee aedde . 68 
Dodge Corp., F. W. coveeeess 96) Kupsh SU, me losdesanyanees . 15? 
Domes of Silence ................ 182! Kwikset Sales & Service CO....cc00. 3 
Dermont Mfg. Co. ............... 174 
Dreer, Inc., Henry A. ........... 93 
du Pont de Nemours Co., Inc., E. L 
1., Organic Chemicals Dept., 
Kinetic Chemicals Div.........34-35| Laitner BE GR. cccccceccevcses 168 
Durham Co., Donald ............ 10g| Lamson & Sessions Co. ........ HT 
Landen Putty Works, Inc. ........ 122 
Larson Co., Charles O. .... 182 
E Levy Sons, Inc., I. ean eee 175 
Leyse Aluminum Co. ........ . 120 
Eagle-Picher Sales Co., The...... 33] Linzer & Sons, Inc., David . a 
Earle Hardware Mfg. Co. ....... 125] Lockwood Hardware Mfg. Co. 9 
Edlund Co. ....... a= . 177] Lombard Governor Corp. ....... 18! 
Empire Brushes, Inc. ............ TFT Laws Bras.. Go. cccvcisscccccccsce @ 
Exact Level & Tool Mfg. Co., Inc. 180| Lufkin Rule Co. ......... ; 91 





HARDWARE AGE, JUNE 12, 1952 





Macklanbu 
Manhattan 
Mann Edg: 
Marshallto 
Martin Fa 
Martin Rul 
Martin Ste 
Mason Co. 
Mastic Tile 
Mayes Bro: 
McGill Me 
McKinney 

Melnor Me 
Midway Te 
Miller, Inc. 
Monowatt, 
Monsanto | 
Montague 

Motorola, 

Myers & Br 


National ¢ 
National F 
National + 
National L 
National } 
National WN 
City, Mo 
Neatslene 

Nicholson | 
North Way 
Northern Ir 
Nu Paste . 


Ocean Cit 
Okonite Ce 
Oster Mfq. 
Oster Mfg. 


Parker Mfq 
Parks Co., 
Pass & Sey 
Patent Nov 
Peerless Pu 
Pequea We 
Phoenix Ta 
Pittsburgh 
Front Diy 
Pittsburgh 
ed  wteea 
Platt & Co 
Plymouth R 
Porter-Cabl 
Prentiss Wé 


Queen Stov 


Red Devil 
Reflector F 
Reo Motor: 
Richberry E 
Ridge Tool 


HARDW. 








rs 





0. . 4445 


ber soo Ee 


Harry..... 174 
lewcomers- 








Index to Advertisers 





M 
Macklanburg-Duncan Co. ....... 4 
Manhattan Brush Co., Inc........ 32 
Mann Edge Tool Co. ............ 8é 
Marshalltown Trowel Co.... 176 
Martin Fabrics Corp. ........... 24 
Martin Rubber Co. .............. 181 
Martin Stamping & Stove Co... 166 
SS 163 
Mastic Tile Corp. of America... 29 
Mayes Bros. Too! Mfq. Co., Inc... 176 
McGill Metal Prod. Co. . 122 
McKinney Mfg. Co. ............. i 
Melnor Metal Prod. Co. ......... 92 
Midway Tool Co., Inc., The...... 177 
Miller, Inc., Robert E. .......... 182 
ee: eee eee 9 
Monsanto Chemical Co. ........ 40-4! 
Montague Rod and Reel Co...... 117 
a 101 
Myers & Bro. Co., F. E. .......... 113 

N 
National Guard Prod., Inc....... 115 
National Hardware Show ....... 147 
National Housewares Mfrs. Assn. 121 
i 85 
National Mfg. Co., Sterling, Ill. 18! 
National Metal Prod. Co., Kansas 

re — 
Neatslene Co. ........ . 176 
Nicholson File Co. ... eo 
North Wayne Tool Co. . 109 
Northern Industries, Inc. ......... 152 
Nu Paste Adhesive Corp. . 156 

° 
Ocean City Mfg. Co. .......... 117 
Okonite Co., Tape Div. ......... 136 
Oster Mfg. Co., John ............ 174 
Oster Mfg. Co., The 8e 

P 
Perher Wile. Ge. .....0scesccccese 158 
i 128 
Pass & Seymour, Inc. Seeker’ 
Patent Novelty Co. .............. 157 
Peerless Pump Div. .............. 141 
Pequea Works, Inc. hedewniae a ae 
Phoenix Table Mat Co. ......... 177 
Pittsburgh Plate Glass Co., Store 

Front Div. eae jenn ae 
Pittsburgh Plate Glass Co., Brush 

Ee ee a eo eee 36 
Platt & Co., Arthur |. . 182 
Plymouth Rubber Co., Inc. ... 42 
Porter-Cable Machine Co. ...... 149 
Prentiss Wabers Prod. Co. ...... 97 

9 
Queen Stove Works, Inc. . 165 

R 
Red Devil Tools aay 184 
Reflector Hardware Corp......... 134 
kf i es 18! 
Richberry Electric Co. ............ 162 
er 131 





Rugg Co., E. T. ‘ ees 38 
Russell, Burdsall & Ward Bolt & 
BE GE sonyenyenessccensansos 15 
s 
St. Louis Cordage Mills ......... 52 
Safety Tool Corp. .......cccccses 175 
Sall & Co., Inc., Harry .......... 169 
Samson Cordage Works ......... 98 
Schacht Rubber Mfg. Co......... 164 
I RS io cieccueccccasasecs 13) 
Scharf Mig. Co., J. H. .......-00- 109 
Schwarte Mfg. Co. ........s0006. 177 
Sharon Bolt & Screw Co......106, 164 
Sharpe Mfg. Co. ..... Soe caee ee 
Sheffield Bronze Paint Corp....... 129 
Shelby Spring Hinge Co......... 78 
Sherman Mfg. Co., H. B. 108 
Simonds Saw & Steel Co. ....... 105 
Skillman Hdwe. Mfg. Co. ....... 145 
Smith & Co., D. B. ces ee 
eS! re 50, 95 
Seuthera Serew Go. .....+...0000 144 
Southington Hardware Mfg. Co. !71 
Specialty Importers ............. 176 
Speedway Mfg. Co. ............. 106 
eee ee 89 
Ny coins cima ncnetednes 83 
Star Metal Prod. Co. ... . 10 
Strataflo Prod., Inc. . .. 164 
Swan Rubber Co. . Ww 
T 
Taylor Lock Co. . 138 
SD ackediyconepedpemeweseep 172 
Tyron Co., Edw. K . 2 
een 162 
Turner & Seymour Mfg. Co. ..... 24 
U 
United States Steel Co. — 
Universal Mfg. Co. — 
Universal Metal Prod. Co. ...... 170 
Utica Drop Forge & Tool Corp... 139 
v 
Vaughan & Bushnell Mfg. Co. 183 
w 
Wagner Mfg. Co. 168 
Wall Mfg. Co. 171 
Warner Mfg. Co. 129 
Washburn Co., The vo 1 
Waterbury Lock & Specialty Co.. 127 
Weisman Sales Organization, Sam 174 
Westclox Div., General Time 
ee 137 
White Studios 175 
Williams Co., The 123 
Wilshire Mfg. Co. . 100 
Wilton Tool Mfg. Co. 75 
Wooster Brush Co. » 2 
Wooster Rubber Co. 20-21 
Y 
WI Bee cvssviccsacees . 1%4 


HARDWARE AGE, JUNE 12, 1952 


A well-planned building 
usually specifies genuine— 


National, 


BUILDERS’ HARDWARE 


This popular line of hardware has been serving the 
trade for over 50 years which accounts in part for the 
wide preference for this hardware by experienced 
builders everywhere. 

Expert designing and careful, precision construction assure smooth, 
friction-free performance when installed. 

Order your stock now and enjoy profitable sales the year ‘round. 
Large illustrated catalog or a wall chart of the complete National 
line will be sent upon request. Write for your free copy today! 


Na iC nal, . 





CABINET 
HARDWARE 


\iee 


SCREEN 
DOOR.SETS 





ANUFACTURING CO 


STERLING tLLINO'TUS 








“AS IMPORTANT 
To you 
as the 

INVENTION 


of Grass= 


me) 
WATCH FOR IT 


from E34 








32 Main St., ASHLAND, MASS. 


LOMBARD, 









A sturdy, long-lasting tank 
ball that fits all sizes—making 
a perfect seal! Made of pure 
natural rubber compound... 
will not swell. 


Packed in individual display 
boxes and in display cartons. 
Economy-priced for better 
profits! Write for prices and 
detailed information. 


MARTIN RUBBER CO., INC. Long Branch, N. J. 
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Write for free TOOLS FOR CRAFTSMEN 
E 


GREENLEE 


= GREENLEE 


GREENLEE TOOL CO., 1813 HERBERT AVE., ROCKFORD, ILL. 





FINGER 
GRIP 

HIGH QUALITY 

HAND TOOLS ADJUSTABLE 


Sharp cutting edges, 











accurate sizing, smooth CLIPS JUST TURN THE SCREW... 
THAT'S ALL YOU DO! 


POPULAR RETAIL PRICES 
Smali—3 for 10¢ 
Med.—8c, 2 for 15¢ 
Large—10¢ 

Slightly higher on West Coast 
Favorite with home 
workshop fans. 

ASK YOUR JOBBER— 
OR WRITE. 


FAIRFIELD, CONN. 


ion. . . that’s 
you and your customers 
ot when yoursltlong. - + « for parking 


ved GREENLEE toot : 
things where you 
use them. 


play boxes 


© Fasten to any woodwork 
© Can be adjusted in a jiffy 
© Packed in attractive dis- 


ARTHUR I. PLATT & CO. 





Screw DR ver | 














THE 


Larson 


j}—e- 


CHAS. O. LA 
STERLING » 


QUALITY LINE 


GOODS 


packaged in extra heavy tan 
kraft boxes. Yellow labels with 
half tone illustrations are used 


Cx(E@==)) KX)) giving complete information. 


All Larson products are 


See Your Jobber or Write to 








of 
GHT WIRE 


Bright Wire Goods are 


sorted and inspected 


Larson’s Bright Wire 





Goods fit the need of Ask for a sample. We want you to see 
— this fine lock. It will be sent no charge. 





ILLINOIS 





CHAMPION of its Class 


Wrought Sash Lock 


Our No. 800 lock is a good substantial 
steel sash lock, made of heavy gauge steel, 
finely finished with positive spring action. 


The 
RSON CO. IAWIMUAMIALITIALAU RL 


GENEVA. OHIO 




















One set on a Card. 
~ aaw e Ue 


ie Sar 11/16" 
ae 


| DOMES OF SILENCE . 





ceone DOMES OF SILENCE 


SELL ON SIGHT when these attention-compelling con- 


tainers, box or card are dis layed on counters. Genuine DOMES 


OF SILENCE glide softly, silently, smoothly 
over all flooring; saves floors. and furniture. For 
years the favorite with houseowners and furniture 
manufacturers. 


Ask your jobber or write 
DOMES OF SILENCE, Division of 


ROBERT E. MILLER & CO. INC. 
35 PEARL STREET NEW YORK CITY 


~ 


One Set in oa 
box—12 boxes 
in carton 


1%” 1%” % 
54” 56” 4” x 
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oO! 
PRICES 


ce 
w 15¢ 


Vest Coast 





